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AIR CONTROL PERIMETER DIFFUSERS 
weeeee fill the room with comfort 





All perimeter heating-cooling installations perform better, look better, 
and cost less with Air Control diffusers at the business end of the system. 
Styling — so beautiful they're welcome in the finest homes. Performance 
— unequalled for efficiency and easy installation. And there's a model 


for every type of perimeter system. 


BASEBOARD — No. 188 
Series, featuring exclusive 
Rotary Damper and Adjusto- 
Bottom Base Strip 








te 
FLOOR — No. 42, 
SIDEWALL — No. engineered for ex- 
15 Series, pre- tra strength, max- 
ferred for its per- - imum free area, 
and minimum 
resistance 


fect air pattern. 


No. 333 Grilles, perfect 
for centralized returns 


A complete range of sizes in all styles of Air Control perimeter registers and 


grilles. See your favorite jobber — write for colorful FREE catalog 56-AC 


AIR CONTROL PRODUCTS, INC. 


157 Center Street Coopersville, Michigan 
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HOW SUNDSTRAND FUEL UNITS BACK UP YOUR BURNERS 








Vibration “gets lost” 
in this big 
nylon pillow 


Sundstrand's nylon 
anti-hum diaphragm 





“Tank hum” — which is actu- 
ally a vibration in the oil column 
caused by any high-pressure pump- 
ing action—is eliminated and the oil 
flow completely smoothed out by 
the pillowing effect of Sundstrand’s 
single, larger, softer, anti-hum dia- 
phragm. Together with the exclusive 
hydraulic balance of the Sundstrand 
valve, this highly oil-resistant, cor- 
rosion-resistant nylon pillow assures 
quiet, smooth oil delivery to the 
nozzle of your burner. Infrequent 
replacement is simple. Like all the 
other parts of the Sundstrand Fuel 
Unit, it’s designed to insure the 
performance of your burner “‘as 
specified.” Sundstrand’s place as 
“first in fuel units’ from coast to 
coast has been built and maintained 
through an unsurpassed record for 
easy installation and service, low 
maintenance requirements, long, 
dependable life...and most im- 
portant of all, a record for bringing 





out and sustaining the advantages 
designed and built into your oil 


Model H — high-pressure, two-stage, for 
long line, high lift. 3,6, 10,14, and 20 gph. 


burners. 





SUNDSTRAND 


HYDRAULIC DIVISION 


of Sundstrand Machine Tool Co., 2210 Harrison Ave., Rockford, Iil._—Eastern Sales Office: 89 Summit 
Ave., Summit, N. J, Made in Canada by John Inglis, Ltd., 14 Strachan Ave., Toronto—Made in Sweden 
by Sundstrand Hydraulic AB Stockholm, 
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Now! All Mueller Climatrol Units 
Automatically Rust-Proofed for Life 


There’s an important selling point 
for dealers in the new Mueller Cli- 
matrol “Paintbond” finishing sys- 
tem. Used in production of all Muel- 
ler units, it assures a uniform, top- 
quality coat that protects against 
rust, assures long life and lends fur- 
ther sparkle to high-styled designs. 
The new process is a three-stage 
automatic operation, including 
cleaning and phosphatizing prior to 
spray painting with distinctive 
) Mountain Spring Green enamel. It’s 
i the finest system of its kind in the 
heating and cooling industry — the 
talk of the finishing field. 
Constructed of tough,heavy-gage 
steel, Mueller Climatrol casings take 
years of abuse without revealing it. 
In addition, they’re finished inside 
as well as out so that rust has no 
chance to get started. 





One of the most complete warranties in 


. heating history is now offered with all 
Mueller Heating Dealers Mueller Climatrol warm air furnaces. A 


P real confidence-builder, the policy guar- 
Use Liberal Warranty as antees repair or replacement of the heat 
Effective Sales Clincher exchanger within TEN YEARS of instal- 
lation . . . warrants all mechanical parts, 

controls and accessories for one year. 
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LABORATORY TESTING of important SERVICING PROBLEMS are “planted” UNITS ARE DISMANTLED to show ar- 
components helps clarify understanding in units by instructors for student t of parts and operating prin: 


of air conditioning in five-day course. groups to locate and try to remedy. ciples. All key comp ts are 





tudied 





Apprentice expert in just five days! Packing FOR ALL THE FACTS about Mueller Climatrol’s 
years of experience into an intensified program, big profit plans for dealers in 1957, write... 
Mueller Climatrol annually invites dealer per- 


sonnel to air conditioning schools covering é ° 
every phase of equipment design, installation uellor limatrol 
and servicing. This year, the highly popular 

series of courses will be conducted in Milwau- 2030 W. Oklahoma Ave., Milwaukee 15, Wisconsin 


j i irgini In Canada . . . 322 Kipling Ave., South 
kee, Detroit and Danville (Virginia). : ee teres ty Gaasty 
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Thumbing Through 


This Month's Artisan and IN | Ox Fe ae A se 
answer . dies hl P R  @ Ff i —_— ' 


of exhausting corrosive fumes ——————— 
from industrial plants in a 


report on a contractor who hile ba 150 
has found that Porcelain FIER 
Enameled Ducts End Re- AUTOMATIC HUMID 
placement Problem in Fume 
Removal Systems. We see 
how all types of fittings are 
made with standard shop 
machines equipped to han- 
dle 18 ga sheet steel, then 
sent to a porcelain enamel- 
ing plant and finally as- 
sembled on the job by join- 
ing special flanges on each 
piece with brass bolts and 
sealing the joints with as- 
bestos gaskets. 








Feature and Sell the New 
Slabs 


Edge Insulation on Concrete 

Slabs under modern homes. 

We find, in a report by Na- AUTOMATIC HUMIDIFIER 
tional Bureau of Standards with the 
that while each method of | 
insulating the slab edges has | 
its effect on comfort condi- 
tions in the house, the use fi 

of some kind of such insula- I EVAPORATOR PLATES 
tion is essential to reducing ieee eee §=Absolutely unbreakable . . . pick up 
heat loss near the outside a : > water faster . . . evaporate more 


3 : a water . . . rustproof drain clips 
walls. We follow the test prevent drip. 


i 4 
. . « and we see 
how Tests Shou Effects of 


Revolutionary New 
and Unbreakable Glass Fiber 


procedures which use nine 
specimen slabs with various 
insulation treatments in con- 
junction with a refrigerated 
chamber in which all out- 
door temperature conditions 
are simulated to determine 
the best ways to provide 
comfort in this popular style 
home. 


Cooling 


. and we get a 
few pointers on installing 
cooling in a summer home 
which was not designed to 
accommodate a central sys- 
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tem, when a dealer's Cool- 
ing Package Completes Com- 
fort Cycle in Resort Cottage. 
We note how problems such 
as location of equipment, 
method of cooling the con- 
denser, availability of power 
supply, problems of air dis- 
tribution and price are sys- 
tematically worked out for 
each job. Described is the 
installation of a packaged 
unit in a 34 year old sum- 
mer cottage in which a cen- 
tral warm air heating system 
had previously been installed. 


Stainless 


. and we exam- 
ine the results of laboratory 
and field tests to answer 
the question, How Does 200 
Series Stainless Steel Fit in 
Shop Production Picture? We 
examine samples of types 201 

| and 202 which have been ex- 
posed to the ravages of time 
and weather and find they 

| have come through as well 
as their nickel-bearing coun- 
terparts in the 300 series. 
And we follow the new types 
through the standard shop 
fabrication processes to find 
they are also as workable 
and in some cases more satis- 
factory than their predeces- 
sors. Author Richard E. Paret 
lists mechanical properties, 
suggests fabrication precau- 
tions and outlines techniques, 
concluding that use of types 
201 and 202 need cause no 
changes in shop methods or 
schedules. 


Survey 


. we note some 
new suggestions for sales ap- 
proaches as a Survey Pro- 
vides Tips on Selling Sum- 
mer Air Conditioning to 
markets which dealers may 
have overlooked. We note 
such findings as: 1) neigh- 
bors of cooling system own- 
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A Lockformer Super-Speed 20 


a makes an 8 foot Pittsburgh in 


7 seconds! 


You can still buy a genuine 


LOW cost @ 


Lockformer for as little as $297.00* 


Many Lockformers, delivered almost 20 


LONG LIFE years ago, are still “going strong”! 


Lockformers cut over-all fabrication costs 
in half. Many a Lockformer has paid for 


PROFIT 7 itself, out of the extra profit it earns, on 


a single job! 


© Subject to change 


without notice 


The new Lockformer Catalog describes 
the whole line of Lockformer money- 
making equipment—Cleatformers, Slitters, 
Flangers, Snap Lock Machines, etc. Write 
for your free copy today. 


hae, 


THE LOCK FOR MER co. 


4615 WEST ROOSEVELT ROAD CHICAGO 50, ILLINOIS 
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ers generally show more than 
average interest in cooling; 
2) many owners return to 
dealers who have done other 
work for them; 3) room 
cooling units are stepping 
stones to central systems; 4) 
many owners bought their 
systems from the first dealer 
who contacted them; 5) 
much more aggressive sell- 
ing, public information and 
careful engineering are called 
for. These are only a few of 
the thought-provoking _ re- 
sults of the survey which in- 
dicate that the cooling mar- 
ket remains comparatively 


untapped. 


Cites Four Major 
Industry Trends 


INDUSTRY PATTERNS are de- 
veloping more rapidly than 
most of us even imagine. 
Recently Cloud Wampler, 
Carrier Corp., summarized 
these four major trends in 
the industry. 

1. “Still more companies, 
especially smaller ones, have 
withdrawn from the air con- 
ditioning business. For ex- 
ample, there are now about 
50 concerns offering room 
air conditioners as opposed 
to over 100 two years ago. 

2. “Heating has become a 
recognized part of our busi- 
ness. In fact, the single unit 
which both heats and cools 
is now a very important 
product of the industry. 

3. “A feature of the past 
year was the large number of 
older office buildings and 
similar structures that were 
air conditioned. It is now ap- 
parent that air conditioning 
must be provided if a build- 


ing is to maintain its com- | 


petitive position. The posi- 
tion of the sheet metal con- 


tractor becomes much more | 
important as the volume of | 


duct work grows. 

4. “Although not many 
factories have been complete- 
ly air conditioned to date, 
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| & 
ODF TANK GAUGE 
gives exact reading level 
of oil in tank 


at point of delivery/ 


Located outside of building at fill pipe, 

this new, easy-to-read fraction calibrated, 
pressure-tight gauge shows the exact level 

of oil in tank at all times! Saves costly, 
time consuming trips to basement and 
unnecessary unreeling of hose . . . Per- 

mits delivery without disturbing cus- 

tomer and eliminates spills as there 

is a “stop filling” indicator on cali- 

bration. Made of weather-proof 
materials throughout with thermom- 

eter indicator securely encased in 

plastic dome that will not fog or cloud 

up. No gears, cams, magnets, tapes or 
intricate mechanisms to get out of order 
Write for complete information and low 
cost unit prices on this modern “delivery 
point” remote reading gauge today. 

TYPE ODF-1'% Fits 


1%” tank opening 


TYPE ODF-2 Fits 2” 
tonk opening. 


*OIL DEALERS’ 
FRIEND 





TELLS WHEN OL 
1S NEEDED 
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ed ©6— @:~Weather-tight plastic dome 
calibration assembly. 
Easy-to-read indicator. 


e 
eee WHEN TO @ Shows exact reading level 
at all times. 
STOP PHLLING @ Made of quality oil, 


weather and corrosive 
&: 


eeeHOW MUCH 
1S NEEDED 
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resistant materials. 
Durable, heavy-duty 
construction. 
No i 


ted mech 
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2 P 
» @ Simple and quick te install. 
(F42 @ Lowest cost remote reading 
A gouge on market. 
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KRUEGER, Sewdey GAUGES 


GREEN BAY + WISCONSIN 





On guerd—24 hours a day 
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there is a strong trend in 
that direction. Industrial 
| management is becoming in- 
| creasingly convinced that air 
| conditioning pays off 
| through greater employee 
| efficiency. Also more and 
more automation calls for 
| more and more air condition- 
ing. The air distribution and 
exhaust systems play an im- 
portant part in this field, 
with the result that the sheet 
metal contractor comes more 
into the picture as a prime 
contractor than as a subcon- 
tractor.” 


| New Closure Forms 
Seal Against Drafts 


WE ALL can recall the repu- 
tation that corrugated 
sheathed buildings have for 
| being drafty. Because of this 
| reputation many buildings 
| that were suited to this type 
| of construction were de- 
| signed to use other materials. 
If you are still doing corru- 
| gated work and want a good 
| selling point, find out about 
the new resilient closure 
stripping being fabricated of 
neoprene cellular rubber. 
This strip fits between the 
| corrugations and the founda- 
tion curb and at flashing sec- 
| tions at roof junctions, side 
| wall and end wall trim sec- 
| tions. The joints form a snug 
| seal against dust, water and 
| air. Write Elastomers Divi- 
| sion, E. I. du Pont de 
Nemours & Company, Wil- 
mington, Delaware for fur- 
| ther details. 


Dealer Can Use These 
Points in Advertising 


| THe NaTIONAL Better Busi- 
| ness Bureau recently sent me 
a copy of a notice it had 
forwarded to local offices in 
_which were listed several 
| points the public was advised 
to consider when contemplat- 
| ing the purchase of a new 
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Modern Sheet Copper Practices 


ANACONDA Through-Wall Flashing 
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*itio, 
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Roof and parapet flashing for positive, lasting protection 


The junction of the roof deck and the parapet is subject 
to movement by shrinkage, settlement, or expansion and 
contraction. It is important, therefore, that the flashing 
material be strong and durable. Copper of cornice tem- 
per in a gage suitable to the scale of the work meets 
practical requirements better than any other material. It 
is easy to work and solder and has the strength to meet 
the stresses involved. 

The drawing above shows two methods of installing 
roof and parapet flashing. At the left, the 4” wide plain 
selvage of the ANaconpa Through-Wall Flashing forms 
an integral counter flashing. At the right, the counter 
flashing is a separate piece which can be installed after 
the roof work is finished. In this method, the plain sel- 
vage of the through-wall flashing is formed, before 
installation, to provide a reglet for the counter flashing. 
NEW PUBLICATION. “Modern Sheet Copper Practices” 


For better sheet metal work, use 


ANACONDA.’ sneer copper 
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just issued by The American Brass Company has 104 
pages of drawings and clear, concise suggestions for 
meeting everyday problems—on the drawing board, in 
specifications, on the job. 


SEND TODAY for your free copy of 
this practical, easy-to-use her § 
Awarded “Exceptional Merit” by 
American Institute of Architects. 





The American Brass Company 
Waterbury 20, Conn. 


Send me my copy of Publication C-1 





Please check type of business 


[] Architect [] Builder [(] Sheet Metal Contractor 
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heating system or in caring 
for an existing heating plant. 
I believe some of the sug- 
gestions make excellent ma- 
terial to include in dealer 
newspaper advertising. The 
bureau advised: 
1) Establish contact with 
a dealer in 
reliability and integrity 
you have complete con- 
fidence. If in doubt, a 


check should be made | 
Busi- 


with the Better 
ness Bureau. 

Have your furnace 
serviced regularly by a 
serviceman of 
reliability. Have 
servicing done 
the furnace is 
needed in 
avoid hasty decisions 
later on when you can- 


not 


not get along without 


your furnace. 

Request the credentials 
of anyone who repre- 
sents himself as a 
“furnace inspector.” 
Governmental and civ- 
ic authorities will car- 
ry complete  identifi- 
cation. 

Never permit anyone 
to have access to fur- 
maces and heating sys- 
tems before you have 
satisfied yourself com- 
pletely regarding the 
authenticity and integ- 
rity of the firm or in- 
dividual involved. 
Secure competitive bids 
On major repairs or re- 
placement of heating 
equipment. Beware of 
unusually low bids. 


AGA Sees Bright Future 
For Gas Heating Sales 


HAVE YOU been 1 busy to 
give much thous) ‘o the 
future, say the 15 year pe- 
riod between 1960 and 
1975? The American Gas 
Association has projected 
some very interesting figures 


10 


whose 


known | 
your | 
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order to | 


NEW! 


PROPELLER TYPE 
ROOF VENTILATOR 


Combines Fan and 
Weather-proof Housing... 


The new Peerless propeller type roof ventilator 


combines fan and weather-proof housing in a 
single unit that can be installed quickly. Units are 
sized from 12” to 48” with air capacities of 640 
CFM to 22,000 CFM. Motors are totally enclosed 
to seal out dust, grit and moisture. Units can be 
equipped with automatic or motor driven shutters. 
These units meet the needs of factories and large 
stores. As installed (above) the units ventilate 
washrooms and general factory areas. Get the 
facts about the new Peerless Roof Ventilatoi 


today. Write for Peerless Bulletin SDA-143-7. 


FAN AND BLOWER DIVISION 
® 
tHe Peerkess.Electric COMPANY 
FANS - BLOWERS . ELECTRIC MOTORS . ELECTRONIC EQUIPMENT 


1405 W. MARKET STREET * WARREN, OHIO 
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into this period. I believe 
| they make excellent founda- 
| tions for the formation of 

plans that will carry over 

into those years. Here is 
what AGA has to say: 

“Nearly 20 million new 

| central heating units may be 
sold in the 15 year period 
and the development and 
popularization of gas central 
air conditioning for all-year 
climate control can help re- 
tain public preference for 
gas heating. Prospective con- 
versions from other types of 
heating fuels indicate the 
greatest early activity in the 
most recent natural gas 
areas—New England, the 

New York-New Jersey met- 

ropolitan area, and the Pa- 

cific Northwest. 

“Gas water heater sales in 
the 1960-75 period are pro- 
jected at 64 million units, in- 
stallation in new 
counting for almost a quar- 
ter of that total. ‘ 

“Sales of gas floor and 
wall furnaces are expected 
to reach 17.5 million, with 

half the total pre- 
dicted for the new housing 
market. A substantial share 
is also expected to be tre- 
quired by existing homes 
which will require additional 
heating because of enlarge- 
ments to meet the needs of 
growing families. 

“A seven-fold growth in 
the market for gas inciner- 
ators is anticipated. The po- 
tential is predicted at nearly 
five million 


homes ac- 


nearly 


incinerators.” 


Gives Definition of 
True Air Conditioning 


A RECENT cease and desist 
order by the Federal Trade 
Commission should help to 
remove some of the misun- 
derstanding of the term “Air 
Conditioner.” The FTC pro- 
hibited the use of the term 
where it had been used in 
the advertising of evapora- 
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gas-fired, forced convection 
overhead gas heater, with 


®e EXCLUSIVE ELECTRIC IGNITION 
® SEALED COMBUSTION SYSTEM 


The all-new Norman Three-Sixty is the greatest 
improvement in overhead heating in 25 years, It has 
more exclusive features than any product in its field. 
And it has more to offer in beauty, economy, safety 
and comfort. 

This new pressurized Norman unit features a 
sealed combustion system completely independent of 
room air. Exclusive electric ignition with no open 
flame exposed to the room makes the Three-Sixty 
safe for applications where an ordinary unit heater 
might create a hazard. 

Smartly styled, this new Norman Three-Sixty with 
its attractive circular spun aluminum casing makes 
ordinary unit heaters obsolete . . . adds a touch of 
luxury to the most modern stores and shoppes. 

In performance, the Norman Three-Sixty is even 
more outstanding. It assures an umbrella of comfort- 


products 
company 


“Norman: 
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Heating & Air Cond. 
Exposition 
able warmth gently distributed outward and slightly 
downward in a full 360° radius. No hot blasts or cold 
spots. 


Norman Patented Sealed Combustion System 


All combustion air is drawn from outside through a separate 
inlet pipe . . . all exhaust gases are vented to outside 
through a parallel separate pipe. Fully automatic electric 
ignition eliminates pilot flame outage. No chimney needed 

. no problem of make-up air . . . no possibility of food 
contamination from products of combustion . . . no humid- 
ity or dust problem. 


Phone, wire or mail coupon today for complete details. 


NORMAN PRODUCTS CO. 

1164 Chesapeake Ave., Columbus 12, Ohio 
Please rush complete details and literature 

on the all-new Norman Three-Sixty. 


NAME aa RSM 
COMPANY 
ADDRESS 
CITY__ 


ZONE__STATE 
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tive coolers. It was pointed 
out that the equipment was 
not an air conditioner be- 
cause the functions of a true 
air conditioner were not 
performed. 

Let’s hope that the true 
meaning of air conditioning 
is quickly learned and used 
by the public so that they 
will speak of air conditioning 
only when they are talking 
about equipment that is ca- 
pable of performing all six 
of the basic functions of air 
conditioning — heating, 
cooling, moving, filtering, 
humidifying and dehumidi- 
fying of the air delivered to 
the living area. 


Where Can Industry 
Find More Engineers? 


DAILY PROBLEMS must be 
solved before the weekly ones 


can be handled, and so the | 


pattern goes for monthly 
and annual problems. This 
doesn’t mean that we must 
wait until the latter problems 
become the problem of the 
day to do something about 
them. If we do, it may be too 
late. A problem of the future 
is facing the industry today 
and it will get worse before 
it gets better. This problem 
involves the availability of 
trained mechanics and engi- 
neers. Louis C. Goad, vice 
president, General Motors 
Corp., said that one of this 
country’s problems is that its 
labor force is increasing at 
only half the rate of the gen- 
eral population. 

Mr. Goad continued, “‘Sci- 
ence and engineers are at the 
root of men’s ability to trans- 
late nature's forces and mate- 
rials to human benefit. In 
the United States, these bene- 
fits are shared in greater or 
less measure by some 168,- 
000,000 people, a number 
which is increasing by one 
each 12 seconds. 

“The productivity improve- 
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Ge 


TYPE 


HEADER 
WATER COILS 


e Complete Drainability 
¢ Easily Cleaned 
¢ High Heat Transfer 


Completely drainable and easily cleaned, Aero- 
fin Type “R” coils are specially designed for 
installations where frequent mechanical clean- 
ing of the inside of the tubes is required. 

The use of 5%” O.D. tubes permits the coil to 
drain completely through the water and drain 
connections and, in installations where sediment 
is a problem, the coil can be pitched in either 
direction. The simple removal of a single gas- 
keted plate at each end of the coil exposes every 
tube, and makes thorough cleaning possible 
from either end. 

The finned tubes are staggered in the direc- 
tion of air flow, resulting in maximum heat 
transfer. Casings are standardized for easy in- 
stallation. Write for Bulletin No. R-50. 


AAEROFIN 


CORPORATION 


REMOVABLE 





101 Greenway Ave., Syracuse 3, N.Y. 


Aerofin is sold only by manufacturers of fan system 
apparatus. List on request. 


the editor’s 


notebook 
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ment factor depends on a 
great variety of influences but 
a major one is the level of 
technical education which the 
nation must reach through its 
educational system.” 


250 Million cfm of Air 
Circulated in Chicago 


A RECENT TABULATION of 
the air volume now being 
handled by air moving equip- 
ment in the City of Chicago 
showed it to be approximately 


| 250 million cfm. It will be 
| interesting to watch the rate 


at which the air volume in- 
creases each year in this area 
as it might very well reflect 
the trend in other cities. 


New Mural Shows 
| Development of Heating 


I'VE RECENTLY LEARNED 
about the mural adorning the 
foyer wall of the Bryant 
Mfg. Co.'s new national 


| headquarters and research 


center in Indianapolis. The 


| mural, entitled ‘The History 
| of Home Comfort,” is 7 ft. 


high and 18 ft. wide. The 
theme of the mural is very 
well suited to the field served 
by the company. Evidence of 
research work done can be 
seen throughout the mural’s 
pattern. The theme starts 
with the heating of a cave 
by cave dwellers, then moves 
on to the Egyptian and Ro- 
man eras; next comes the 
fireplace of the Pilgrims in 
New England and finally the 
furnace for today’s central 
systems. All of the scenes are 
intended to show how know!- 
edge has been used by engi- 
neers to further the advance- 
ment of comfort. The officers 
of the company have shown 
outstanding imagination in 
portraying industry progress. 


Ne ae Abarnew 
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sure signs of indoor comfort! 


Nandard Registers & Grilles 


... for custom control of 
warm air heating 


i 


SINGLE DAMPER FORCED AIR REGISTERS 


MULTIPLE VALVE SIDEWALL & BASEBOARD REGISTERS 


PERIMETER BASEBOARD DIFFUSERS 


Also: return air grilles, baseboard and sidewall intakes, 
air cond. and ventilating returns, door grilles, floor 
registers, cold air faces, frames, ornamental metals. 


Install Standard Registers and Grilles on 
every job to save time and increase customer 
satisfaction. & 


STANDARD STAMPING 


... first in engineering 
for indoor comfort! 
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... for uniform, year-around 
heating and cooling comfort 


CEILING AIR DIFFUSERS (flush and extended) 


PH SERIES PERIMETER FLOOR REGISTERS 


fe es 
Ss 


PERIMETER BASEBOARD REGISTER NO. 551 


CF-5 PERIMETER 
BASEBOARD REGISTERS 





Standard Stamping & Perforating Co. 
3137 W. 49th Place, Chicago 32, Illinois 


Gentlemen: Please send me your new catalog showing the 
complete line of Standard Stamping Registers and Grilles. 





























Now, Honeywell enables you to 


STANDARDIZE 


For all types of forced 
warm air furnaces — 


Honeywell's L498A 2B 


These combination controls 
close fan, open limit control on 
temperature rise; close limit and 

open fan on temperature drop. 
They are applicable to Powerpile 
systems. B model has manual fan 
switch. Like all Honeywell Fan 
Limit Controls, the L498 looks 
good, is easy to install, functions 
with precision and gives the 
dependable kind of service 


that means fewer trouble calls. 
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YOUR LINE 





L498 C & D Combination 
Controls 

Actuated by a flat bi 
metal element protrud- 
ing only 1% inches— 
these combination con- 
trols are ideally suited to 
applications where space 
doesn't allow element of 
conventional length. 
D model has manual fan 


—with the most complete line of 
bi-metal fan-limit controls! 


LA419 Airstat* 

The Airstat is ideally 
suited for use as a high 
limit control for warm 
air furnaces. It comes 
with a non-adjustable 
differential as standard 
equipment. For those 
who would prefer it, an 
adjustable differential is 
an optional feature. 


LA412 Furnacestat* 

This ruggedly con- 
structed precision-built 
control prevents fan op- 
eration until required 
bonnet temperature has 
been reached. A summer 
setting provides for con- 
tinuous fan operation. 
May be used on line or 
low voltage Circuit. 


L477A Cutout Switch 

A manually reset safety 
control device that pro- 
vides positive fan shut- 
off when air temperature 
becomes critical. It is 
both sensitive and de- 
pendablein performance. 
It is also often used as 
an auxiliary limit control 
on counterflow furnaces. 


LA445A Combination 
Control 

Specially designed to 
control two-speed fan 
motors. The fan starts 
on low speed when the 
bonnet temperature rises 
to the indicator setting 
and switches to high 
speed when the high 


switch. 


All Honeywell Fan-Limit Controls give you 
these outstanding advantages: 


¥ Work for all voltages. High-quality 
electrical contact structure gives sure 
performance at any voltage. 
Let you standardize on a single line. 
Simplify your stocking problem. 
Allow you to mix line- and low-voltage 
controls. 


Rugged construction incorporates the finest 
materials and workmanship. 

Very latest styling. Wrap-around one-screw 
cover. 

Everything from controls for the simplest 
gravity system to the most modern 
forced-air system. 
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speed setting is reached. 


"Trademark 


The Honeywell T-86— 


world’s most popular thermostat 


For complete information on the Honeywell 
line of Fan-Limit Controls, write Honeywell, 
Dept. AA-3-36, Minneapolis 8, Minnesota. 


Honeywell 
mt wn Couttiols ‘Hi 


112 offices 
across the nation 





DRAWING—Draws up to 36” in diameter by 10” deep are being 
made without difficulty. In both shallow and deep draw applica- 
tions, Type 202 behaves almost identically to similar types. How- 
ever, hold-down pressure must be adjusted to prevent wrinkling 
which might occur dve to its higher yield strength. 


te 


FORMING—ENDURO Stainless Steel Type 202 can be han- 
died the same as similar types in draw bench forming, roll 
forming and brake bending operations. Skilled equipment 
operators have been unable to distinguish between 202 and 
other types when they were intermixed in normal production. 


SOLDERING— Exhaustive testing indicates no noticeable difference 
in the soldering of Type 202 compared with similar types of stain- 
less. Restaurant equipment, like that shown above, along with hos- 


pital and architectural applications, provide an excellent market 
for Type 202. 


REPUBLIC 
(BE) Weldi Widest Range of, Standard Stacks 
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WELDING— Extensive test- and production-welding, employing all weld- POLISHING—In performing this routine operation there 
ing techniques commonly used for stainless steels, proves that Type 202 is no noticeable difference between Type 202 and simi- 
lar types of stainless steel. Your ENDURO Siainless Steel 
Distributor can supply you with complete information. 


NEW PROFIT OPPORTUNITIES 


has much the same characteristics as similar types. The tests also show 
that 202 can be used interchangeably with similar types. 


in the 200 Series Stainless Steels 


Reports coming in from sheet metal contractors cluding draw-bench forming, roll forming, brake 
show that the 200 Series stainless steels have opened _ bending, blanking, stamping, embossing, trimming, 
the door to new profit opportunities. deep and shallow drawing and welding. 

These reports clearly indicate that you can fabri- 
cate Type 202 on your present equipment without 
difficulty—without any additional investment in tool- 
ing, in most cases. And possibly at savings in certain 
operations, 


Your ENDURO Stainless Steel Distributor has the 
latest information on the properties and potentials 
of the 200 Series. He will give you tips on fabri- 
cating — help you select the proper analysis for 
particular jobs— provide fast, dependable service 
Type 202 isa relatively new member ofthe Repub- from complete stocks. Call him today. Or send us 


lic family of ENDURO® Stainless Steels. In addition the coupon for Booklet Adv. 735 on the 200 Series. 
to being readily available, it offers high strength, 
high corrosion-resistance and easy formability, in- 


STEEL 


and Stel Product 


REPUBLIC STEEL CORPORATION 
Dept. C-2854 

3162 East 45th Street 
Cleveland 27, Ohio 


Send Republic Booklet Adv. 735 on the 200 Series. 
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NEW Amenrican-Standard 
AIR CONDITIONING 


Loaded with extra-quality 


features to give you 
the edge over 


competition ! 


SELL ON American-Standard 
HOME COMFORT PAYMENT PLAN— 
NO MONEY DOWN—TERMS UP TO 36 MONTHS 





) cme 

- Jie". * 

_ ‘ae ee Mae Se 

i - a I 
ef meee =. 


Don’t be misled by the competitive low price. This is a 
superbly engineered, quality-built unit that will do an A-l 
air conditioning job in the small or medium size house. 
One reason it excels in its price class is continuous air circu- 
lation and dehumidification . . . gives your customer uniform 
24-hour-a-day comfort! This is made possible by twin com- 
pressors: on extremely hot days one operates constantly, 
the other cuts in and out automatically as needed to main- 
tain ideal temperature and humidity levels. The 2-hp and 
3%-hp sizes give you the immediate opportunity to sell the 
volume market, win satisfied customers, and strengthen your 
position as an air conditioning specialist. 


NEW! American-Standard PRE-FABRICATED DUCT SYSTEM 


Kit includes pre-fabricated, pre-cut, aluminum-clad fiber glass 
ducts, air diffusers, return grille and filter. Speeds installa-, 
tion... adds extra profit to every job. 
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49950 


AIR-COOLED 


PACKAGE READY NOW! 


1) SPECIALLY DESIGNED CONDENSER FAN draws 
in huge volumes of fresh, outside air for maximum efficiency. 
Moisture removed from the inside air during cooling is blown 
against the condenser, adding extra cooling capacity. 


(2) POWERFUL TWIN COMPRESSORS instead of the 
usual one. Single compressor maintains proper humidity and 
temperature on normal summer days; on extremely hot days 
both compressors operate to insure complete comfort. 


© 100% HERMETICALLY SEALED refrigerant circuit 
covered by 5-Year Protection Plan. 





Quick, Easy Installation 


The self-contained, air-cooled unit tucks away 
in attic, in crawl space under house or can 
be extended through house wall. 





BASEMENT 


@ HIGH-CAPACITY EVAPORATOR BLOWER is whis- 
per-quiet and balanced to the extra-large cooling coil area; 
engineered for comfortable, draft-free air delivery. 


5] EXCLUSIVE HEAT EXCHANGER utilizes “cold” gas 
leaving evaporator to reduce temperature of “‘hot’’ liquid 
refrigerant entering the cooling coil by as much as 20 degrees. 
No cooling capacity is wasted—it’s all kept inside the house. 


© PERMANENT SPLIT-CAPACITOR MOTORS are re- 
silient mounted and thermal overload protected for quietness 
and improved safety. 


Contact your American-Standard Air Conditioning Distributor listed in the yellow pages of your telephone directory 








American-Standard 


AIR CONDITIONING DIVISION 


ELYRIA, OHIO 
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ROBIN HOOD FAILS TO FLAKE TI-CO 


edge of the holes . . 


bbs | 


Ray Simpson examines arrow holes 
in TI-CO close up. Not a trace of 
peeling or flaking of the protective 
zinc coating. 


Ray Simpson, a top-ranking U.S. 
archer, pumps arrow after arrow into 
a sheet of Inland TI-CO galvanized 
steel from a distance of thirty feet. 

Despite the terrific piercing impact 
of steel-tipped shafts traveling at tre- 
mendous speeds, the zinc coating on 


TI-CO stayed put... up to the very 


. providing pos- 
itive protection for the base metal. 

If Inland TI-CO can take this kind 
of punishment without losing the 
protective quality of its zinc coating, 
it’s a safe bet that it will take even 
your most severe fabricating opera- 


tions in stride. 
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Tough fabricating jobs made easy with non-flaking 
Inland TI-CO 


Intricate parts requiring severe drawing, lock-forming, 
crimping, punching or welding, which before were impos- 
sible for the average sheet metal shop to make with con- 
ventional galvanized steel, are no problem with TI-CO 
galvanized sheets. This is because TI-CO takes the most 





Shop Superintendent, Laddie Jares of the H. S. Kaiser Co., 
Chicago, holds filter frame made of non-flaking TI-CO. Photo on 
left shows frames inside complete air conditioning equipment 
housing also fabricated from TI-CO galvanized sheets. 


difficult fabricating operation in stride without flaking of the 
zinc coating. TI-CO’s non-flaking zinc coating eliminates 
re-dipping and touch-ups and does away with machine 
down-time due to clogging. Several shops report savings in 
fabrication costs up to 25%, 


Fai 





te. 


The Acme Furnace Fitting Company of Chicago produces 30,000 
plenums a year from TI-CO galvanized sheets. These plenums, 
completely fabricated and assembled, are packed with each fur- 
nace of a nationally known manufacturer. Dick Kirk, shop 
superintendent of Acme, says TI-CO is used exclusively because 
no other galvanized steel does the job as well. 





Mr. John Styler, Vice-President of the Robert Irsay Company, 
Chicago, examines construction of soundproof high-pressure air 
duct fabricated in his shop with conventional equipment. TI-CO 
takes forming and complicated welding operations with ease. 
Not a sign of coating failure. 


TI-CO is manufactured in coils and cut lengths with oiled or chemically treated surfaces. For the right TI-CO for your needs, consult 
your local steel distributor or Inland sales representative. 


Write today for a free booklet giving complete information. 


INLAND STEEL COMPANY 


38 South Dearborn Street + Chicago 3, Illinois 


Sales Offices: Chicago * Milwaukee + St. Paul « Davenport 
St. Louis * Kansas City * Indianapolis + Detroit * New York 
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look for this brand— 
your assurance of 
non-flaking performance 





NOW! Full POWER 


with Air Conditioning you can 


The Finest...Most Advanced Comfort Keatures! 


Easy to SELL! 


Priced to SELL! 


SCAIFAIRE 
a 
TIMREN 


Easy to INSTALL! Silent Ahulomaltc 


PRODUCT 


Here’s the new SCAIFAIRE Self-Contained HERE’S WHY IT’S BEST FOR YOU 1 
whole home air conditioning that opens the < 
door to new, FULL POWER sales and profits 
for you. Big extra profits, because it’s priced e Easy to Sell 
for volume sales. Millions of home owners 

can now afford the long desired luxury of eEasy to Install 
central air conditioning without the luxury 
price tag. 

TWO FAST MOVING SIZES are available — 
to fit the large volume needs of most single oneady te operate 

family homes. These new units are air cooled, eVolume sales 

completely factory assembled and wired, eSales and Merchandising Aids 
ready to operate and carry a five year written 

guarantee. eProfitable fast turnover 


It’s ideal for the builders market and leads 
the way to large volume heating sales too, 
because it gives you the advantages of offer- 
ing a complete “Heat-Cool”’ package. 


eEasy to Service 


eMeets code requirements 
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SALES AND PROFITS 


sell for less than *700 installed! 
Powerful...New Values That Make The Sale! 


~~ 


New SCAIFAIRE Self-Contained air conditioners can be installed practically 
anywhere . . . in the basement, attic, utility room, crawl space or even outside 
the house. Installation is so simple because it comes from the factory ready to 


operate. Just hook it into the ducts of a warm air heating system or it may 
utilize its own ductwork. 


SALES FEATURES DELUXE MODELS, TOO! 


e Installed for less than $700 SCAIFAIRE for 1957 also includes a complete 


line of new deluxe models of both air and water 

e Installed anywhere cooled types in a range of sizes to fit any home 
requirements. These units are all designed and 

A Requires very little space fashion-styled as companion pieces for Timken- 


Scaife heating units. You'll find them ideal for 
e Self-Contained still greater profits through upgrading. Present 


owners of Timken-Scaife heating are natural 

e Two sizes available prospects for these new companion deluxe mod- 
els too! 

e Five year guarantee 


e No running water required 
e Easy to service 














There may be a valuable franchise available in your community. Write today. 
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It's been proven time and again... 


“You can stake your reputation on 
a Milcor installation!” 


Don’t take our word for it. Listen to what one 
prominent sheet-metal contractor, Lou Droste, 
of St. Louis, Mo., has to say: 

“Every time you hang Milcor gutter, you get 
another satisfied customer. Milcor is made of 


galvanized steel and that’s what it takes to do 
a real gutter job! 


“Each piece fits easily and quickly to the 


Roof 


next, so the job goes up fast. And once it’s up, 
the gutter doesn’t get bent out of shape when 
we lean our ladders against it.” 


Other successful sheet-metal men agree with 
Lou Droste. How about you — are you using 
Milcor gutter and accessories, to get good-look- 
ing installations every time? 


Contact your jobber or our nearest branch. 


Drainage Equipment 


K-Gutter 


K-Mitre 


Two popular Milcor items 
in a complete line of 
gutter, conductor pipe, 
elbows, and accessories. 


INLAND STEEL PRODUCTS COMPANY, Dept. 0, 4023 West Burnham Street * Milwaukee 1, Wisconsin 


ATLANTA®CBALTIMORECBUFF 


ALO®CHICAGO®CINCINNATI@CLEVELAND® DALLAS® DENVER® DETROIT © KANSAS CITY®LOS ANGELES@ MIL WAUKEE® MINNEAPOLIS® NEW ORLEANS®NEW YORK®@ST. LOUIS, 
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WHAT'S HAPPENING... including Washington Letter 





NWAHACA Issues 
Revised Manuals 


REVISED EDITIONS of two manuals 
have been published by the National 
Warm Air Heating and Air Condi- 
tioning Association. 

Manual 3 on Calculating Heat 
Losses has been completely revised. 
It now includes information on re- 
flective insulation and a large num- 
ber of additional types of construc- 
tion not included in the previous edi- 
tions. This manual is now in its sixth 
edition. 

Manual 6 on Adjusting Air Con- 
ditioning Systems for Maximum 
Comfort has been revised to apply 
to year round and summer air con- 
ditioning winter air 
This is the 
third edition of this manual. 

A revision of Manual 8 is pres- 
ently underway. 


systems and 


conditioning systems. 


To conform to the changes in the 
above two manuals, revisions have 
been made in the following work- 
sheets: Forms 2, 3, 4, 6, 6A, 9A, 41 
and 46. 


Study Practices of 
Fuel, Power Companies 


A RESOLUTION passed at the recent 
convention of the National Heating 
Wholesalers, 
Inc. called for the formation of a 
committee to deal with questionable 
trade practices of a number of fuel 
and power 


and _ Airconditioning 


companies in various 
parts of the country. 

W. R. Bull, executive director, has 
asked NHAW members to report any 
difficulties experienced with fuel and 
power companies. If an effort has 
been made to counteract bad prac- 
tices, the association would like a 
complete report, he said. 

Members of the committee are be- 
ing selected, and its first meeting 
is planned during the spring con- 
vention, May 6-7 at Colorado 


Springs. 
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Second Technical Conference 
Features Research Progress 


THE LATEST developments in con- 
trolling air conditioning factors other 
than temperature will be featured 
at the Second Annual Technical Con- 
ference of the National Warm Air 
Heating and Air Conditioning As- 
sociation. The conference will be held 
at the Hotel Cleveland, Cleveland, 
Ohio, May 1-2. 

The subject of air cleaning will 
be thoroughly covered by a three- 
man panel made up of Dale O. Ben- 
der, Research Products Corp.; Earl 
M. Evans, American Air Filter, Inc., 


Do Not See Future 
Copper Shortage 


THE POSSIBILITY of serious copper 
shortages in the future seems remote, 
according to a report issued by the 
Copper and Brass Research Associa- 
tion. 

During the past year world supply 
and demand for copper were brought 
into balance, the report stated, and 
this condition is expected to continue 
in years to come. 

Factors which make the copper 
outlook bright include: greatly in- 
creased capacity at new mine facili- 
ties scheduled for completion by 
1962, continued and extensive ex- 
ploration for new ore bodies, and re- 
cent labor agreements which promise 
steady domestic output for three 
years. 

The report noted that “excellent 
prospects for substantial additional 
capacity are known to exist, if the 
demand for copper should warrant a 
further increase.” 

In discussing new applications for 
copper, the association cited the use 
of copper alloy as curtain wall to en- 
close a skyscraper. “This bronze 
skin,” the report said, “is unique in 
the world’s architecture, and may be- 
come a prototype.” 


and George F. Landgraf, Trion, Inc. 
The discussion moderator will be 
W. E. Hood, Unitary Equipment 
Div., Carrier Corp. 

The problems of noise and humid- 
ity, using weather data in estimat- 
ing operating costs, second story 
cooling problems, and use of forced 
attic ventilation to reduce heat gains 
are other subjects to be covered at 
the conference. 

Frank Nunlist, Jr., chairman of 
the conference committee, noted that 
the 1956 conference had concen- 
trated on the heating-cooling phases 
of air conditioning. “We feel that 
the next logical step in our confer- 
ence program is to probe other air 
treatment functions of air condition- 
ing systems to learn what new de- 
velopments have emerged out of our 
industry’s technology,” he said. 

The annual technical conference 
program has been established by 
NWAHACA to provide an industry 
forum for the reporting of research 
results and technical information of 
interest to engineers and key tech- 
nical personnel within the industry. 


Newspaper Supplement 
Prepared for ohi Use 


A SPECIAL newspaper section on Op- 
eration Home Improvement has been 
released to some 1300 daily news- 
papers throughout the country. The 
16 page section contains editorial 
and advertising material on all phas- 
es of home improvement. 

Newspapers can use this material 
to build their own special sections 
promoting the ohi program. The sec- 
tion can be used effectively during 
Better Your Living Month in May. 

John R. Doscher, executive direc- 
tor of ohi, urged all dealers and con- 
tractors participating in ohi to ask 
their newspapers to produce special 
sections using this material. 
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Congress Weighs Action as 


Home Building 


NEW HOUSE starts in January dipped 
to the lowest monthly total in five 
years, the Department re- 
ported. Both houses of Congress are 
proposing prompt action to stimulate 
home building by increasing the flow 
of mortgage funds. 

January saw only 62,200 new pri- 
vate home starts, compared with 73,- 
700 the previous January and 63,- 
600 units in 
sonal 


Labor 


December. After sea- 
adjustments, January starts 
were at an annual rate of 1,010,000 
units. This annual rate was actually 
2000 units higher than September’s 
low. The previous low was in Janu- 
ary 1952 when starts slipped to an 
annual rate of 1 million units. 
Bills have been introduced in Con- 
gress to interest rates on 
loans backed by the Veterans Ad- 
ministration, 


increase 
to boost government 
purchases in the secondary mortgage 
market, and to step up direct govern- 
ment lending. The Administration 
has proposed that the Federal Hous- 
ing Administration absorb the UA 
program next year. 

The House Veterans Affairs Com- 
mittee voted down a proposed in- 
crease in interest rates on GI home 
mortgages. It approved a bill which 
recommended instead an increase in 
the VA’s direct loan program. 

The U. S. Chamber of Commerce 
has strongly opposed an increased di- 
rect loan program. The Chamber 
said, “Direct lending by the federal 
government competes with private 
lending institutions. This moves in 
the opposite direction from the type 
of incentive arrangement needed to 
stimulate savings and ultimately pro- 
duce more housing.” 

The National Chamber asked Con- 
gress to adopt flexible interest rates 
for VA guaranteed loans. The Mort- 
gage Bankers Association and spokes- 
men for life insurance companies also 
urged a flexible interest rate. 

Federal Budget Director Brundage 


26 


Dips Again 


said that direct loans would only in- 
crease prices and undermine the pur- 
chasing power of the dollar. 

Congressmen are considering the 
home building problem in the midst 
of a major debate on credit policy. 
The Federal Reserve Bank has been 
attempting to keep a lid on the 
amount of available commercial cred- 
it. The FRB said that this policy 
is necessary because the demand for 
credit has reached new peaks. As a 
result, interest rates in the open mar- 
ket have climbed upward. 

The rise in interest rates, the 
Board points out, is a signal that the 
economy is straining its resources by 
trying to accomplish more at one 
time than its resources will permit. 
Any easing of credit, FRB officials 
say, would be self-defeating because 
it would build up the pressure for 
added inflation. 

FRB Chairman Martin said before 
a House economic committee that 
home building would suffer infinitely 
more from further inflationary bites 
out of the purchasing dollar than it 


(Continued on page 30) 


FHA Changes Rules 
For LA Heating Systems 


A CHANGE in local Federal Housing 
Administration heating system re- 
quirements was announced by Chief 
Architect F. S. Stott, of the Los An- 
geles office. The new rule affects all 
forced air heating or cooling systems 
in which the return air plenum is 
formed under the furnace by support- 
ing the furnace on a platform above 
the floor and installing a return air 
grille through a partition on one side 
of the furnace enclosure. Such in- 
stallations are now required to have 
both top and bottom floor surfaces 
of the plenum constructed of ply- 
wood or otherwise acceptably sealed 
against air, dirt, and vermin. 


(Continued from page 25) 


National Chamber 
Asks Budget Cut 


THe Unirep States Chamber of 
Commerce called upon Congress to 
make a minimum cut of $5 billion 
in the $71.8 billion federal budget. 
It also called upon the legislators to 
make a slash in income taxes and to 
take steps to reduce the national debt. 

John S. Coleman, president of the 
National Chamber, said that studies 
by Chamber committees show that 
substantial cuts can be made “with- 
out harm to any necessary federal 
service.” 

A saving of up to a billion and a 
half can be made, Mr. Coleman said, 
by putting Hoover commission rec- 
ommendations into effect in regard 
to military economies. 

The National Chamber asked Con- 
gress to cut individual income taxes 
by $2 billion, to reduce excise taxes 
by $500 million, and to reduce the 
corporate income tax rate from 52 
to 50 percent. 


Ship 720,714 Units of 
Oil-Fired Equipment 


THE ANNUAL summary of oil-fired 
equipment shipments issued by the 
Oil-Heat Institute of America reveals 
that 720,714 residential units were 
shipped during 1956. Included in this 
figure were 408,311 warm air fur- 
naces, 238,940 burners sold separate- 
ly, and 73,463 boilers. 

Burners sold separately are for 
conversion, replacement or field as- 
sembly. An analysis of these Furner 
shipments shows that more than 92 
percent were 0-3 gal per hr high or 
low pressure gun type. Another 3.5 
percent were the same type with 3-6 
gal per hr capacity. 

Upflow type lowboys with a bon- 
net Btu capacity of 101,000 to 125,- 
000 led the list of furnace shipments 
with 15.3 percent. Nearly 56 percent 
of the furnace shipments were the 
same type with varying capacities. 
Upflow type highboys accounted 
for 22.5 percent of the shipments. 
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Here's what Cm iQ ngacg ot 
Stahl & Myers Air in| ts 

Houston, Texas, has to say about wc $ compact, 
easy-to-install residential air conditioner: 


“Two full season's experience with Vornado central air condi- 
tioners have proved to us that this is the preferred line for VORNADO SELECTED 
profits. Although we have installed hundreds of systems we 
do not have one dissatisfied customer, and we find that our ne te oe Senge 
sales are the result of satisfied users. your share of this fast-profit business! 


“As air conditioning contractors, we are most pleased with the 
ease of installation and almost service-free operation. The 
short, flexible line and easy installation assures profitable Proven Prospect Plan 
business, so it’s Vornado again for us in 1957.” 


Adequate Sale Area 


Powerful Merchandising and Adver- 


“Yeomade instalis fast, easily, anywhere! tone 
Vornado Central Air Conditioners can be attached to the heat- Traffic Building Promotions 
ing system ducts, or installed as a complete and separate “ea 
system — and, it goes anywhere...in the attic, crawl space, Continuous Sales Training 
basement, furred down hallway, on the roof, or in the garage. FULL PROFITS 


COMPLETELY PACKAGED everything in one com- 
pact, sturdy package! Air cooled to eliminate extra plumbing... 
water connections ...outside accessories. 


OUTSTANDING PERFORMANCE ...... powerful! 
With two hermetically sealed, heavy-duty compressors to de- 
liver unequalled capacity. One operates continuously... con- 
stantly removes excess humidity. Other cycles on and off as 
needed for economy's sake. 


FULLY GUARANTEED by the manufacturer! Factory 
warranty assures satisfactory service. Over 7 million satisfied 
Vornado users. 


1 want complete information on your new versatile, low- 
cost Vornado Central Air Conditioners. It is understood 
there is no obligation. AA-3-57 


product of 


The O. A. SUTTON CORPORATION, INC. 


Whrlds Mtadany bull Come mawnfaclaree ik comfeal ¢ cooling appliances 
WICHITA, KANSAS 


KANSAS 


NAME 
FIRM 
POSITION 
ADDRESS 
CITY 


SECOND ST. 


Distributed in Canada by: Alliance Motors, Schell Ave., Toronto 10. 


The O. A. SUTTON CORP., INC 
1812 W. 
WICHITA, 
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AND MORE CONTRACTORS ARE INSTALLING 


MORE 


‘ | Canvecto MIDIFIERS 
Q’- MIS! ti Convector HU 


Yhird. MORE EVAPORATION AREA! 


MAI 


: LL! Gives a 

the time to INSTA 

saves Maly nos YoothidsLESS AIR RESTRICTION IN THE PLENUM! 
as ‘ 


In CONVENTIONAI 
furnaces, Maid-O’-Mist’s 
exclusive troug design 
allows air to flow be 
tween super-absorbent 
pads 


{} LESS AIR 
4, RESTRICTION 
‘IN PLENUM 


} MORE 
EVAPORATION 
— AREA 

In COUNTER FLOW 


furnaces air flows down 


ward freely surround | {i LESS 

ing each pad, giving INSTALLATION 
1/3 more evaporation TIME 

surface than 









ordinary 
units 


AUTOMATIC HUMIDIFIERS 
AUTO VENTS 2.64 « 


@ © @. 6°06 «6 @ WATERLINE CONTROLS 
HEATING AND AIR CONDITIONING SPECIALTIES 


MAID-O’-MIST, Inc. 


3217 NORTH PULASKI ROAD - CHICAGO 41, ILLINOIS 











FOR CONVENTIONAL warm air 
furnaces cut in plenum and 
a dae ccf ane ae 

ration capacities of 1 to 





On low pressure 
steam systems— 


automatic HUMIDIFIER 


Here’s the inexpensive, efficient, QUIET way to keep 

the air freshened and comfortable. It discharges 1 pint 

of water vapor per hour at 1 Ib. steam pressure .. . No. 95 
enough for 2000 cu. ft. Easy to install . . . just remove ay po hich 
air vent valve from radiator and screw No. 95 in its 2," dlemate 
place. 


On hot water 


ta SSSA) )- oj ale 
or steam radiators as} 


automatic HUMIDIFIER 


Heavy copper twin troughs, each 5/16” 
wide by 2” high are concealed in loops OF Faithful uses water from 
inside the radiator sections from the radiator on hot water radiators, 
side. A constant water line is main- or from nearest supply on 
tained automatically in the troughs by eneam : inatailasions 

a float controlled water valve. Patented . . - 

corrugated evaporator pads extend 3” Three sizes: 


above water line in troughs. 18”, 24” and 34” lengths. 


Complete range of sizes! 


For either cast iron or copper 

convector radiators ‘ 

lengths, 2 and 4 water troughs 

Constructed of heavy copper, 

the water troughs are 44” wide, 

spaced 1” apart for unrestricted 

air flow. Each trough is auto- ‘ . 

matically supplied with water lations, water is taken from 
from radiator by No. 59 float nearest supply thru copper tub- 
control valve. On steam instal- ing. Shipped assembled. 


Pn 


bs 
oe 


3217 NORTH PULASKI ROAD - CHICAGO 41 





WHAT'S HAPPENING ... including Washington Letter 


(Continued from page 26) 





Changes Will Strengthen 


Apprenticeship 


A REORGANIZATION, 
strengthen apprenticeship services of 
the United States Department of 
Labor, has been announced by W. 
C. Christensen, director of the Bu- 


designed to 


reau of Apprenticeship and Train- 
ing. 

Under the direction of Executive 
Director Edward E. Goshen, the ap- 
prenticeship service will be com- 
posed of three major divisions: na- 
tional 


industry promotion, 


federal relations, and the division of 


state- 


registration and review. 

M. M. Hanson, former chief of 
field operations, will head national 
industry promotion activities. Fred 
A. Erhard, who has been chief of 
technical services, will direct the new 
state-federal relations division. The 
division of registration and review 


Sinclair Weeks Is 
Optimistic for 1957 


SecRETARY OF COMMERCE Sinclair 
Weeks stated that he expects 1957 to 
be a better year than 1956. Barring 
grave emergency, he said, the econ- 
omy as a whole should set new 
records. 

“We must, however, keep in mind 
that prosperity is not automatic,” 
he warned. “It must be earned by 
wise planning, sound action and hard 
work. Government, business, labor 
and consumers all have a responsibil- 
ity in fostering healthy growth and 
in avoiding attitudes encouraging to 
an inflationary boom or other ex- 
cesses.” 

“Our chief economic problems,” 
he continued, “are how to avoid ex- 


and price increases and the use of 
credit, how to alleviate downward 
movements where they have and will 
occur, and how to stimulate steady 
overall growth.” 
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Bureau 


will be headed by Ansel R. Cleary, 
former chief of the research and re- 
view division. 

Four sectional apprenticeship con- 
ferences will be heid during the year. 
The first is planned at York Harbor, 
Maine, June 5-7. Others will be held 
at Wheeling, W. Va., July 16-19; 
Houston, Tex., July 18-20, and In- 
dianapolis, Ind., November 20-21. 

All of these conferences are spon- 
sored by management and labor, as- 
sisted by representatives of state ap- 
prenticeship agencies and the federal 
bureau. 


Hoover Asks Support 


For Government Savings 
Hersert Hoover, former chairman 
of the Hoover Commission, urged 
renewed public support for the adop- 
tion and implementation of the com- 
mission’s increased 
economy and efficiency in govern- 
ment. 


proposals for 


“Eventual savings with consequent 
lower taxes can be ten times larger 
than those already achieved,” Mr. 
Hoover said. “Only the continued 
interest and good hard work of citi- 
zens can reap the full benefits,” he 
added. 

The Chamber of Commerce of the 
United States is working for the 
adoption of some 32 Hoover com- 
mission proposals on which the 84th 
Congress failed to act. 

The National Chamber urged pri- 
ority be given to the following: 1) 
enactment of a comprehensive na- 
tional water and power policy, 2) 
elimination of hidden subsidies in 
federal lending programs, 3) inte- 
gration and improved management 
of military supply, 4) curtailment of 
excessive federal employee turnover, 
and 5) curtailment of unfair gov- 
ernment competition with private en- 
terprise. 


Congress Debates 
Home Building Aid 


(Continued from page 26) 


would from temporarily foregoing 
some of its borrowing. 

George S. Goodyear, president of 
the National Association of Home 
Builders, called for drastic action by 
Congress to relieve the “grave credit 
emergency” in home building. He 
asked approval for $4.5 billion in ad- 
ditional funds for secondary mort- 
gage buying. “Drastic measures are 
absolutely necessary if complete col- 
lapse in mortgage financing is to be 
avoided,” he said. 

On the other hand, an optimistic 
view of the home building situation 
was presented at the annual con- 
vention of the NAHB by Keen John- 
son, former governor of Kentucky. 
He said he did not see any justifica- 
tion for pessimism about home build- 
ing in 1957. 

“Tight mortgage money may slow 
you up,” he said, “but it can’t stop 
you. I am sure you will point out to 
the home buyer that although the 
interest rate may be higher it is a 
deductive tax item.” 

The average industrial wage, Mr. 
Johnson said, has increased more 
rapidly than the price of houses in 
the past 16 years. 


Building Groups Plan 


Housing Congress 
BUILDING MATERIALS manufacturers 
have announced plans to hold the 
Second Women’s Housing Congress. 
The federal government conducted 
the first such congress last year. 
Theme for the 1957 meeting will 
be “Building the 


Home.” 


Harmonious 
Women delegates from all 
over the country will have an op- 
portunity to express themselves on 
the essentials of good home con- 
struction. 

The Better Heating-Cooling Coun- 
cil is included in the group sponsor- 
ing the event. 
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“NO MATTER HOW TOUGH THE FABRICATING JOB. 
WEIRKOTES ZINC COATING STAYS PUT! 


Weirkote users know that as well 
as they know their own names. And 
no wonder! Look how profitably 
Weirkote zinc-coated steel fits into 
a fabrication operation. 


Weirkote has the tight, continuous- 
process zinc coating that can stand 
up to every fabrication procedure, 
such as the beading and cutting of 
elbow tubes pictured above, and 
stay tight. No flaking or peeling 
problems. Far less chance of hidden 
flaws or only temporary corrosion 
resistance in the finished product. 


In a nutshell, we produce a zinc- 
coated steel sheet that enables you 
to give your customers even more 
built-in value for their dollars. You 
simplify your production problems 
and make some important cost 
savings at the same time. 


Why wait? Find out how Weirkote’s 
corrosion resistance, strength and 
ability to come through severest 
fabrication stresses unblemished, 
can help you. For free booklet 
write to Weirton Steel Company, 
Dept. J-4, Weirton, West Virginia. 


NATIONAL STEEL 


WEIRTON STEEL 


COMPANY 


WEIRTON, WEST VIRGINIA 


a division of 


CORPORATION 





UNBELIEVABLE... what a 


The R847 shown above is being installed in a 20 « SPST or DPST switching action available with either 
amp cooling compressor. The R847 is designed 


for use with a sensitive, low voltage thermostat. relay + SPST rating of 22 amp full load, 100 amp locked 


R847A models include a transformer. The B rotor at 230 volts + DPST rating of 16 amp full load, 
model is for use with an external transformer. 


The R447, not shown, is for use with a line 72 amp locked rotor at 230 volts « Available with or 
voltage controller with a separate power supply. without transformer *» Models for 230 volts, 208 volts, 
Both the R447 and R847 are heavy duty relays. 5 
And both have Honeywell time-tested components. 115 volts and 24 volts operation. 
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single Honeywell Relay will do. 


Honeywell’s new R447 or R847 Switching Relay 


is the answer to any of these applications 


1. Air Conditioning units up to and including 2 h.p. 


2. Other refrigeration applications within specifications of relay— 
(walk-in boxes, milk coolers). 


3. Heavy duty circulating and ventilating fans. 


4. Heavy duty water circulators and multiple convector fan units 
for wet heating. 


5. Fan coil units and unit heaters. 


6. Miscellaneous motor loads up to 3 h.p. for both 1 phase 


and 3 phase. 


¢ Electric non-inductive loads. 


N™: A SINGLE relay can be used in any of the 
applications listed above. And you choose 
from the Honeywell R847 or R447 for the relay 
adapted to the specific type of voltage control 
you use. 

No other relay offers so many advantages. You 
need stock only one Honeywell Relay to take care of 
seven different and distinct uses! Honeywell Relays 
are easy to install—saving you money on installa- 
tion costs. Honeywell's time-tested components 


Honeywell Round, T87—world's 
most popular heating-cooling thermostat. 
This rugged and sensitive thermostat, 
available with a choice of Honeywell 
sub-bases, offers the most versatile 
control combinations possible. 
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assure you of trouble-free performance for years. 

And when you deal with Honeywell you take 
advantage of the best field service in the industry, 
backed by years of engineering experience plus the 
most complete line in the industry. 

Find out more about the R447, the R847 and 
Honeywell's complete line of switching relays— 
most complete line in the industry. Call your local 
Honeywell office today. Or, write directly to 
Honeywell, Dept. AA-3-76, Minneapolis 8, Minn. 


Call or write today for full details 
Honeywell 


112 offices across the nation 


Air Conditioning 
Controls 











WHAT'S HAPPENING. ... including Washington Letter 


(Continued from page 30) 





Demand Growing for Better 
Housing, Despite Obstacles 


THERE Is A steadily increasing de- 
mand for higher housing standards 
in this despite obstacles, 
Kenneth Keyes, president of the Na- 
tional Estate 
Boards, told the annual convention 
of the National Association of Home 
Builders in Chicago. 

Mr. Keyes pointed out that the 
past year has seen more trading, 


country 


Association of Real 


more home improvement, and the 
shift of the principal area of activity 
from the lower price bracket to the 
middle price range. This was done 
despite a reduced rate of new pro- 
duction, rising costs, and difficulties 
in financing. 

John 
NAHB committee, 
told the builders that they must cre- 
ate a demand for better housing to 
offset buyer apathy. “Builders must 
their tech- 


Bauer, chairman of the 


merchandising 


revamp merchandising 


Government-Industry Plan 
Air Conditioning Meeting 


A GOVERNMENT and industry sym- 
posium on general air conditioning 
applications will be held in Wash- 
ington, D. C. It is now tentatively 
scheduled for April 3-5 in the Com- 
merce Department auditorium. 

The symposium was proposed by 
the Commercial and Industrial Air 
Conditioning Manufacturers Industry 
Advisory Committee and was set up 
under the Business and Defense 
Services Administration. 

The objective of the discussions 
is to recognize the modern necessity 
of air conditioning, and, through 
pooling of knowledge, to develop a 
better understanding of what air con- 
ditioning can accomplish for gov- 
ernment, industry and domestic 
users. 

Industry spokesmen and govern- 
ment officials from both civilian and 


defense agencies will participate. 
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niques to stay in business,” he said. 

A. J. Watts, U. S. Gypsum Co., 
urged builders to enter the home re- 
modeling field. He said that there 
are real opportunities to make money 
and at the same time restore to a 
building and a neighborhood a de- 
sirable living environment. Uncer- 
tainty about the unknown is the prin- 
cipal reason why new home builders 
have avoided the remodeling field, 
he said. 

The technique of installing plastic 
foam insulation through “foaming-in- 
place” was described for builders by 
R. P. Courtney, Bakelite Co. He said 
that previous difficulties with the 
technique have been solved and that 
it offers substantial savings. 


Begin Third Series 
Of Oil Heat Courses 


THE THIRD series of courses in the 


Twelfth Annual Oil 
School will 
Mass. on 


Heat 
begin at Springfield, 
March 18. Additional 
courses will start at Pittsfield, Mass. 
on Mar. 19; at Hartford, Conn. on 
March 20; Bridgeport, Conn. on 
March 21, and Providence, R. I. on 
March 22. The school is presented 
by the Oil Heat Institute of New 
England and sponsored by local oil 


Service 


heat industry committees. 

The courses continue for ten 
weeks at each city. They are designed 
for servicemen, salesmen, service 
managers, and owners of businesses. 

Included in the subjects are: con- 
trols, making a good installation, 
service and annual check-up proce- 
dures, and trouble shooting warm 
air heating complaints. 

For further information, contact 
Ivan C. Sutherland, director of edu- 
cation, Oil Heat Institute of New 


England, 839 Beacon St., Boston. 


Renewal Plans Aid 
250 Communities 


THERE IS a “phenomenal interest” 
in urban renewal today with 250 
communities engaged in the pro- 
grams, James E. Lash, executive vice 
president of American Council to 
Improve Our Neighborhoods, told 
civic leaders attending a two day ur- 
ban renewal clinic 
Mass. 

Andrew Heiskell, publisher of Life 
magazine and chairman of ACTION, 
said that major surgery, “not merely 


in Cambridge, 


face-lifting,” is needed to restore 
America’s cities as organized enti- 
ties. He urged planned urban growth 
on an area-wide basis. 

Three case histories of local citi- 
zen action were presented to the 
gathering. Experiences in Dayton 
and Cleveland, Ohio and New Haven, 
Conn. were described. Ten workshop 
sessions at the clinic discussed spe- 
cific aspects of financing and expe- 
diting renewal programs. 


Output Record Set 
By World Steel 


THE WORLD'S steelmaking furnaces 
produced a record 311 million net 
tons of raw steel during 1956, Amer- 
ican Iron and Steel 
This was 17 


greater than the record set the pre- 


Institute esti- 
mates. million tons 
vious year. 

The United States’ share of 115 
million tons was by far the world’s 
greatest despite the loss of an esti- 
mated 11 million tons during the 
steelworkers strike. Russia was the 
second largest producer with about 
54 million tons. 

The steelmaking countries of the 
Free World than 


three times the estimated tonnage of 


produced more 
the communist dominated countries. 
Free World nations produced about 
235 million tons during 1956, while 
communist nations accounted for 76 
million tons. 
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IF YOU HAVE A PROPOSITION ... AND ELIMINATE ... AND NOT 


THAT WILL KEEP OUR HOME HALF OF MY COST TOO MUCH 
CLEANER ELECTRONICALLY HOUSE CLEANING 





See 

back of 

this folder 

for special 
introductory 
90-day $90 offer 








traps 20 times more air-borne dirt than throw-away filters! 


Now you can sell what every woman 
wants . . . super-cleaned air all over 
the house . . . for healthier living, for 
greater freedom from housecleaning 
drudgery. Through advanced design 
and volume production, the miracle 
of electronic air filtering is brought 
well within the reach of any family’s 
budget! 


Electro-Klean opens up a new field 
of profit for you—new opportunities 
for sales to old customers, a new way 
to lift a sale out of competition, a 
positive method of assuring greater 
customer satisfaction. 


Be sure to get your share of this 
profitable new business by displaying 
Electro-Klean, by demonstrating to 
your customers 


on COMPLETE RANGE OF Sizes 


FURNACE 8.T.U. 
OUTPUT RATING 


*ILLUSTRATED ABOVE LEFT. 


See back page for special 90-day—90-dollar offer on Model ZL-3H Electro-Klean. 


























, "a . wa 
a a Ne 


* See 
hack of 


SIMPLE TO INSTALL WITH ieee this folder 


ANY FORCED AIR SYSTEM for special 


introductory 
90-day $90 offer 





MODEL ZL-3H 
(See specifications, 
page 2) 





SPECIAL 





bleclioNlean 


DISPLAY 


OFFER WITHDRAWN MAY 30, 1957 


BIG 
Only one (1) to a customer ty) 0 ; di 
FOR 


NEW PROFITS 





FIRST CLASS 
PERMIT No. 10 


LOUISVILLE, KY. 


BUSINESS REPLY ENVELOPE 
NO POSTAGE STAMP NECESSARY IF MAILED IN THE UNITED STATES 





4¢ POSTAGE WILL BE PAID BY — 


AMERICAN AIR FILTER COMPANY, INC. 
215 CENTRAL AVENUE 
LOUISVILLE 8, KENTUCKY 


ann. CheclioNlean ver. 


Cut out this page on dotted line. Fold twice with bive mailing side showing. Fold 
so that spot gumming at top of reverse side of page will hold mailer closed 
Moisten gum and seal. No postage is necessary 


ee Ax Litter COMPANY, INC. 


215 CENTRAL AVENUE, LOUISVILLE 8, KENTUCKY 


PLEASE SHIP US one (1) Electro-Klean, Model ZL-3H, at the special introductory price of $90.00, E.O-B: 
Morrison, IIl., including the display. Our order number: 


NAME 


ADDRESS 


CitTv ZONE _ STATE 


ORDERED BY TITLE 


PLEASE CHECK: DISTRIBUTOR C7] DEALER C] 


NOTE: Terms are net 30 days. Unit weight,47, Ibs. 
Form No. 256-P5 Printed in U.S.A 








The ONE REALLY EFFICIENT BASEBOARD 











H&C NO. 47 INTAKE 


Supplied in 2 ft. units (No. 
472) and 4 ft. units (No. 474 for instal- 
lations of any desired capacity. Actual 
Measured Free Area — No. 472: 41 Sq. 
In., No. 474: 82 Sq. In. 





RETURN AIR INTAKE THAT ' 
, ! 











H&C NO. 46 DIFFUSAIRE 


Supplied in 2 ft. units (No. 
462) and 4 ft. units (No. 464) for installa- 
tions as individual units or continuous 
strips in multiples of 2 ft. or 4 ft. 





MATCHES ITS SUPPLY DIFFUSER! 


Take a look. Compare the appearance of the Intake, above, and the 
Diffuser, below it. They are virtually identical in appearance. But in addition 
to this similarity of appearance, the Intake has FAR MORE FREE AREA 
THAN MOST OTHER BASEBOARD RETURN AIR INTAKES IN THE PERIMETER 
CATEGORY! And that is a mighty important factor. 


Team it with the No. 46 DIFFUSAIRE, which is universally acknow- 
ledged the finest performing diffuser on the market, and you have a 
combination that both for appearance and efficiency has anything in the 
Baseboard Perimeter class beat by a wide margin. 


See this new Return Air Intake and its companion Diftusaire af your H&C 
Jobber or write for complete details. 


—_— ee 


HART & COOLEY MANUFACTURING CO. 
500 EAST EIGHTH $T., HOLLAND, MICHIGAN i 


IN CANADA: . 
HART & COOLEY MANUFACTURING CO., FORT ERIE, ONTARIO 
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STAINLESS COLD HOT 
ae ROLLED ROLLED 


Sheet steel... 


world’s largest stocks at your finger tips 


Specify the sheets you need — galvanized, carbon steel, 
expanded metal, stainless—any of more than 20 types. 
Then call your nearby Ryerson plant. There you will 
find a wide range of gauges and many pattern sizes GUARANTEED 

in every type. One call brings immediate delivery of MACHINERY AND TOOLS 
a single sheet or a truckload from these world’s largest 
stocks. 





We unreservedly guarantee every 
machine—every tool we sell to be as 
Ryerson galvanized sheets are pleasing in appear- represented and of first class material 
ance—bright and clean with uniform spangle. Form and workmanship. This means you 
readily without flaking or peeling. Workable Ryerson can be sure of complete satisfaction 
Allegheny stainless is ideal for flue liners and other no matter what metal-working equip- 
sheet metal shop jobs. Ryex expanded metal is avail- ment you need. Every type is avail- 
able in two types, standard and flattened, both types able through your nearby Ryerson 
with all sharp edges positively removed. plant. And we are specialists in ma- 
If you have a particularly tough steel problem, our chinery and tools for sheet metal 
sheet metal specialists will be glad to work with you fabrication. 
to solve it. So when you need steel or help on steel 
proble1as, call your nearby Ryerson plant. 


Principal products in stock: sheets, tubing, bars, 
plates, structurals, alloys; stainless, reinforcing, etc. : 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK * BOSTON * WALLINGFORD, CONN. * PHILADELPHIA * CHARLOTTE, N. C. © CINCINNATI 
CLEVELAND + DETROIT + PITTSBURGH + BUFFALO + CHICAGO + MILWAUKEE © ST. LOUIS * LOS ANGELES » SAN FRANCISCO « SPOKANE « SEATTLE 
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‘Lost’ Prospects? Try Part Time Salesmen 


REMEMBER LAST YEAR when the first hot spell rolled into your home 
town? Almost everyone talked about summer air conditioning his home, 
and a lot of people did more than talk. They made inquiries. Sales leads 


piled up and a number of good prospects were lost because there weren’t 
enough salesmen to follow up. 


Will this happen again this year? Not to the dealer who makes plans 
now to take care of the situation by having trained salesmen ready. How 


can a sales force be readied ahead of time and be waiting when inquiries 
start pouring in? It isn’t practical or economical to have a full time staff of 
salesmen standing by just waiting for the weather to give the prospect the 
impulse to become interested in his comfort. 


There are two things to do that will help handle the situation: 1) start 
advertising summer air conditioning early; 2) use part time salesmen. 

With an early advertising program, a dealer can establish his firm as 
“Air Conditioning Headquarters.” When home owners think of buying cool- 
ing equipment, they will recall having seen the company’s name and favor 
that company with their inquiries. 

The use of part time salesmen makes it possible to have a flexible 
source of sales power to back up the regular sales force. The cost involved 
in the use of part time salesmen is limited to their training, most of which 
can be accomplished during sales meetings for the regular salesmen. 


Part time salesmen should be selected with care, a primary requirement 
being that candidates hold regular jobs with reputable companies. A second 


requirement is the individual’s desire to supplement his regular income 
for a definite purpose. 


Among the many advantages of using part time salesmen are: willing- 
ness to work during peak periods; willingness to accept any lulls that occur 
between peaks; readiness to work evenings and weekends; personal con- 
tacts in addition to those of the regular sales force; direct relationship of 
sales costs to the price of the job. 


One Chicago dealer has tried this system for three summers. Each 
year some of the part time salesmen return to take up where they left off 
the previous year. This year, four of the 15 salesmen employed in 1956 
expect to return. These men are from all walks of life. One is a fuel oil 
salesman, another is a school teacher, a third works for an acoustical ceiling 
manufacturer, and the fourth is a retired military man. 


Special training programs required for part time salesmen might paral- 
lel the one used by this dealer, who devoted six Monday nights (7:30 to 
9 p.m.) to cover the necessary fundamentals and to explain how to make 
a survey, select equipment, price a job, and sell the prospect on the com- 
pany’s equipment. 

The success of the program can be judged by the more than $200,000 
added to this dealer’s annual sales volume by 15 part time salesmen dur- 
ing 1956. This is a large firm, but the practices that helped build this addi- 
tional volume can be effectively used by dealers serving smaller markets. 
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This dealer sees to it that 


owners of custom-built homes become 


cooling conscious just as soon as he has 


installed a heating system — by 


engineering the system to handle loads 


+ required for year ’round air conditioning 


Heating Jobs Set Up Cooling Sales 


YEAR ‘ROUND air conditioning for 
the custom-built house has come of 
age in California, according to Ray 
Ashburn, general manager, Air-O- 
Matic Heating, Inc., Los Angeles. His 
company specializes in heating-cool- 
ing installations in new homes cost- 
ing over $20,000. 

Because of this fact, each Air-O- 
Matic job is engineered for year 
*round air conditioning even though 
the initial installation provides only 
a heating system. Ducts and diffusers 


are sized to handle the air volume 
required for cooling. Space for a 
future cooling unit is marked on the 
blueprint. Heat gain calculations are 
made and filed along with the com- 
pany’s other records on the installa- 
tion. This advance planning, Mr. 
Ashburn believes, will provide an ex- 
cellent source of prospects for cool- 
ing equipment within the next three 
years. 

Air-O-Matic begins discussing heat- 
ing and cooling problems with the 


PHOTOS OF the company’s attractive building are used in direct mail 
promotion to show the size of Air-O-Matic’s operations 


architect early in the planning stages 
of a house (or a number of houses 
if they are to be similar in design). 
This gives the company an oppor- 
tunity to recommend design features 
that will make the heating-cooling 
system most effective and provide the 
most customer satisfaction. 

For example, the company repre- 
sentative points out the advantages 
of proper orientation on the lot, 
shade for sufficient 
clearance for equipment to permit 


glass areas, 
periodic servicing, provisions for re- 
ducing noise transmission through 
structural members, and the impor- 
tance of locating supply and return 
openings to provide good air pattern 
coverage of exposed walls. 


Plans Are Reviewed 


When the architect’s plans are 
completed a copy is sent to Air-O- 
Matic’s installation superintendent 
who immediately reviews it. If any 
changes must be made, the architect 
is notified. He may redesign the lay- 
out or stand any extra expense in- 
volved in following the unchanged 
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EACH SET of plans is reviewed before the shop starts fabricating ducts 
and fittings. Changes in layout are discussed by E. E. Nichoson (left) and 
Jim Ashburn, who supervise shop and installation work 


»lans, a ccording to a previous agree- 
me nt. 


Prospects Visit Showroom 


Prospects for a cooling installation 
are invited to the company’s show- 
room to see the many kinds of equip- 
ment that can be used to provide 
summer comfort. The building is 
modern in design and extends over 
200 ft along Santa Monica Blvd., one 
of the city’s main streets. A large 
sign at the corner extols the virtues 
of year round comfort. 

While in the showroom the pros- 
pect is told about the differences be- 
tween water cooled and air cooled 
units. Air cooled equipment is more 
often recommended because in the 
Los Angeles region restrictions are 
placed on water consumption. The 
prospect is told that on days of aver- 
age high temperature a minimum of 
75 F is recommended indoors. When 
outside temperatures reach maximum 
levels, the prospect is told he will find 
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80 F comfortable inside the house. 

Special displays are used to ex- 
plain the components of the cooling 
system and how they operate. The 
salesman points out that an installer 
must have a thorough knowledge of 
each component. 


The importance of good servicing 
is emphasized and attention is called 
to the fine reputation enjoyed by Air- 
O-Matic’s service department. The 
extensive training required by serv- 
icemen is cited as the principal rea- 
son for the department’s reputation. 


Servicemen Well Trained 


Each serviceman receives training 
during his apprentice period, at man- 
ufacturers’ schools, wholesaler train- 
ing classes and local heating associ- 
ation schools. The training includes 
instruction on electrical control equip- 
ment and remote installations. 

As a further point in selling the 
company’s service program, the im- 
portance of an annual checkup for 


SPECIAL displays are used to fea- 
ture cooling equipment. Dick Ash- 
burn is installing a selling poster 
to make this display more effective 


year ‘round systems is explained to 
each customer after the equipment 
is installed. The customer is told 
what to expect from such a checkup. 
The company’s servicemen will: 

1) Lubricate motors and shafts. 

2) Replace or clean filters. 

3) Clean cooling coil and drain 
pan. 

4) Clean furnace heat exchanger. 

5) Check cooling coil capacity. 

6) Adjust fuel burner. 

7) Check safety controls. 

8) Test for leaks. 

9) Check operating control ad- 
justments. 

10) Remove rust, and paint the 
resulting exposed surfaces. 

11) Clean blower wheels. 


Customers Instructed 


To insure satisfaction, the customer 
is given careful instructions in: 

1) Setting the thermostat. 

2) Adjusting changeover dampers. 

3) Locating and using the reset 
button. 

4) Cleaning and replacing filters. 

5) Periodic oiling of motor bear- 
ings. 

The company uses three full time 
sales engineers. Each has_ been 
trained for his job by working in 
the installation and service depart- 
ment, preparing working drawings 
for the sheet metal shop and installa- 
tion crews, making load estimates 
and attending manufacturers’ and 
wholesalers’ sales schools. 








PLATE TYPE DAMPER in supply plenum is used to COOLING THERMOSTAT is located 

: 4 ae below the air stream from the high side 

prevent air flow through furnace during cooling season ‘ , . . 

- - ——- wall register installed to provide the air 

volume required for cooling the dining 
room 








Cooling Package Completes Comfort Cycle 


Here’s how a dealer in a lakeside How wouLp you handle an inquiry about installing a 

cooling system in a summer cottage at a resort com- 

munity? Raymond C. Andersen, Round Lake, Ill. dealer, 

P receives such requests quite frequently. As he points out, 

ing system to overcome problems there are a number of problems involved in this type of 

common to homes which are structure that aren’t characteristic of buildings which are 
constructed for year ‘round occupancy. 

“Location of equipment, method of cooling the con- 

° denser, availability of power supply, air distribution 

cooling “etapa eye ee 

problems and of course price are the primary considera 

tions,” Mr. Andersen states. “Building construction for 

summer cottages doesn’t generally lend itself to support- 

ing heavy equipment or accommodating the necessary 

duct work. Filtered water is always a problem and ade- 

quate power supply is often a limiting factor for equip- 

ment requiring rated voltage and power availability at 

the house. Price becomes a major factor because of the 

labor involved in adapting cooling and air distribution 

equipment to structures which were never intended to 

contain equipment of this type. I have solved these prob- 

lems by specifying a packaged unit that contains the cool- 

ing coil, blower, condenser unit and air cooled condenser. 


community uses this type of cool- 


not constructed to handle central 


Packaged Unit Applied in Converted Cottage 


“I recently installed a package unit of this type in a 

34 year old house which had been a summer resort home 

for a school teacher. A forced warm air heating system 

ae had been installed so the teacher could use the house all 

SUPPLY AND RETURN duct connections to packaged year. The house had been expanded from its original size 

cooling unit were tied in to existing duct work for heat- by closing in the front porch and adding a small room 
ing system at the rear. The building is now 30 X 22 ft. 
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in Resort Cottage 


“I had installed the heating system several years ago 
and knew that more duct work would be needed to sup- 
ply the air volume required for a cooling system. I fig- 
ured the cooling load could be handled by a 2 ton unit,” 
Mr. Andersen recalled. 


Unit Set On Slab 


Here’s how he adapted the packaged unit to this house. 
In the alcove at the rear of the building he poured a 
6 in. concrete slab the same size as the part of the pack- 
age which would extend outside the building. This por- 
tion of the package includes the two 1 hp condensing 
units, air cooled condensers, filters and condenser fan. 

Location of the slab was based on the availability of 
free air movement to and from the unit. Condenser in- 
take air is introduced at the end of the unit and air is 
discharged at each side of the unit. The unit was in- 
stalled far enough from the building wall to avoid any 
obstruction in getting rid of the air, and the home owner 
was advised not to locate shrubbery too close to the in- 
take opening or the discharge grilles. 

The inner portion of the package protrudes through 
the basement wall. The space between the package and 
the wall was packed with fiber glass insulation and sealed 
on the outside with a moistureproof covering. Two ducts 
were connected from the cooling coil section of the pack- 
age to the existing warm air distribution system, one to 
the supply duct, and one to the furnace return plenum. 

The cooling system is connected to or disconnected 


from the heating system by two dampers, one in the cool 
air supply duct from the packaged unit, the other in the 
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AIR COOLED condensing unit lo- 
cated in alcove is checked by Herb 
Foss (left) and Raymond C. Ander- 
sen for free access of supply and dis- 
“charge air 


furnace supply plenum. The damper located in the cool 
air supply duct is a standard duct damper. When it is 
opened, air flows from the cooling coil into the supply 
plenum. To keep cool air from passing over the furnace 
heat exchanger, a cutoff plate type damper is inserted in 
the supply plenum during summer operation. This ar- 
rangement routes the conditioned air directly into the 
air distribution system. 

Two additional supply openings were made in the air 
distribution system, one in the living room and one in 
the dining room. Since these ducts were installed pri- 
marily because of the cool air needed in these areas, high 
side wall registers were used. (These openings are turned 
off during the heating season.) 

The added duct work for the two new supply openings 
required additional plenum area, so a second horizontal 
box-like plenum 8 in. deep was added at one side and 
near the top of the existing plenum. Two 6 in. round 
ducts were run off of the new plenum through the joist 
space to the point where the new openings were to be 
made in the floor. 


Ducts Installed Along Partitions 


Vertical duct work for two new supply openings had 
to be run outside of partition walls because the space 
between wall studs was not sufficient. These two rec- 
tangular ducts were located inconspicuously in the cor- 
ners of a bedroom and a hallway to supply air through 
the partitions to the outlets in the living room and dining 
room. The ducts were covered with plaster and painted 
to match the walls. 

All return air feeds into panned joist spaces through 
baseboard grille openings. This arrangement has proved 
very satisfactory in this case, avoiding the difficulties 
that would have been encountered had overhead or high 
side wall returns been attempted. 


Cooling Controls Separate 


A separate control system was used for the cooling 
system. The thermostat is located centrally, in the dining 
room. The low voltage thermostat controls the entire pack- 
aged unit equipment through automatic starters and re- 
lays. The packaged system operates on a 220-v circuit 
which was brought into the house from the utility com- 
pany’s power line at the road. The cost for this service 
was only $85 extra because the amount of electrical wir- 
ing required was not as great as in many cases. 

While installing central cooling in this type of house 
still presents problems, Mr. Andersen feels many of his 
headaches are cured by the use of packaged systems. 
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How to Solve Engineering 
and Installation Problems 
in Residential Cooling 


Water conservation, maintenance 


of condenser pressure and stable operation 


of the entire cooling system are the 


responsibilities of an important component 


described here to help the serviceman 


locate and correct cooling system troubles. 


Ore Ge..«. 4x 


Water Regulating Valve 


¥ Pressure from 
compressor 
discharge line 


Mgt = 
PRESSURE ACTUATED water regu- 
lating valve has bellows which is con- 
trolled by compressor pressure to reg- 
ulate amount of water which will 
pass through condenser 


By S. W. Reid 


Air Conditioning Engineer 
Gilbert Associates, Inc. 


TO UNDERSTAND fully the functions of 
the pressure actuated water regulat- 
ing valve in a summer air condition- 
ing system, the serviceman must 
know the principles of transferring 
heat to the cooling medium. Let’s 
first look at the refrigeration system 
in order to realize the importance 
of the part played by this valve. 

A refrigeration system does not 
produce cold by destroying heat. It 
simply moves heat from one space to 
another. The distinction here is im- 
portant for it provides the clue nec- 


essary to an understanding of me- 
chanical cooling. Heat is a form of 
energy. Scientists long ago discov- 
ered the Principle of the Conserva- 
tion of Energy: “Energy may ex- 
ist in many varied and interchange- 
able forms but may not be quanti- 
tatively destroyed or created.” 


Water System Is Similar 


A refrigeration system is com- 
parable to a water system as shown 
in Fig. 1. Note the following: 
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1) System W (water) is pumping 
a quantity of water from a lower to 
a higher elevation. System R (refrig- 
eration) is pumping a quantity of 
heat from a lower to a higher level 
of temperature. 

2) Water enters system W through 
container 1. Rate of entry is con- 
trolled by valve A. Heat enters sys- 
tem R through the #vaporator. Rate 
of entry is controll 1 by rate of air 
flow symbolized by ‘he fan. 

3) For a constant pumping rate in 
system W, water lev. 1 in container 1 
depends on the rat at which water 
enters. For a const.:.nt pumping rate 
in system R, refrigerant pressure in 
the evaporator depends upon the rate 
at which heat enters. 

4) All water which enters system 
W through container 1 must leave 
through container 2. All heat which 
enters system R through the evapo- 
rator must leave through the con- 
denser. 

5) For a constant pumping rate in 
system W, the level in container 2 
depends on the rate that water leaves 
through valve B. For a _ constant 
pumping rate in system R, the pres- 
sure in the condenser depends upon 
the rate that heat leaves via the con- 
denser coolant. 


Energy Can’t Be Destroyed 


The comparison in Fig. 1 is, of 
course, not exact. The main purpose, 
however, is to emphasize the concept 
that the refrigeration system is mov- 
ing a physical quantity in no less 
sense than is the water system. Every 
bit of energy which enters the refrig- 
eration system must leave. It is no 
more possible for a refrigeration sys- 
tem to destroy or store heat than for 
the water system to destroy or store 
water. Both processes are character- 
ized by flow. 

In system W we are normally in- 
terested in the quantity of water be- 
ing moved from one container to the 
other and perhaps the pump neces- 
sary to do the job. For comparison 
with the refrigeration system, how- 
ever, let us consider the energy 
change which takes place in system 
W. Suppose container 1 is located 
200 ft above sea level. Each pound 
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1 REFRIGERATION SYSTEM (R) is compared to water system (W) 
to illustrate 1) that all energy which enters a system must leave it, and 
2) that both processes are characterized by flow 


Condenser 


Water 


Compressor 











Evaporator 
System R (Refrigerant) 








of water that can be placed in this 
container might then be assigned 200 
ft lb of energy by virtue of its height 
as compared with water at sea level 
which in this example would have no 
useful energy. If water were entering 
container 1 at the rate of 1 lb per 
min, system W would be receiving 
energy at the rate of 200 ft lb per 
min. 


All Energy Is Released 


Water in container 2 is 50 ft high- 
er than it is in container 1, and 
therefore contains more energy than 
water at the lower level. For each 
pound per minute of water lifted 50 
ft, the pump must supply energy of 
50 ft lb per min. For each pound 
per minute of water draining out of 
valve B, system W loses 250 ft lb per 
min of energy. Thus, we have a sys- 
tem which is receiving energy 
through valve A at the rate of 200 
ft lb per min and through the pump 
at the rate of 50 ft lb per min, and is 
giving up energy through valve B at 
the rate of 250 ft lb per min. Total 


energy received must equal total en- 
ergy released. None can be destroyed 
or stored. 

Let us assume system R represents 
a summer air conditioning unit. En- 
ergy in the form of heat from the 
air enters the system through the 
evaporator coil. For a certain flow 
of air, heat enters the evaporator at 
the rate of 200 Btu per min. To raise 
this heat to the higher temperature 
and pressure level, the compressor 
adds about 50 Btu per min to the 
system. The condenser, therefore, 
must give to the coolant approximate- 
ly 250 Btu per min if the process is 
to continue. Once again we have a 
system which is receiving energy at 
two points and giving it up at a 
third point. In each case, energy re- 
ceived equals energy released. 


Express Energy Rate in Btu 


In both the water and the refrig- 
eration systems we are concerned 
with an energy rate. In the former 
case this was expressed in terms of 
ft lb per min; in the latter as Btu 
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per min. Since 1 ft lb per min is 
equivalent to 0.001286 Btu per min, 
the energy rate in either system could 
be expressed in the terms used for 
the other. 

In refrigeration and air condition- 
ing work we are accustomed to think- 
ing and speaking of the rate that heat 
enters an evaporator coil in terms of 
tons. The term a ton of cooling means 
heat is being removed at the rate of 
200 Btu per min. In the previous ex- 
ample it was shown that the compres- 
sor added 50 Btu per min to each 
ton (200 Btu per min) of heat enter- 
ing the evaporator. Actually, the 
amount of heat per ton added by the 
compressor varies with the refriger- 
ant pressures between which it must 
operate and with various other con- 
siderations such as the amount of 
liquid cooling, superheating, etc. tak- 
ing place. For practical purposes, 
especially in terms of air condition- 
ing, a condenser ton is considered 
250 Btu per min. 


Heat ‘Transfers’ to Coolant 


Heat leaves the refrigeration sys- 
tem by transferring to the coolant 
that flows through the condenser. The 
coolant carries it away and eventual- 
ly dissipates it to the atmosphere. 
When water is used for cooling, the 
amount required depends upon the 
allowable temperature rise through 
the condenser in accordance with the 
relationship which is developed as 
follows: 

Q = W X Cp X (T1 — T2) 
where Q is heat to be absorbed b 
the water — Btu per min; W is 
amount of water flowing — lbs per 
min; Cp is specific heat of water — 
Btu per lb per deg F (value of 1); 
(Tl — T2) is allowable temperature 
rise — deg F. 

Substituting figures for symbols, 
we get: Tons X 250 Btu/min/ton = 
(gpm X 8.33 lbs/gal) X (1 Btu/Ib- 
/deg F) X (T1 — T2). Simplifying 
the equation, we find gpm X (TI 
— T2) = 30 


The final equation above is very 
useful in estimating the water needed 
per ton of cooling capacity. It is 
commonly referred to as 30 gal deg 
per ton. If either the gpm or the 
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water temperature rise through the 
condenser is known, the unknown 
quantity can easily be calculated. For 
instance, if water were available from 
a main at a temperature of 75 F, it 
might be allowed to heat up to 95 F 
in passing through the condenser. 
This is a 20 deg rise and would re- 
quire water at the rate of 30/20 or 
114 gpm per ton. 

When water for condenser cooling 
comes from a main, a well or some 
other source to which it is not re- 
circulated, its use must be conserved. 
This requirement is necessary not 
only for reasons of economy, but also 
from the standpoint of the availabil- 
ity of water. Most cities today are 
faced with such critical water and 
sewage problems that the direct use 
of water for condenser cooling is 
either limited to very small installa- 
tions or is prohibited altogether. 


Valve Regulates Water Flow 


For those systems which make di- 
rect use of it, water flow is metered 
by an automatic valve known as a 
water regulating valve as illustrated 
on the first page of this article. In 
operation, this valve accomplishes 
two things. It automatically and con- 
stantly adjusts the flow of water 
through the condenser to meet the ex- 
act cooling requirements when the re- 
frigeration system is operating, and 





What Is 
‘Air Conditioning?’ 


True air conditioning pro- 
vides comfort in all sea- 
sons of the year, according 
to the American Society of 
Heating and Air-Condition- 
ing Engineers. The ASHAE 
defines air conditioning as 
follows: 

“Air conditioning is the 
process of treating air so 
as to control its tempera- 
ture, humidity, cleanliness 
and distribution to meet 
the requirements of the 
conditioned space.”’ 











it stops the flow of water entirely 
when the compressor stops. 

The valve illustrated is pressure ac- 
tuated. Such valves differ in that one 
type may employ a bellows to permit 
the movement needed to operate the 
stem, whereas another type may con- 
tain a diaphragm for this purpose. 
Some valves close with the pressure 
of the water as does the one illus- 
trated, while other types of valves 
close against it. 


Pressure Actuates Bellows 


When the 


cooling water is passing through the 
5 5 5 


compressor starts, no 


condenser, and therefore no vapor is 
being condensed. Condenser pressure 
rises until it is high enough to force 
the bellows and the valve stem down 
against the counter-force of the 
spring. This opens the valve slightly 
and permits water to start flowing. 
Rising condenser pressure continues 
to force the valve toward its full open 
position until enough water is passing 
through the condenser to permit it 
to function in balance with the com- 
pressor at the desired pressure. 
Because this valve is actuated by 
condenser pressure, it automatically 
compensates for any variations that 
occur in the inlet water temperature 
or pressure or in load on the refrig- 
eration system. Colder water flowing 
into the condenser lowers the con- 
denser pressure and reacts on the 
valve bellows to permit it to choke 
back on flow. Warmer water has 
the opposite effect, causing increased 
flow. Higher water pressure increases 
the rate of water flow which decreas- 
es condenser pressure and has a clos- 
ing effect on the valve as it adjusts 
to maintain condenser pressure. 
The valve illustrated has an ad- 
justing screw which is used by the 
serviceman to obtain the desired re- 
lationship between condenser pres- 
sure and leaving water temperature. 
In most cases he will make the ad- 
justment during normal operation of 
the refrigeration system and set the 
valve so that the leaving water tem- 
perature is between 90 and 100 F. 
At the same time he will also check 
operating pressures and correspond- 
ing temperatures to make sure the 
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system is functioning properly and 
efficiently. After making any valve 
adjustment, he will check to see that 
it stops the water flow completely 
after the compressor stops. 


Valve Chosen For Refrigerant 


Water valves are normally rated 
for inlet pressures between 25 and 
100 psig. 


necessarily supply the same valve for 


Manufacturers do not 


all refrigerants. For example, the bel- 
lows and spring arrangement for a 
refrigerant with a low range of con- 
densing pressures might not be suit- 
able for a refrigerant of a higher 
pressure range. Different refrigerants 
might even require different materi- 
als for the construction of certain 
parts. 

With some valves it is possible to 
remove the bellows assembly to re- 
pair the valve body. If such proce- 
dure is contemplated while the bel- 
lows is subject to refrigerant pres- 
should 
sure the free end of the bellows is 
properly retained. Otherwise, pres- 
sure, by expanding the bellows, could 


sure, the serviceman make 


cause a rupture and loss of refriger- 
ant. 

In some applications, water valves 
require an unusual amount of main- 
tenance due to the corrosive and 
abrasive effects of water. Much prog- 
ress has been made in recent years 
in developing more stable materials. 
Water strainers should be used ahead 
of valves where water is known to be 
dirty. If the dealer has a choice, he 
should choose a valve which permits 


easy repair of the disc and seat. 


Three Connections Made 


Three connections must be made 
to a water regulating valve: water in- 
let, water outlet, and high pressure 
refrigerant. In most valves the direc- 
tion of water flow is important for 
proper operation. Usually direction 
is indicated by an arrow or lettering 
cast into the valve body. Valves are 
normally installed on the water inlet 
side of the condenser to permit drain- 
ing the condenser for winter shut- 
down if freezing is a possibility, and 
to protect the condenser from high 
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tial cooling, beginning in the 
August, 1952 Artisan with a 
complete rundown on: 


FUNDAMENTALS .. . 


. +.» in a series of 20 articles 
which described the basic op- 
erating conditions of residen- 
tial cooling equipment. Next, 
we turned to: 


SPECIFIC PROBLEMS .. . 


+ - - and known problems 
which have actually been ex- 


pressure hydraulic surges in the main 
that might 
tubes. 


otherwise damage the 

The high pressure refrigerant con- 
nection to the discharge line is made 
near the compressor. The water 
valve, like the high pressure cutout, 
should be responsive to pressure in 
the cylinder head at all times. No 
shutoff valve should ever be installed 
in either control line. Making the 
high pressure connection to the liquid 
line can be dangerous. If the rela- 
tively become 
clogged due to a kink or a dirty 


small line should 
strainer ahead of the pressure tap, 
the pressure at the tap might be con- 
siderably less than cylinder pressure. 
With little or no pressure on the wa- 
ter valve, there would be little or no 
water flowing through the condenser. 
Condenser pressure would continue 


to build up and the compressor mo- 
tor, without proper protection of the 
high pressure cutout, could be dam- 
aged due to overload. In addition, the 
high pressure itself could blow the 
relief device with loss of refrigerant 
or even damage the condenser. 


Cut Noise Two Ways 


Water regulating valves some- 
times cause objectionable hammering 
noise. This noise is traceable to the 
pulsations which on each compression 
stroke open the valve slightly and on 
the suction stroke allow it to move 
toward its closed position. The ac- 
tion is similar to opening and closing 
a water faucet very rapidly. Install- 
ing a small orifice in the line from 
the valve to the discharge line will 
even out the pressure surges and stop 
the hammer. 

Many valves come with a length 
of capillary tubing for making the 
high pressure connection. This tub- 
ing serves the same purpose as an 
orifice in smoothing pulsations. It 
should not be shortened without first 
checking with the valve manufac- 
turer. 

Another approach to noise prob- 
lems is to reduce the inlet water pres- 
sure by installing a pressure reduc- 
ing valve ahead of the regulating 
valve. This helps to reduce not only 
the water hammer noise due to rapid 
changes in water flow, but also the 
hissing noise that may occur where 
high main pressure and low entering 
temperature 


cause the valve to 


throttle severely. 

In conserving water, the valve also 
maintains condenser pressure within 
a limited range, which makes for 
stable operation of the system. 

Water conservation does not mean 
that the least possible amount of wa- 
ter is used. It must be remembered 
that water cost is reduced only at the 
expense of increased power cost. As 
water use is reduced, condenser pres- 
sure — and consequently the horse- 
power requirement of the system — 
increases, as explained in a previous 
article (February 1957 American 
Artisan). A few simple calculations 
will show what is the most economi- 
cal power-water cost balance. 





NW AHACA Technical Conference 


A COMPREHENSIVE two day study of residential air con- 
ditioning—both present and future—summarizes the pro- 
gram scheduled for the second annual Technical Confer- 
ence of the National Warm Air Heating and Air Condi- 
tioning Association May 1-2, 1957 at Hotel Cleveland, 
Cleveland, O. 

The event is the second in a series initiated by the as- 
sociation in Chicago in June, 1956, which seeks to pre- 
pare the heating-cooling industry for problems which will 
arise in the future through an exchange of existing ideas 
and knowledge among the industry’s engineers and tech- 
nicians. The first conference was devoted to discussion 
of trends and developments which have been brought 
about or uncovered by industry research. 


All Industry Members Invited 


The conference each year is open to technical and 
engineering personnel from the entire industry. Discus- 
sions are limited to technical and prophetic presentations 
in order to cover the subject at hand as thoroughly as 
possible in the two day program. 

NWAHACA President Frank L. Meyer has suggested 
as a fitting theme for the conference, “Preparing for the 
Systems of the Future by Solving the Problems of To- 
day.” The program has been arranged so participants can 
take an exploratory look into the future of residential air 
conditioning and then get down to business, discussing 


ways and means of meeting today’s problems. 





Second annual conference in 


for the systems of the future 


Frank J. Nunlist, Mueller Climatrol Div. of Worthing- 
ton Corp., chairman of the Technical Conference com- 
mittee, observes, “This year’s Technical Conference 
should have considerable appeal to the practical-minded 
technologist in our industry, because we have purposely 


Wednesday morning, May 1 
Research and the Future 
F. L. Meyer, president, Meyer Furnace Co., president, 
NWAHACA 
The House of the Future 
W. H. Scheick, executive director, Building Research 
Institute 
The Basis of System Designs of the Future 


R. J. Waalkes, application engineer, Hart & Cooley Mfg 
Co. 


Wednesday afternoon, May 1 


Panel discussion: Problems in Estimating Operating Costs 
for Air Conditioning 
The Climatic Factor: Speaker to be announced 
The Human Factor: R. A. Gonzalez, Director of Tech- 
nical Services, Airtemp Div., Chrysler Corp. 
The Humidity Problem: Dr. S. C. Hite, head of dept. of 
chemical engineering, University of Kentucky 
The Problem of Cooling the Upstairs: Prof. S. Konzo, 
dept. of mechanical engineering, University of Illinois 


These speakers will project present knowledge and 


F. J. NUNLIST, JR. 
Goals of the conference 


S$. KONZO 
Cooling the upstairs 
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R. A. GONZALEZ 
Human factor in cooling 


GEORGE F. LANDGRAF 
Electrostatic air cleaners 
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Spotlights Residential Air Conditioning 


Cleveland May I-2 aims at “preparing 


by solving the problems of today” 


tried to keep this year’s program geared as close to our 
everyday design and engineering problems as possible.” 

And George Boeddener, managing director of the as- 
sociation, notes, “Last year, a good portion of our Tech- 


nical Conference subject matter revolved around the heat- 


Thursday morning, May 2 
The Use of Forced Attic Ventilation for Ceiling Heat Gain 
Control 
D. R. Bahnfleth, dept. of mechanical engineering, Uni- 
versity of Illinois 
Panel discussion: Refrigerant Flow Controls 
Capillary Tubes: Speaker to be announced 
Thermal Expansion Valves: J. A. Schenk, director of 
engineering, Alco Valve Co. 
Sound Control in Air Conditioning Systems: Warren 
Blazier, Coleman Co., Inc. 


Thursday afternoon, May 2 


Panel discussion: Air Cleaning—An Essential of Air Con- 
ditioning 
Viscous Impingement Mechanical Type Air Filters: Dale 
O. Bender, Research Products Corp. 
Charged Media Air Cleaners: Earl H. Evans, technical 
director, Amer Glass Div., American Air Filter Co. 
Electrostatic Air Cleaners: George F. Landgraf, vice 
president, engireering, Trion, Inc. 


ing function of the air conditioning system. This year we 
are concentrating one whole session on another impor- 
tant air conditioning function—that of air cleaning.” 


Sessions Devoted to Specific Subjects 


In line with the proposed theme of the event, most of 
the sessions will be categorized into discussions of specific 
subjects. The morning session of the first day, for ex- 
ample, will be devoted to “Looking Ahead,” with predic- 
tions presented on research, design and construction 
methods of tomorrow. The Wednesday afternoon session 
deals with present day design problems. During the 
morning session of the second day discussions will be di- 
rected toward factors which influence the overall perform- 
ance of air conditioning systems. And the final section, 
as noted, will be titled, “Air Cleaning—An Essential 
of Air Conditioning.” 

Registration fees have been established at the same 
levels as for last year’s conference—$20 per person for as- 
sociation members and $30 per person for non-members. 
The fee includes two luncheons and one copy of the con- 
ference procedings, including all presentations and dis- 
cussions, which will be published following the confer- 
ence. The association’s address is: National Warm Air 
Heating and Air Conditioning Association, 640 Engineers 
Building, Cleveland 14, O. Industry members who plan to 
attend are urged to make room reservations early by 
writing to Hotel Cleveland, Cleveland, O. 





trends into applications of the future 


R. J. WAALKES 
Future system design 


EARL H. EVANS 
Charged media air cleaners 
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THE MORE EXPENSIVE homes, those valued over 
$20,000, are still the best source of prospects for central 
cooling sales, survey shows 


VAST MAJORITY of those interested in buying sum- 
mer air conditioning have never been contacted by a 
salesman, which points up need for canvassing 


Survey Provides Tips on Selling 
Summer Air Conditioning 


Recent market survey of central residential cooling owners 


and non-owners reveals a need for aggressive salesmanship, 


shows where to look for best prospects and how to sell them 








How the Survey Was Made 


This market survey sought to find out more about 
owners of central cooling systems, neighbors of 
owners, and non-owners. A total of 1671 house- 
holds were interviewed, including 605 interviews 
with known owners. The interviews were made in 
27 metropolitan areas, which can be expected to 
represent more than 75 percent of all present own- 
ers. 

Neighbors of every second of the 605 known 
owners were interviewed, whether the neighbors 
owned a central cooling system or not. 

Non-owner households studied were located in 
53 widely scattered geographic areas, representing 
about 40 million of the nation’s 49 million house- 
holds. Detailed facts on 764 of these non-owner 
households were obtained through long interviews. 
They were qualified as follows: 1) single family 
dwellings, 2) renters excluded, 3) value of home 
was $7500 or more ($6500 in the South). 








DEALERS WHO ARE interested in increasing their sales of 
central residential cooling systems or who would like to 
get into this growing field can find helpful information 
in a recent market survey on this subject. Perhaps the 
most significant finding was the fact that 93 percent of 
the potential customers interviewed said they had never 
been contacted by an air conditioning salesman. Yet, 26 
percent of these people had seriously considered some 
kind of cooling relief for their homes. 

This finding indicates that a dealer who will try some 
aggressive salesmanship in this field may be able to reap 
substantial rewards. The survey also reveals some impor- 
tant data on where the best prospects may be found and 
what is needed to sell them. 

Here are the highlights of the survey: 


Where to Find Best Prospects 


The market for central summer air conditioning is, 
for the present at least, a selective one. The majority 
of the owners of central cooling systems are concentrated 
(Note; This information on the DuPont survey was presented by R. A. 
Crane, manager, market research, ‘‘Kinetic’’ Chemicals Div., FE. 1. Du 


Pont de Nemours & Co., at the 43rd annual convention of the National 
Warm Air Heating and Air Conditioning Association.) 
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PREVIOUS OWNERSHIP of window units was a big 


factor in influencing people to buy central cooling sys- 
tems, which indicates another good source of prospects 


in the upper income brackets. Incomes of $10,000 and 
over were reported by 58 percent of the owners and 84 
percent had incomes over $7000. 

More than two-thirds of the owners had houses valued 
at $20,000 or more and 43 percent lived in homes which 
were over $30,000 in value. 


¢y As might be expected, the great majority of cen- 
«« trally cooled homes also have warm air heating sys- 
tems. However, the potential market among owners of 
hot water heating systems cannot be overlooked because 
seven percent of the cooling systems were in these homes. 


«py Major appliance ownership is much higher among 
o owners of central cooling systems. Dish washers were 
owned by 57 percent, clothes dryers by 54 percent, food 
freezers by 50 percent. Owners of central cooling sys- 
tems were also more likely to use electricity for cooking. 


Among the people who do not yet have residential 
4 cooling, neighbors of present owners show greater 
interest in central cooling than do non-owners in gen- 
eral. For example, 40 percent of the people who do 
not own central cooling but who were neighbors of 
owners said they had considered improving their present 
cooling method. Only 26 percent of the general group 
of non-owners of central cooling equipment had con- 
sidered improved cooling. This supports other findings 
showing neighbors of owners to be the best immediate 
market. 
Neighbors of central cooling owners also favored cen- 
tral systems over window units. Non-owners in general, 
however, were more interested in window units. 


mw Nearly half the owners bought their cooling equip- 
e) ment from a dealer who had done other work for 
them previously or who was known to them personally. 
The fact that a relatively high percentage of dealers had 
also done the heating work for the owner indicates the 
importance of the heating dealer in this market. Many 
ready-made prospects would be owners of homes in which 
a dealer has already made a heating installation, 
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A DEALER’S FILE of previous heating customers is a 
good source of leads, since more than half of the owners 
bought from a dealer they knew 


Pe CP VOR UES See Eee se feo r 


PROSPECTS SHOULD be shown cooling installations 
in homes. Nearly two-thirds of present owners had 
visited a home with summer cooling before buying 


Window air conditioners are stepping stones to cen- 
6 tral air conditioning. Window units were previously 
owned by 38 percent of the owners of central cooling 
systems, and the vast majority stated that the former 
ownership of window units was a major influence in 
buying a central system. 


How to Sell Cooling Prospects 


Survey findings indicate that direct selling effort on 
l central cooling has been very low. Among owners 
who installed summer air conditioning after they had 
purchased their homes, 94 percent said they had not been 
contacted by a cooling equipment salesman before they 
considered installation. Among non-owners, 93 percent 
of those surveyed had not been contacted by a salesman. 
Among non-owning neighbors of owners, 83 percent had 
not been contacted. 
In addition, the survey found very little shopping by 
prospects. In 81 percent of the cases the buyer had talked 
to no dealers other than the one from whom the unit 
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was purchased. This would indicate that the dealer who 
first attracts a potential buyer has a good prospect for a 
sale. This fact highlights the importance of dealer sell- 
ing, merchandising and advertising to attract prospects. 


The survey shows that non-owners need more infor- 
Z mation about central residential cooling. Nearly two 
thirds had no idea of installation or operating costs. A 
third of the non-owners reported their houses were un- 
suitable for cooling. Nearly a third said they felt summer 
air conditioning had disadvantages, that it was, for ex- 
ample, unhealthy and caused colds. 


The bulk of non-owners have not been exposed to 
3 the benefits and pleasures of residential cooling. The 
survey reported that 62 percent of the non-owners had 
never visited a home with a central cooling system. On 
the other hand, 62 percent of the owners of central sys- 
tems reported that they had visited such a home before 
they purchased. This suggests the use of model homes 
with cooling or holding open houses in homes where cen- 
tral systems have been installed. 
Since 86 percent of the owners of central systems said 
they were completely satisfied, dealers would do well to 
find methods of using satisfied customers as salesmen. 


Nearly seven out of ten central summer air condi- 

tioning owners who installed their systems after oc- 
cupying their home reported they had purchased their 
unit from an air conditioning dealer or contractor. This 
would seem to indicate a desire to deal with an air con- 
ditioning specialist. This finding suggests that dealers 
who want to sell the residential air conditioning market 
should include a statement on air conditioning in their 
advertising and telephone book listings. 

Among non-owners who had considered installing sum- 
mer cooling, 27 percent indicated they would contact a 
heating dealer and 21 percent that they would contact 
an “air conditioning engineer.” Among non-owning 
neighbors of owners, 35 percent said they would contact 
an “air conditioning engineer,” 16 percent would con- 
tact a “national brand dealer,” 
contact a heating dealer. 


and 12 percent would 


Here, too, it appears evident that the heating dealer 
interested in installing central cooling would do well to 
strongly identify himself with air conditioning. 


Among the few owners not entirely satisfied with 
e) their cooling systems, the main reasons seem to stem 
from poor on-the-job engineering. Insufficient capacity 
is the greatest weakness. It would therefore seem wise 
for a dealer to stress good engineering when talking to a 
prospect, particularly a neighbor of a current owner. 
Projected figures from the survey show that nearly 
4,000,000 home owners have considered improving their 
cooling methods. Of these, 270,000 indicated some defi- 
nite buying plans. This and other survey findings would 
indicate tremendous short and long range potential for 
central cooling systems. And the principal requirement 
for tapping this market would seem to be active and ag- 
gressive salesmanship by dealers. 
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Furnace Cleaning 


Operating three power vacu- 
um cleaning trucks, this dealer 
serviced more than 3000 fur- 
naces last year. It not only 
gave him a good source of 
leads for selling cooling and 
heating equipment, but also 
proved to be a good money 


maker 


A DEALER in Tacoma, Wash. has gone in for furnace 
cleaning in a big way. Tucker and Sons has found this 
service is not only a good source of leads for heating- 
cooling sales, but it also can be profitable. 

Every home heated or cooled by a central unit is a 
prospect for cleaning service. Cotton lint, wool fibre, hair, 
dust, insects, cobwebs, etc. are continually collecting in 
the ducts. Inspection of the return air ducts and the fil- 
ter chamber with the prospect reveals dirt that the house- 
wife will agree should not be tolerated. 

The key to profitable cleaning service is efficient equip- 
ment. Tucker and Sons operates three power vacuum 
cleaners mounted on trucks. The type of equipment used 
can be operated by one man. 


Operated by Truck Motor 


The power cleaner is operated from the truck motor, 
which eliminates any maintenance problems which might 
arise if a separate motor were used. The vacuum cleaner 
bags do not touch the ground, which prevents damage 
and avoids frequent replacement. 

Telescoping aluminum tubes are extended from the 
power cleaner through a window and to the furnace. 
Flexible hose is used inside the furnace and in corners. 

To clean the ducts, registers and grilles, the suction 
tube is inserted into the fan housing on forced air sys- 
tems and into an opening in the casing of gravity fur- 
naces. 

Each individual register is covered or closed except 
the one being cleaned. This enables the full suction to 
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Pays Off Two Ways 


e in leads for cooling-heating sales 


e as a new source of profit 


THREE CLEANER trucks are kept busy each day during 
the cleaning season through extensive promotion program 


pull on one register and duct at a time. A portable blow 
gun is used at the opening to loosen the dirt and lint 
that may be stuck to the enclosed joists, ducts, and reg- 
isters. By using a flashlight and a mirror, the operator 
can see down the length of the duct he is cleaning. The 
fan housing is wiped clean and vacuumed, and the fil- 
ters are changed. 


No Need to Disassemble 


In cleaning the combustion chamber, heat exchanger, 
smoke pipe and chimney, the process varies with the 
different types of heating systems and the fuel used. 
However, in most cases these parts can be cleaned with- 
out disassembling the heating system other than remov- 
ing cleanout doors or plates. 

On some jobs the operator may find it necessary to 
steel brush parts of the combustion chamber and heat 
exchanger. The suction hose should be held near the area 
being brushed to remove the loosened particles. 

When a heating system has poor fitting duct sections 
and a good suction cannot be maintained, the problem is 
explained to the customer with the suggestion that the 
system be properly sealed. 

Large commercial systems may require cutting into 
the different branches for proper cleaning. Although this 
takes time and is an added expense, the additional bene- 
fits to the customer can make it worth the cost. 

During seven months of the year when cleaning is 
emphasized by Tucker and Sons, a telephone solicitor 
is kept busy on a full time basis. She is paid a 20 per- 
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IN CLEANING PROCESS, registers are all covered or 
closed, then opened singly as each duct run is vacuumed 


cent commission on the jobs she secures. Telephone can- 
vassing brings in an average of 10 to 15 orders a day. 
Direct mail, classified ads, and personal contact by sales- 
men are also used to develop cleaning prospects. 


Average Six Jobs a Day 


Operators of the cleaning trucks are also paid on a 
commission basis with a guarantee of $85 per week. This 
guarantee is almost always exceeded. Trucks are routed 
to cut down on travel time. On an average day, each 
truck can complete six cleaning jobs, allowing time for 
before-and-after inspections with the customer. 

Most of the company’s heating and cooling business 
is in the modernization market. New house work is con- 
centrated in the quality market where price is not the 
main factor. 

Last year natural gas became available in the area, 
and Tucker and Sons circularized thousands of homes. 
Weekly newspaper ads are scheduled to tell of the firm’s 
services. From time to time, units have been displayed 
in the lobby of a local bank. When the company’s build- 
ing was enlarged and remodeled, an open house was held 
which attracted more than 5000 people. 

The keystone of the company’s aggressive sales pro- 
gram is its concentration on furnace cleaning, which 
continually puts the Tucker name before the public. Even 
though only a small percentage of cleaning jobs result 
in immediate sales, Tucker and Sons has built up a list 
of satisfied cleaning customers which is an excellent pros- 
pect list for future sales. 
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Cash in on Better Your Living Month 


ERAT), 
Se 


Beat the Drum wy 


For Better Living 


The month of May will be celebrated as Better Your Living Month 


under the banner of Operation Home Improvement. By cooperating in 


this nationwide program on the local level, 


heating-cooling dealers can stimulate home modernization, 


get leads on prospects, and sell year “round comfort 


THE MONTH OF May will see the building industry make 
its biggest effort to date to stimulate the home improve- 
ment market and convince consumers that part of their 
spending should go toward modernizing their homes. 

All over the nation May will be celebrated as Better 
Your Living Month. This large scale promotion effort 
is being sponsored by Operation Home Improvement as 
part of its 1957 program. Although ohi will be promoting 
Better Your Living Month on the national level, the suc- 
cess of the program will depend upon what is done by 
local ohi committees in each community. 

May usually brings the first hot, humid day of the 
year. That is when consumers begin thinking about sum- 
mer air conditioning. It’s the time when heating-cool- 


IN GRAND RAPIDS last year local heating-cooling 
dealers along with six other construction associations re- 
modeled a 36 year old house to show the public what 
can be done 


ing dealers should go all out promoting cooling sales. 
You can capitalize on the excitement that will be stirred 
up during Better Your Living Month by taking an active 
part in this program. After all, one of the best ways a 
customer can better his living is to install a year ‘round 
comfort system in his home. 

If your community already has an ohi committee in 
operation it will pay to take part in its activities. If your 
community doesn’t have an ohi program, perhaps your 
efforts will be just what is needed to get it started. 

This is ohi’s second year, and if you have any doubts 
about its effectiveness take a look at some of the results. 
A recent study of 111 cities showed that in communities 
where there was no local ohi campaign, the dollar volume 


ic 


BY PARTICIPATING in the activities of local Opera- 
tion Home Improvement committees heating-cooling 
dealers can make certain that they also participate in 


the benefits 


AMERICAN ARTISAN, Marcu 1957 





of remodeling permits did not show any increase over 
the previous year. In cities where an ohi drive had re- 
cently been launched, the value of remodeling permits 
was up 17 percent. Where an ohi program had been 
operating for some time, remodeling permits jumped 
up 27 percent. More than 1000 cities took part in last 
year’s ohi program. 

Local ohi committees sponsored home shows with great 
success in many cities, including Buffalo, N.Y.; Modesto, 
Calif.; and Jonesboro, Ark. Remodeled homes were put 
on display in such places as Ottumwa, Iowa; Seattle, 
Wash., and Grand Rapids, Mich. (See American Artisan, 
October 1956, for the story of the Grand Rapids re- 
modeled home. ) 

Building contractors, electricians, painters, plumbers, 
plasterers, lumber dealers, and many others are taking an 
active part in ohi programs. In many cities heating-cool- 
ing dealers have joined in and are sharing in the leads 
developed by these efforts. 


The National Association of Plumbing Contractors has 


announced that it will celebrate the month of May as 
Plumbing-Heating-Cooling month. Through its National 
All-Industry Plumbing and Heating Modernization com- 
mittee, local committees are being formed to promote 
business on the community level. 

Better Your Living Month can go a long way toward 
putting the consumer in a receptive state of mind. But 
they can’t be receptive to your sales story unless you tell 
it to them. And one of the best ways to have a chance 
to tell it to them is to make certain that your local ohi 
program is a success by taking part in it. Make certain 
that your name is identified with this program, and 
capitalize on all this promotion effort through a sales 
promotion campaign of your own. 

For information about how you can participate in 
Better Your Living Month contact your local ohi com- 
mittee. If there is no committee in your locality, write 
to Operation Home Improvement, 10 Rockefeller Plaza, 
New York 20, N.Y. for information on how to organize 


one. 





Newspaper advertising will be used by most local 
l ohi committees to let the public know about Better 
Your Living Month. Sometimes newspapers may de- 
vote whole sections to ohi advertising along with sup- 
porting editorial material. Or a series of full page ads 
may be run throughout the month. You can identify 
yourself with the Better Your Living program by ad- 
vertising in these special sections or pages. You can 
also see to it that the editorial matter includes articles 
on what constitutes a good heating system, on the ad- 
vantages of an air conditioned home, and like items. 
In your regular advertising you can identify your- 
self with Better Your Living Month by using the ohi 
seal extensively. 


Home shows are a natural for promoting Better 

Your Living Month. In past years, much of the 
emphasis in these shows has been on new homes, but 
they can also feature remodeling. If you have a booth 
at the show, display the ohi seal and play up moderni- 
zation. In many cities the entire emphasis has been 
placed on modernization. 


Home owner clinics can be conducted at low cost 
and can be very effective if given sufficient promo- 
tion to assure large attendance. The subject “How to 





Projects to Consider for Promoting 
Better Your Living Month 


Finance Improvement” is usually very popular. Ques- 
tion and answer sessions can also be effective. 


A demonstration house remodeling project is ex- 
4. pensive but it drives home the idea of moderniza- 
tion first hand and in many localities has proven to 
be well worth the cost. When the home is remodeled 
and open to the public, it is important to have on hand 
at all times people who are qualified to explain costs, 
materials, and ideas. 


Contests have been successfully held by local ohi 
5 committees all over the country. They are easy to 
set up, cost little to run, create much publicity, and 
are popular with the public. Among the many different 
types of contests held were a competition for the best 
actual remodeling project in a contestant’s home, for 
the best plans for a proposed remodeling project, for 
completing a sentence, for the best home improvement 
ideas from school children. 


A house-to-house survey to determine home im- 
provement needs has proven to be a good way 
to make homeowners conscious of what can be done 
in their own homes. Through publicity given to the 
survey results the entire community can be made 
aware of the problem and what can be done about it. 
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Porcelain Enameled Ducts 


End Replacement Problem 


In Fume Removal Systems 





f 


THIS SERIES of articles, under 
the general heading, 
** ‘TRAINING PROGRAM’... 
in Print,’’ is designed to help 
dealers train their engineer- 
ing, service, managerial and 
sales personnel in all phases 
of their operations. These 
articles are selected for their 
informative value and are 
presented as reference mate- 
rial for developing know-how 
among employes in situations 
which are likely to arise. 
Some of the previous articles 
in this series have discussed: 
electrical problems 
humidity control 
management techniques 
air distribution 

sales presentations 

school heating 

promotion ideas 

attic fans 

selling builders 

attention to details 
installation procedures 
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DUCT SECTION of porcelain enameled steel is assembled 
from two basic pieces: trough- and pan-shaped sections are 
joined by brass bolts; joints are sealed by asbestos gaskets 


Here’s one contractor who no longer has to replace 


complete fume exhaust duct systems every few months. 


His answer — porcelain enameled duct sections assem- 


bled on the job and left without fear of corrosion. This 


is the story of their fabrication, assembly, erection and 


service 


ONE OF THE problems facing sheet 
metal contractors installing fume ex- 
haust systems is selection of the 
proper material for duct work. Where 
corrosive fumes must be handled, the 
duct work usually must be replaced 
frequently; the more corrosive the 
fumes, the shorter the life of the 
metal ducts. The Bison Blower Co., 
Buffalo, N. Y. sheet metal contracting 
firm, was faced with the replacement 
of entire duct systems at less than 
six month intervals in a plant which 
produces welding gases. The variety 
of gases handled range from nitro- 
gen and hydrogen to argon and 
acetylene. Hydrofloride gases were 
responsible for most of the deteriora- 
tion. A number of different metals 
and metal alloys were tried without 
any outstanding success against the 
corrosive effect of the gases. Finally, 
Frank Adler, general manager of the 


sheet metal firm, decided to try por- 
celain enameled ducts. 


Ducts Stand Test of Time 


Some of the porcelain enameled 
ducts have been installed for over 
eight years and appear to be as good 
as new. Few sections have been re- 
placed and chipping of the porcelain 
surface at the time of erection prob- 
ably was responsible for most of the 
damage that caused deterioration. 

The standard method of fabricat- 
ing duct work isn’t used to produce 
porcelain enamel sections. Each side 
of the duct is a separate piece. The 
sides are joined with flanges other 
than conventional locking seams. 
Every type of fitting normally used 
in exhaust systems can be duplicated 
in a porcelain enameled duct system. 
Flanges are bolted with brass screws. 
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Plastic covered asbestos gaskets are 
inserted between flanges to make the 
joints gas tight. 


Special Steel Required 


A special type of 18 ga enameling 
sheet steel is used. Other types of 
sheet metal tend to buckle when sub- 
jected to the high temperatures used 
in the enameling oven. The sheet 
metal is sheared and formed on 
standard equipment for sheet metal 
shops which handle jobs calling for 
18 ga sheet steel. Patterns for the 
duct sections include the 11% in. 
flanges and bolt hole locations. Brake 
lines are also shown for sections 
which require 90 deg flanges and at 
points where branch fittings alter 
direction. 

Two types of pieces are needed to 
form a four sided duct section. One 
piece resembles a shallow pan, with 
a 11% in., 90 deg flange on all four 
sides. The other piece is a shallow 
trough, with the 114 in. 90 deg flange 
at each end of the sheet. The differ- 
ent pieces are joined where the bot- 
tom of the trough overlaps the flange 
of the pan-shaped fitting, forming 
one half of the four sided duct sec- 
tion. Two such halves are joined to 
complete the duct section. 

Ducts can be fabricated in both 
rectangular and round shapes. Rec- 
tangular ducts vary in size from 30 


X 30 in. to 8 X 8 in. Wye and tee 
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ROUND, RECTANGULAR, tapered—any shape and size 
— duct fittings are fabricated for various industrial sheet 
metal jobs which, in addition to porcelain enameled duct, 
are part of the service offered by Bison Blower Co. 





branch fittings are made in both re- 
ducing and sizes. 


Round ducts are limited to 8 in. di- 


straight-through 


ameters due to enamel baking oven 
Duct 
limited to 10 ft lengths for rectangu- 
lar ducts and 4 ft for round duct. 

Rectangular-to-round 


limitations. sections are also 


fittings are 
also fabricated to meet exhaust sys- 
tem requirements. 

Ninety deg elbows are not curved 
but consist of two 45 degree turns 
with one flat side dimension between 
the inside brake points. Notching 
for the 90 deg flange leaves a V gap 
at the brake point. This gap is filled 
with a piece of the 18 ga metal which 
is welded into place before the shape 





WHAT’S YOUR PROBLEM? 


The American Artisan’s 
‘TRAINING PROGRAM’ — IN 
PRINT will explain the whys 
and wherefores of some of 
the dealer’s problems, tell 
what to de about them. You 
will want the members of 
your organization to study 
these articles carefully, keep 
them for future reference . . 
- « If you have a problem 
you'd like to see covered, 
write Clyde M. Barnes, Edi- 
tor, American Artisan, 6 N. 
Michigan Ave., Chicago 2, Ill. 





STANDARD SHOP machines are used to form fittings 
from 18 ga enameling sheet steel, which has been found 
most suitable for porcelain enameling 














is sent to the porcelain enameling 
plant. 


Formed Pieces Are Enameled 


At the porcelain enameling plant 
the surface is cleaned in numerous 
acids and rinsing baths, then sprayed 
with frits of a mineral composition 
similar to glass. The treated parts 
are placed on an endless conveyor 
belt that moves them through a high 
temperature electric oven where the 
porcelain frits and sheet metal are 
fused. 

The degree to which porcelain 
enamel will withstand attack from 
damaging elements or conditions de- 
pends on the formula specified. Spe- 
cial coatings can be obtained for 


most 


corrosive conditions and for 


temperatures up to 2000 F. 


Assemble Enameled Pieces 


The porcelain covered pieces are 
returned to the company where they 
are inspected and assembled. Each 
piece of duct is checked for minute 
pits. Coverage of the entire sheet of 
steel must be complete. If any de- 
fects are found on either side, the 
piece must be returned for reprocess- 
ing. 

The four sides of a duct are as- 
sembled into sections before any of 
the sections are joined together into 
the duct system. The plastic covered 
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asbestos gasket material inserted be- 
tween the four corners of a duct sec- 
tion is 114 in. wide, and fills the en- 
tire space between the inside corners 
and the outer edge of the 114 in. 
flange. Brass bolts and nuts, spaced 
at regular intervals (depending on 
the size duct being formed) and at 
points of stress, are gasketed under 
both the bolt head and the nut. The 


bolt gasket is a soft fiber washer. 
Brass Bolts Avoid Trouble 


Brass bolts are used because the 
moist atmosphere of the corrosive 


> 


areas would cause severe rusting of 
iron or steel bolts which might have 
to be chiseled off when a section 
must be replaced. The use of chisel 
and hammer is not advisable because 
of the danger of chipping the porce- 
lain enamel which might eventually 
cause deterioration of an entire side 
of a duct section. 


Round Flanges Welded 


Where round duct sections are to 
take off from rectangular ducts, a 
hole is cut out of the rectangular 
duct while it is being prepared for 
the enameling process. A 114 in. 
flange is welded around the opening 
so the entire sheet will have a com- 
plete porcelain covering. 

The round duct is connected to the 
rectangular duct by slipping into the 
collar and inserting the plastic cov- 
ered gasket between duct and collar 
before bolting. 


Drops Remove Leak Fumes 


One exhaust system made of porce- 
lain enameled duct sections is used 
in an area where process piping, with 
its numerous valves and pumps, is 


SAFETY REGULATIONS call for ample working area around machines used 
for fabricating parts from various kinds of metal. Costly accidents have been 
virtually eliminated in spacious shop 


located. It is characteristic for the 
packing used at valve stems and 
pump seals to leak, because of the 
strength of the solutions being han- 
dled. To remove the fumes as fast 
as they escape into the area, a series 
of drops are taken off of the main ex- 
haust system. These 8 X 8 in. drops 
come within 6 ft of the floor. The 
drops are spaced about every 20 ft 
along the entire length of the main 
duct. 


Tees Capped Until Needed 


The bottom fitting of each drop 
consists of an opening the full size 
of the 8 X 8 in. duct and two 4 in. 
round horizontal takeoffs, forming a 
tee connection. Each end of the tee 
is capped off until fume removal is 
required. This situation occurs when 
leaks become excessive at a valve 
stem or pump seal. When this hap- 
pens one of the attendants connects 
a flexible hose to the nearest tee con- 
nection and places the open end of 
the hose at the point where the leak 
is greatest. This emergency measure 
until the 
equipment can be repaired. 


is continued processing 


Final Assembly on Job 


All duct sections and fittings are 
assembled in the shop to be taken 
to the job for final installation into 
the exhaust system. The end flanges 
are then bolted together in the same 
manner as were the side flanges, us- 
ing the plastic covered asbestos gas- 
ket and brass bolts. 

Bison Blower Co. is equipped to 
do all types of industrial sheet metal 
work for its customers. Besides fume 
exhaust systems the company installs 
material handling and dust separat- 
ing systems. Stainless steel, alumi- 
num, monel and other alloys are fab- 
ricated into hoppers, conveyors and 
tanks. Power shears, brakes, presses 
and slip rolls are rated to handle up 
to 10 ga sheet steel. Adequate work- 
ing area has been allocated around 
each piece of machinery to comply 
with safety regulations. A record of 
2719 days between lost time acci- 
dents attests to the value of this con- 
sideration. 
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Eight methods of edge insulation 


were tested by the National Bureau 
Tests Show Effects 


Of Edge Insulation 


of Standards under varying condi- 
tions over a two year period to deter- 
mine the merits of each in control- 
ling condensation and floor heat 


loss near outside walls. Their find- 


ings, summarized here, can be ap- 
On Concrete Slabs __ |. - 


IN RECENT YEARS there has been a 
great increase in the number of 
basementless houses constructed. This 
type of house is often built over a 
concrete slab, sometimes placed on 
the ground but more often on a fill 
of gravel or similar material. 

Because concrete is a better con- 
ductor of heat than is wood flooring, 
a concrete floor may be relatively 
cool in the region near the outside 
walls in cold weather, often making 
it uncomfortable for those who oc- 
cupy that part of the room. Various 
methods for overcoming this diffi- 
culty have been considered by the 
building industry. One which has at- 
tained considerable usage is insula- 
tion of the slab edges exposed to the 
outside temperature. Results of a sys- 
tematic study completed by Harold 
R. Martin, P. R. Achenbach and R. 
S. Dill of the National Bureau of 
Standards under the sponsorship of 
the Housing and Home Finance 
Agency, show that edge insulation 
does in fact reduce cooling at the 
exposed edges of the floor slab, and 
provide quantitative data on the rela- 
tive merits of different methods of 
edge insulation. 


Eight Methods Tested 


Using a special structure with nec- 
essary refrigerating apparatus and 
auxiliary equipment, the investigators 
subjected nine concrete slab floor 
specimens to temperature conditions 
simulating those to which such floors 
in basementless houses are exposed 
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FLOOR SURFACE TEMPERATURES, °F 


plied by dealers for best heating 


results in this type of home 
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INTERIOR OF WALL 


COLD SPACE TEMP. 
oF 32°F — 
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DISTANCE FROM EXTERIOR OF COLD WALL IN INCHES. 


FLOOR SURFACE temperatures are recorded for 18th day of tests on speci- 
mens no. 1 through 5. Floor temperature is plotted against distance from ex- 
terior of cold wall for both “outside” conditions of zero and 32 F. Floor- dge 
design for each specimen is opposite appropriate graph 





INSULATED TEST STRUCTURE was divided lengthwise into two compart- 
ments by simulated outside wall. One compartment was floored with different 
edge insulated concrete slabs and heated to normal house temperatures; the 
other was unfloored and refrigerated to “outdoor” temperatures of zero to 32 
F. Nine concrete slab specimens were subjected to actual winter temperature 


conditions 


during cold weather. The exposed 
edges of the specimens were insulated 
in different ways to determine the 
effects of eight methods of edge in- 
sulation on floor surface temperatures 
and on the possibility of condensa- 
tion. With a simulated outdoor tem- 
perature of about zero F, the tem- 
perature of the floors with edge in- 
sulation ranged from 9 to 13 deg 
higher at a point 1 in. from the cold 
wall, and the average temperature of 
the 30 in. border next to the cold 
wall was from 3 to 5 deg higher than 
that of the floor without edge insula- 
tion. The tests showed that condensa- 
tion, which probably would occur 
on uninsulated floors under certain 
conditions, can be prevented with 
edge insulation. 

The insulated test structure was di- 
vided nearly 
equal compartments by an insulated 
partition 


lengthwise into two 


outside 
wall. One of these compartments was 
heated and the other cooled. There 
were no windows in the structure, 


representing an 


and each compartment was accessible 
through a heavily insulated door. The 
cold compartment, simulating the 
ground outside a home, was not 


floored. 


The floor of the heated compart- 
ment consisted of concrete slabs par- 
allel to each other and perpendicular 
to the insulated partition. Each slab 
was about 414 ft wide and 61% ft 


long. Five of the slabs were used 
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either as controls without edge insula- 
tion or as test panels with edge in- 
sulation, while the slabs on the ends 
were used as guards for the test 
specimens. All slabs either abutted 
the footings or were supported by 
the footings beneath the dividing par- 
tition that represented the outside 
wall. At this edge of the test slabs 
various insulation methods were ap- 
plied. Each panel was insulated from 
the adjacent panels and from the out- 
side of the test structure. In every 
case the concrete slabs were sepa- 
rated from the ground underneath 
by a fill of gravel or clay tile. 

The heating equipment, designed 
to produce and maintain tempera- 
tures simulating those in a house, 
warmed the floor slab compartment 
almost entirely by convection and 
produced nearly uniform tempera- 
tures over all of the floors. The cool- 
ing equipment provided approximate- 
ly uniform temperatures in the cold 
compartment, with a minimum of 
air motion opposite the edges of the 
test floors and at ground level — the 
zones of principal interest. 


All Conditions Reproduced 


Temperatures in the warm com- 
partment were measured with cop- 
per constantan thermocouples placed 
in a vertical plane passing through 
the center line of each floor specimen 


at various selected levels ranging 


from 30 in. above floor level to 40 
in. below floor level. Cold compart- 
ment measurements were made with 
the same type of thermocouple in 
the air space close to the edge in- 
ground level, and at 
selected points down to 28 in. below 


sulation, at 


ground level. 

Four tests were made over a period 
of two years, each ranging in dura- 
tion from 25 days to 37 days. Simu- 
lated outdoor temperatures of zero 
and 32 F were maintained during 
separate tests in each of the two suc- 
cessive years. The first and second 
tests were made on four specimens 
with fiberboard edge insulation and 
on a fifth specimen with no insula- 
tion. The third and fourth tests were 
made using rubber board on four 
slab edges while one of the original 
floor specimens remained intact for 
comparison with the first year’s tests. 
The fiberboard had a thermal con- 
ductivity of about 0.37 Btuh/sq ft/- 
deg temp. diff./in. thickness and was 
dipped in a coal tar mastic; the 
rubber board had a thermal conduc- 
tivity of about 0.25 Btuh/sq ft/deg 
temp. diff./in. thickness. 


Check Heat Transfer Factors 


To determine the approach to 
steady state conditions of heat trans- 
fer, readings were made daily of 
floor surface subsoil 
temperatures and other pertinent tem- 
peratures. Such readings showed that 


the temperatures on the floor sur- 


temperatures, 


faces and on the ground surface de- 
creased very little after ten days. At 
25 days the temperature 40 in. be- 
low the floor surface and at the same 
level in the cold space — 28 in. 
below the ground surface — had al- 
most reached equilibrium. The tem- 
perature in the cold space had very 
little effect on the floor surface tem- 
peratures at distances greater than 
38 in. from the exterior wall. How- 
ever, the effect of the cold space 
temperature was significant at a dis- 
tance of 14 in. from the exterior of 
the cold wall. 

Because the temperature of the air 
over the floors in the test space 
varied somewhat for the four tests, 
the various specimens were compared 
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on the basis of the difference in floor 
surface temperature between the sta- 
tion 62 in. from the cold wall and 
the average temperature on the 30 
in. border adjacent to the cold wall. 
As shown in Table 1, when the cold 
space temperature was maintained at 
zero F this difference 
ranged from 4.1 to 5.8 deg for the 
insulated floors and was 9.1 deg for 
the uninsulated specimen. Of the in- 
sulated floors, the slab insulated with 
a vertical piece of rubber board 2 in. 
thick and 18 in. deep (floor 6) had 
the warmest border and the specimen 
with fiber board 34 in. thick at the 
slab edge and between slab and foot- 
ing (floor 1) had the coldest border. 

The floor surface temperature near 
the interior of the cold wall was of 
particular significance insofar as sur- 


temperature 


face condensation on the floors was 
concerned. Condensation was ob- 
served on the floor with the unin- 


sulated edge, but did not occur on 


REDUCING OVERHEAD costs by find- 
ing new ways to solve fabricating 
problems is one objective shared by 
most sheet metal contractors. One 
man who has reduced his fabricat- 
ing costs by using a machine to join 
odd sized parts of sheet metal is H. 
E. Huber, Huber Sheet Metal Co., 
Bell Gardens, Calif. Mr. Huber fab- 
ricates a number of different items 
such as roof jacks, vent caps, kitchen 
fan hoods, crawl 


space vents and 


bird screens by stapling the parts 
together. 


When parts are fastened by stapling, 
the patterns must be revised. Some 
of the revisions make the patterns 
easier to lay out; in other cases the 
patterns are complicated by the ex- 
tra lip required for stapling. For 
joining circular pieces, such as for 
a roof jack, the pipe is first soldered 
along its seam, then the half round 
cap is stapled in two places on each 
side of the pipe to provide a rigid 
support. The flashing section is sold- 
ered to the bottom of the pipe to pro- 
vide the watertight joint required. 
But in the case of a kitchen vent 
hood where a watertight joint isn’t 
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TABLE 1 — COMPARISON OF FLOORS is based on the temperature difference be- 
tween the temperature at the 62 in. reference station and the average temperature for 


the 30 in. border adjacent to the cold wall 


~ Cold space temperature 
zero 





Test 
Order of floor 


Type of edge Temperature 
Preference no. 


insulation difterence 


Type of edge Temperature 
insulation difference 





. (Rubber board) .... 2.4 
. (Fiber board) 4 
... (Rubber board) 
.. (Fiber board) 
.. (Rubber board) 
... (Fiber board) . 
. (Rubber board) 
(Fiber board) 
(Fiber board) 
(Uninsulated ) 


Qe Ow 
NYOVUUsSeN 


. (Fiber board) ........ 4.1 
. (Rubber board) ...... 4.5 
~~. ¢ wee = 
. (Rubber board) 
(Fiber board) 
..- (Fiber board) ..... 
... (Rubber board) 
... (Rubber board) 
.. (Fiber board) 
. (Uninsulated) 


— 
an 


wore ovo 





any of the floors with insulated edges. 
The floor surface temperature ob- 
served at the edge of the uninsulated 
floor when the cold space tempera- 
ture was zero F was such that con- 
densation would occur for relative 
humidities above 44 percent in a 70 
F room. Condensation would not 
have occurred on the poorest of the 
insulated floors until 59 percent RH 
was reached in a 70 F room under 
similar cold space conditions. 


STAPLED joints in sheet 
metal roof jack globe are 
checked by H. E. Huber. 
Staples are formed and 
driven by stapling ma- 
chine 


required, the round section is stapled 
to the flat section. 

Another natural for stapling is the 
bird screen for fresh air intake 
openings. The sides of the frame are 
sheared, then formed in the brake. 
The overlapping joints at the mitered 
end are stapled in three places, and 
the screen is cut to size. The screen 
is set into the flanged seam and sta- 
pled in place. After stapling, the 
flange is bent down with a mallet. 
In this type of fabrication it isn’t 
necessary for the flange to hold the 
bird screen in place — the staples 


do the job. 


The greatest danger of condensa- 
tion on concrete floors would prob- 
ably occur in modern houses de- 
signed for low rates of air infiltration 
or in those with automatically con- 
trolled humidity. However, published 
information on the winter humidities 
in houses and the temperatures ob- 
served during these tests show that 
condensation would not be likely on 
concrete floors with edge construction 
similar to any of the insulated slabs. 


A third product fabricated with 
the aid of a stapling machine is an 
offset fitting for kitchen exhaust fans. 
This fitting need not be tight at the 
joints and can be made from flat 
parts and parts with 45 deg lips. The 
two sides are flat and the curved 
sections have lips. Ten to 12 staples 
will hold each side in place tightly 
enough that no noise will develop 
when the fan is operating. 

The editors appreciate the assist- 
ance of W. F. Roseboom, represent- 
ing Bostitch, who provided the in- 
formation and photograph for this 
article. 





Service Demands 
Boost Dealer’s 
Expansion Plans 





Recognizing the value of service 
calls as a source of leads, this deal- 
er conducted a market survey which 
gave the green light to plans for ex- 


panding his entire operation 











To ExPAND the service department or not to expand? 
That was the problem faced by James V. Bartholomew, 
owner of Bartholomew Heating and Refrigeration Com- 
pany, Masury, 0. The company had been receiving so 
many service calls that it was unable to handle them, 
even with a staff of nine mechanics. 

Of course, the company’s first loyalty was to its own 
customers. For that reason, company policy was to serv- 
ice first the equipment it had installed, and then if time 
permitted it serviced equipment installed by others. But 
this meant that 30 to 50 service calls a week had to be 
turned down. And the company management was well 
aware that service calls often lead to installation sales. 
Expansion of the service department was definitely in the 
cards. 


Made Survey Before Expanding 


Mr. Bartholomew looked before he leaped, however. 
He first made a survey to find out whether or not there 
was sufficient service business to warrant expansion. He 
also sought to discover whether or not he could make a 
profit on this expanded business. The results of the sur- 
vey told him to go ahead with the expansion program. 

The motto of this company has been “Installed ac- 
cording to manufacturer’s specifications and serviced 
according to manufacturer’s recommendations.” Mr. Bar- 
tholomew feels this well defined principle is a reason for 
the continued growth of the company. 

The company normally operates within a radius of 
twelve miles, an area which includes Sharon, Pa., and 
has a population of about 70,000. The shop staff includes 
sheet metal journeymen, heating servicemen, refrigera- 
tion mechanics and installers. Several of the men have 
been trained to do both heating and cooling work. In 
addition, the company employs an office girl and a full 


time bookkeeper. 
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ment, James V. Bartholomew personally inspects all 
installations upon completion 


To provide for an expanded service business, Mr. Bar- 
tholomew plans to set up a separate service department 
within the company. This department will operate on a 
self-sustaining, profit making basis. 


Plans New Building 


Plans also call for construction of a 75 X 120 ft, three- 
story building to house the company’s complete opera- 
tion. Since the building will be located on a sharply 
slanted lot, two of the floors will open at ground 
level. The first floor, which will open on a driveway at 
the rear, will house the sheet metal shop. The second 
floor will be level with the street and will have a display 
room in front. A service shop and a parts storage room 
will be located behind the display area. The third floor 
will contain the company’s offices. 

The cost of the building is estimated at $40,000, and 
an estimated $20,000 will be spent to equip it. Mr. Bar- 
tholomew also expects to invest about $5000 in special 
instruments for the shop and for servicemen’s kits. Of 
course, the company already has most of the necessary 
instruments, including a recently purchased manometer, 
a direct reading air velocity meter and pilot tube as- 
sembly for duct measurement of air flow. The equipment 
includes most of the combustion testing tools found in 
any good service shop. 

Additional capital will be required for a large inven- 
tory of replacement parts. The stock will include various 
control assemblies and one each of several major types 
of cooling units and fuel burners. Mr. Bartholomew also 
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SPECIAL FILING system has been developed for serv- 
ice call record cards. It is also useful as a source for 
equipment sales prospects 











expects to purchase two additional panel body trucks for 
use by the service department. 


Sales Promotion to Increase Business 
















This is a substantial investment, and to help recover 
these costs Mr. Bartholomew plans to step up his sales 
promotion campaigns. Additional business will be solic- 
ited through newspaper advertising and a direct mail 
campaign. Present plans call for sending 200 direct mail 
pieces per month. 

A number of sources will be used to compile the pros- 
pect list. The company’s file of previous customers will be 
used. A mailing list will be compiled from the city direc- 
tory of houses. Dodge reports and Dun and Bradstreet’s 
local directory will be used for commercial prospects. 

In all promotion efforts, prospects will be encouraged 
to call for service regardless of the make of equipment 
they have. To assure that the policy of “servicing accord- 
ing to manufacturer’s recommendations” is followed in 
actual practice, the company has built up an extensive 
library of manufacturers’ specifications. Mr. Bartholomew 
has written all equipment manufacturers asking for litera- 
ture covering their products. This literature is then filed 
in loose leaf binders. The library, located in the engineer- 
ing office, keeps growing and now fills a shelf five feet 
long. Books, catalogs, and other literature are kept in the 
main office. 

A good system of records is another key to Mr. Barth- 
olomew’s success in servicing. He has developed a two- 
sided form, one side for installation and the other for 
servicing. The first side of the form shows all the items 
used on an installation, both heating and cooling. Major 
headings are: furnace, duct fittings, cooling equipment, 
registers, piping, wiring, permits, shop time, job time, 
material costs, miscellaneous items, total job costs, and 
billing price. 

The back side of the sheet is divided into three sec- 
tions: manufacturer’s recommendations, job adjustments, 
and complaints and repair. Items under the first heading, 
manufacturer’s recommendations, include: stack tempera- 
ture, CO, reading, nozzle size, gas flow rate, fan cut-in 
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REFERENCE library on all makes of equipment pro- 
vides handy information source of service techniques 
and parts replacement 














COMBUSTION and air flow testing equipment is part 
of every serviceman’s kit. More expensive and less used 
instruments are kept at the shop 


temperature, fan cut out temperature, and safety cut out 
temperature. A cooling equipment section includes pres- 
sure control adjustment, air temperature to and from the 
coil, superheat, condenser performance, and motor pro- 
tection. 

Under the job adjustments heading are listed the same 
headings as are included under manufacturers’ recom- 
mendations. The section headed complaint and repair 
provides space for the serviceman’s remarks, time on the 
job, charges, and future sales potential. 

Mr. Bartholomew used the services of a business form 
advisor to develop this form and a system of record keep- 
ing that will provide a complete file on each customer. 
The cost of this service was $300, but Mr. Bartholomew 
feels the system and its benefits will be worth many times 
that amount over the years. 

The company’s credit policy calls for cash payment at 
the time the service call is completed. Customers are told 
this when the customer calls for service. The only excep- 
tions to this rule are commercial customers with high 
Dun and Bradstreet ratings and customers of long stand- 
ing with good payment records. 


PARTS FOR PAPER TOWEL dispensing and disposal units RECESSED TOWEL CABINETS are soldered 

are formed from 200 series stainless steel in series of brake prior to spot welding for sealing as well as 

operations. Mill-applied paper covering protects exterior to join parts for handling during welding 

surfaces during fabrication operations. Types 201 and 202 are soldered 
with same techniques as 300 series 


How Does 200 Series Stainless Steel 


Fit in Shop Production Picture? 


Laboratory and time tests on specialty items and parts show 
types 201 and 202 are satisfactory replacements 
for their higher nickel counterparts in the 300 series 


and need cause no revision in shop techniques or schedules 


By Richard E. Paret 
Committee of Stainless Steel Producers 
American Iron and Steel Institute 


c Mn P 
0.15 5.5/7.5 0.060 


s Cr Ni 
0.030 
WALL BRACKET of type 202 is 
0.030 
max. 


16.0/18.0 3.5/5.5 








blanked and formed with same set- 
up previously used for type 302. 


0.15 7.5/10.0 0.060 
Bolts are spot welded 


17.0/19.0 4.0/6.0 
max, 
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IN AN EFFORT to make available more 
stainless steel in the face of limited 
nickel supplies, the stainless steel in- 
dustry has adopted two new, low 
nickel alloys as standard types, com- 
monly known as types 201 and 202, 
and referred to as the 200 series. 
Chemical compositions of the new 
types are listed in Table 1. They are 
basically chromium-nickel-manganese 
(Cr-Ni-Mn) alloys in which manga- 
nese is added to make up for the re- 
duced nickel content. Type 201 is the 
alternate to type 301, and 202 is an 
alternate for 302. In each case, there 
is a saving of approximately 40 per- 
cent in nickel content. Of great im- 
portance to stainless steel users is the 
fact that this saving has been ac- 
complished without the 
properties of the materials to any 
In fact, 
strength and other mechanical prop- 
erties of the 200 series are higher 


sacrificing 


substantial degree. tensile 


than those of equivalent 300 series 
types. 


No Shop Changes Required 


Fitting these new types into con- 
tractors’ production schedules should 
require little or no change in equip- 
ment or techniques. Type 201, for 
example, has been used interchange- 
ably with type 301 for truck trailers 
by Production 
workers are unable to distinguish any 


one manufacturer. 
differences in reaction to roll form- 
ing and spot welding. However, mi- 
nor changes in technique may be re- 
quired in other more difficult fabri- 
cating operations. 

The best method of illustrating the 
workability of the new types is a 
comparison with their higher-nickel 
counterparts. In bending operations, 
little difference has observed 
between the 200 and 300 series. A 
springback allowance of two to three 
times that for mild steel should be 
made for each. In cases where ex- 
tremely accurate forming or braking 


been 


is required, a slightly greater spring- 
back allowance Ww ill be needed for the 
200 series. 

In the experience of a large man- 
ufacturer of paper towel cabinets, 
changing to type 202 stainless steel 
did not require any changes in press 
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TABLE 2—STANDARD MILL FINISHES are available on stainless steel sheet 












































Finish Type of Surface Used As Final Used As Starting Finish 
Number inish Appearance Finish 
1 hot rolled, frosty white for high temp. when appearance not im- 
annealed & or industrial portant or surface will be 
pickled applications damaged as in annealing 
2D cold rolled, similar to #1 industrial when severe drawing is to 
pickled but brighter applications be followed by polishing 
2B cold rolled bright, dense curtain walls ; when light fomting is to 
industrial, be followed by polishing 
commercial & 
transportation 
equipment 
4 polished bright, good mostly commonly when forming operations will 
luster used finish— not mar surface or can be 
architectural blended easily. Used as base 
trim ; restaurant for #6, #7 and #8 finishes. 
kitchen & sanitary 
equipment 
6 tampico soft, satiny for decorative use when forming operations will 
brushed without high re- not mar surface or can 
flectivity blended easily. 

7 polished high luster for decorative use when forming operations will 
not mar surface or can be 
blended easily. 

8 polished ““mirror-finish"’ for decorative use when forming operations will 
not mar surface or can be 
blended easily. 

TABLE 3—HOW TO obtain a no. 4 finish 
Operation Grit** Wheel Abrasive Lubricant SFPM Remarks 
1. Grind* 20-60 rubber manufactured dry 5-6000 starting operation 
(rough) or type - alum- for very rough 
bakelite inum oxide or weld beads 
bonded silicon carbide 
2. Grind 60-80 rubber manufactured dry 5-6000 starting operation 
(finish) or type - alum- for heavy sheet or 
bakelite inum oxide or plate ; hot rolled 
bonded silicon carbide finishes, or light 
welds 
5B. Polish 80-100 cloth manufactured polishing 7500 starting operation 
(rough) type - alum- tallow or for cold rolled 
inum oxide or grease sheet or strip 
silicon carbide stick 
4. Polish 120-150 cloth manufactured polishing 7500 similar to No. 4 
(finish ) type - alum- tallow or mill finish 
inum oxide or grease 
stick 





*Operation no. 1 is required only for very rough work; otherwise use operations 2, 3, and 4 
**Grit used depends on quality of finish or grit used in prior operation. f 
Grit number should be increased by about 20 to 40 numbers for each operation. 





TABLE 4—HOW TO DEVELOP higher finishes from standard no. 4 finish 





Mill 


Finish : 
umber Operation Grit 


6 


_ 











Wheel Abrasive Lubricant SFPM Remarks 
Brushing tampico or powdered pumice with oil 1-5000 finish varies with 
similar applied as paste abrasive and wheel 
brush speed 
Polishing 180 cloth manufactured tallow or 7500 may be followed 
type - alum- grease stick by second polish- 
inum oxide or ing with 220-240 
silicon carbide grit 
Buffing bias type commercial (supplied in 8-10,000 iron free com- 
(cutting) or sewed cutting stick or cake pounds only to be 
piece buff compound with lubricant) used. Color buffing 
. . eo is for much shorter 
Buffing loose disc commercial (ngetie’ in 8-10,000 times than cutting 
(coloring) or bias coloring stick or cake for high 
type compound with lubricant) finish 
Polishing 180 cloth manufactured tallow or grease 7500 
type - alum- stic 
inum oxide or 
silicon carbide 
Polishing 240-320 cloth manufactured tallow or grease 7500 


Buffing 
(cutting) 


Buffing 


(coloring) 


type - alum- stick 
inum oxide or 


silicon-carbide 


Same as for no. 7 finish 


Same as for no. 7 finish 





brake operations. Parts for a typical 
cabinet are formed in a series of 
brake operations. 


Keep Die Surfaces Polished 


The same dies used for forming 
carbon steel can also be used for 
brake forming stainless steel; but 
care should be used to have the die 
surfaces well polished and free from 
tool marks. Chromium plating helps, 
too, if more than limited production 
is involved. Shearing stainless steel 
will not require special equipment 
either, but certain precautions should 
be taken. Dies should be kept very 
sharp and the sheet must be cut all 
the way through since it will not 
shear off. Clearances must be ad- 
justed, too; some shops use a clear- 
ance of 10 percent of metal thickness 
as a general guide. 

In light stamping and forming op- 
erations, types 201 and 202 can be 
handled much the same as the 300 
series types. For fine detail in em- 
bossing, increased ram pressure may 
be needed because of the higher yield 
strengths. 


Joining Methods Are Same 


The new steels can be soldered in 
exactly the same manner used for all 
other types of stainless. Three types 
of solder are commonly used — ordi- 
nary half and half, sixty-forty tin- 
lead and block tin. Fifty-fifty is the 
most popular of the three since it 
adheres well and provides a strong 
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joint. In any soldering job, however, 
it must be remembered that a sol- 
dered joint will not begin to ap- 
proach the strength of the stainless 
steel parts being joined. For strength, 
therefore, a good mechanical joint is 
required and soldering should be 
used primarily for sealing. Towel 
cabinets are soldered prior to spot 
welding for sealing and also to join 
parts for handling during welding. 

It is absolutely essential that all 
flux be neutralized after soldering. 
The entire part should be washed 
with a 5 to 10 percent solution of 
washing soda; if practical, it should 
be immersed in the solution. 

Like the conventional 300 series 
grades, 200 series stainless steels can 
be welded by any commonly used 
method with excellent results. While 
there is some indication that types 
201 and 202 many not be as suscep- 
tible to sensitization in the heat- 
affected zones of weld areas, they are 


handled just like types 301 and 302. 


Finishing Is No Problem 


Finishing techniques for the new 
types are the same as those used for 
other grades. Due to their higher 
manganese content, however, there 
may be an almost imperceptible dif- 
ference in color between the 200 and 
300 series. This is usually noticeable 
only in highly polished surfaces and 
is a consideration only when sheets 
of the 200 series are used together 
with types 301 or 302 on a single 
part. 


SAMPLES WERE installed on 
rooftop test rack in 1932, show 
complete absence of corrosion. 
Sample at left, approximating type 
202, and at right, type 201, were 
given dull finish before imnstalla- 
tion and were cleaned only oc- 
casionally 


For the most economical produc- 
tion of stainless steel parts, maximum 
use should be made of mill finished 
stock. Every producer offers a wide 
variety of surface polishes on stain- 
less steel sheets and with a certain 
amount of care, finishing after fabri- 
cation can sometimes be completely 
eliminated. Listed in Table 2 are the 
standard mill finishes available for 
stainless steel. Also coming into popu- 
lar use now is a 100 grit polish which 
is brighter and shows more grain 
than a no. 4 finish. 

Sheets can be purchased with vari- 
ous protective coverings such as peel- 
able plastic or latex base coatings and 
adhesive paper. These will protect 
surfaces through many fabricating 
operations. Where welding is required 
over only a small area, protective 
coverings can be stripped back just 
as far as needed and the weld areas 
can be polished and blended into the 
mill finish. 

Mechanical grinding and polishing 
are the finishing techniques most 
widely used on stainless steel. Tables 
3 and 4 provide sequences of oper- 
ations for developing a variety of 
mechanical finishes. 


Service Is Excellent 


Uppermost in the minds of many 
fabricators who are considering the 
use of types 201 and 202 is the cor- 
rosion resistance and service life 
which can be expected from these 
materials. 

No difficulty is expected in at- 
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mospheric corrosion since Cr-Ni-Mn 
Pp 





steels have been in service for 15 
years without any evidence of cor- 





rosion due to normal atmospheric 





conditions or common cleaning solu- 
tions. Rail cars and truck trailers of 














a composition similar to type 201 
were constructed as far back as 1942. 





All of the units produced have seen 
constant service and the manufacturer 








has standardized on the use of type 
201 where type 301 was previously 
used, 

Similarly, exposure tests have been 
in process for 14 years, with samples 





























subjected to the industrial atmos- 
phere of Bayonne, N.J. In both open 





and sheltered exposures there was no 
significant difference between Cr-Mn, 





Cr-Ni-Mn-Cu and types 302 and 304 











during the test period. 
In marine atmosphere tests, Cr-Ni- 


ELONGATION 
| | 





Mn samples were comparable in ap- 
pearance to 18-8 samples after nine 


& 
-— 








years exposure. No decrease in tensile 
strength, yield strength or elongation 
occurred as a result of this exposure. 
Samples of Cr-Ni-Mn steels which 
were installed atop the Union Car- 
bide and Carbon building, New York 
City, in 1932 are shown on page 68. 
After 24 years exposure they show no 
evidence of corrosion. 


cooking utensils, sinks, restaurant 




















COMPARISON OF typical mechanical properties of 300 and 


200 series shows that newer types have higher strengths than 
their counterparts 


mitting a change to type 302 or 202. 


No Limitations Foreseen 


In general, the corrosion resistance 
of 201 and 202 stainless steels closely 
approximates that of types 301 and 
302. To date, every test application 
of the Cr-Ni-Mn steels has proved 


satisfactory for such uses as home 


equipment and transportation equip- 
ment. There is no indication that 
these steels will be limited in their 
replacement of types 301 and 302. 
While they are not generally recom- 
mended as replacements for type 304, 
there may be instances where steel 
specifications are over-alloyed, per- 


These new stainless steels offer the 
sheet metal industry an opportunity 
to help stretch strategic nickel re- 
serves without sacrificing any of the 
desirable characteristics which have 
been responsible for the widespread 
preference for stainless steel in qual- 
ity products. 


Curtain Walls Save Floor Space in Store Addition 


Type 302 STAINLESS steel curtain wall construction 


gained 1500 sq ft of floor space for a large department 
store when the management decided to add a new wing 
to the building. Rike-Kumler Co., Dayton, was able to 
add one, and in some places two, stories to the older sec- 
tion of the building because of the lightweight curtain 
wall construction, says Inco Nickel Topics. 

Having considered adding several more floors, the 
firm’s management was delighted to learn that the in- 
sulated curtain walls would measure only 414 in. thick, 
in comparison to more than 12 in. thickness of plain 
masonry walls. 

Adding more than one floor would have been difficult 
with masonry type floors because the construction of 
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the building probably would not support the added 
weight required. The lightweight panels relieved the 
building structure of the huge dead load of masonry 
walls, making it possible to reduce the size and cost of 
spandrel beams, wall columns and foundations. The com- 
pany also saved money 1) by having large panels trans- 
ported and installed with a minimum number of joints; 
2) in the increased amount of usable floor area; 3) in 
the reduced construction and labor time; and 4) in 
elimination of work stoppages because of inclement 
weather. 

The department store management selected a type 302 
austenitic chromium-nickel stainless steel with modified 
2D finish and in 20 ga thickness. 








Business Thrives 
On ‘Fair Profit’ 
Merchandising Plan 





Dealer overcomes price cutting competition with 


low overhead, good engineering and sales promo- 


tion which shows prospects what they can expect 


from his quality installations 


Ir was Just 18 years ago when Hugh K. Adams started 
in the heating business with one eye on the future and the 
other on the high mortality rate of new businesses. Since 
that beginning, thanks to careful business management 
and an active sales promotion campaign, the Hugh K. 
Adams Heating Co., Ypsilanti, Mich. has outgrown its 
present facilities and within a year will move into a new 
building located on one of the city’s main thoroughfares. 

“T realized when I started out that there was a high 
mortality rate among new retail businesses,” Mr. Adams 
states. “I asked myself why, and came up with two an- 
swers: large overhead and price cutting. So, I took 
steps to eliminate these hazards from my operation. I 
kept my overhead as low as possible and always charged 
a price that would assure a fair and just profit.” 


Won't Bow to Price Cutting 


He points to price cutting as an evil which should be 
avoided in a business operation. A dealer may reason 
that cutting a price only $50 will get him a job, and 
after all, what is $50 if it means the difference between 
making and not making a sale? But extended over a 
year and 100 to 150 sales, it amounts to a considerable 
dip in the dealer’s overall profits. 

An example where a steadfast position on price cut- 
ting actually eliminated competition was shown in a 90 
house project where existing heating systems were to be 
converted from coal burning equipment by gas-fired 
conversion burners. When the bids were opened there 
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COMPLETE AIR distribution layout has proven 
very effective in convincing prospects, over- 
coming price resistance 


was a group of unusually high bids, a group in the mid- 
dle including the Adams’ company figure, and one bid 
at the bottom with an estimate many dollars less than 
the average bid. The building owners doubted the ability 
of the low bidder and talked with those in the middle 
bracket. Sales presentation emphasizing value given for 
value received was then the deciding factor. 

The company believes that a fair and adequate price 
can be maintained by handling three lines of furnaces, 
each in a different price range. If a prospect cannot 
afford the most expensive, then one of the other models 
will be suggested by the salesman. 

Also, to avoid any costly mistakes, each house is com- 
pletely engineered before price is mentioned. This way 
every part of the system is put into a drawing and the 
salesman knows exactly how much it will cost. This prac- 


tice also adds effectiveness to the sales presentation. 


Two Pricing Systems Used 


Actually, two procedures are used for pricing a heat- 
ing system. The first is the “lumping” method which is 
used only in emergencies. The second is the engineering 
method. The lumping method is used when a salesman 
comes across a prospect who should be sold right away. 
The salesman makes an estimate of what the job will 
cost and attempts to complete the sale on the spot. 

Nearly all the margin for error has been eliminated 
from this method, however, by use of the furnace price 
book. Each salesman has a book which gives the installed 
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RINGING DOORBELLS has paid off in good sales 
figures for Hugh K. Adams Heating Co. 


price of every furnace the company handles, labor in- 
cluded. The salesman estimates the amount of duct work 
necessary for the job and, with the aid of a formula, ar- 
rives at a very accurate estimate of the cost. 

This form of pricing, even with much of the risk elim- 
inated, is used only when necessary to keep the prospect 
from buying some other piece of equipment for his house. 
Otherwise, the price is quoted only after the job has been 
carefully engineered. 

The company maintains a steady newspaper advertis- 
ing program to locate its prospects. The advertising cam- 
paign is backed by telephone and door-to-door canvass- 
ers. The company has a weekly advertising contract with 
the Ypsilanti daily newspaper. The weekly insertion 
schedule qualifies the firm for a reduced rate. Most of 
the ads are two newspaper columns wide by 6 in. deep. 
A quarter page or more has been used to promote a spe- 
cial event or for seasonal appeal. Frequently the ads are 
reproductions of mats which are furnished by the manu- 
facturer. 

The company has adopted a slogan, “When you think 
of heat, think of Hugh Adams,” which has caught on 
with the Ypsilanti citizens. Many old friends call Mr. 
Adams by the nickname “Heat.” 

One approach used in some of the newspaper adver- 
tising is public appeal. An ad might read, “We need two 
used stokers.” When calls are received from people who 
want to get rid of their old stoker, the company offers 
to take the stokers for a $25 trade-in on a new furnace 
or a conversion burner. The stoker motor is salvaged 
and the remainder of the assembly scrapped. If a sale 
isn’t completed, the person’s name goes into the com- 
pany’s prospect file for future use. 

While newspaper advertising is considered essential, 
most of the leads are obtained from door-to-door can- 
vassing. Three salesmen are assigned certain areas and 
give the city blanket coverage. Salesmen offer a free in- 


spestion of the heating equipment. If the prospect ac- 
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SUCCESSFUL ADS are reused after bringing up to 
date with new mats from manufacturers 


cepts, it is possible to talk about some of his heating 
problems. Using these points as a sales approach, the 
salesmen will make every effort to prove to the prospect 
that money spent on modernization will result in money 
saved next heating season. Also, increased comfort is 
assured with the up-to-date equipment and improvements 
in the existing duct system. 

One point made early in the salesman’s career at Ad- 
ams Heating Co. is the organization’s policy on so-called 
“high pressure salesmanship.” The salesman is told when 
he starts that high pressure tactics are not to be used on 
a prospect, and dire consequences will result if the di- 
rective is not followed. In one case, a salesman failed 
to follow company policy on this subject after being 
warned, and as a result was dismissed as an example to 
the other salesmen. 


Cooling Sales Go Up 


Increased efforts were made this year to obtain more 


cooling sales, and as a result 19 systems were sold during 


an off season when summer temperatures remained well 
below average. The canvasser does not restrict his sales 
approach to either heating or cooling. Both types of 
equipment are covered when talking to a prospect. 

The company’s salesmen — a three-man year ’round 
force and another man expected to be hired shortly — 
have tried to cover housing projects five years or older 
in pointing toward cooling sales. They figure families 
who live in these houses usually have paid off much of 
the initial cost involved in establishing a home. Many of 
these prospects are young couples, and often the wife 
holds a full time or part time job. The company feels 
this type of family is the ideal prospect for summer air 
conditioning. 

Has the system paid off? In the past two years, Adams 
Heating has experienced a sales increase of better than 
10 percent. 





Want to Grow BIG? 


This sheet metal contractor says 


it takes a willingness to tackle all kinds of work, 


assurance of quality and the ability to do 


the job at a satisfactory price. A look at his 


business shows how he puts this formula into 


Wat steps should a sheet metal contractor take to 
grow big enough to handle major industrial and com- 
mercial jobs? This question was asked of a man well 
qualified to answer, Frank H. Haines, president, Standard 
Engineering Co., Washington, D. C. Mr. Haines’ com- 
pany has handled sheet metal installations in an impres- 
sive list of important buildings in the nation’s capital 
and points as far away as Massachusetts, Ohio, and Flo- 
rida. 

Mr. Haines named three important guides. He said, 
“You've got to be willing to accept the responsibility: 
1) to do every type of work involving sheet metal in all 
of its various forms, 2) to assure quality workmanship 
on every job, and 3) to produce the work at a price that 
makes it worth the cost to the customer.” 


This has been the philosophy of the company since 





practice 


its beginning in 1909 when Elmon J. Ewing and S. 
Franklin Gardner applied for a business license to open 
a sheet metal and heating shop. Mr. Haines started with 
the company in 1927 and has carried on the business 
since the death of the two founders. 


Equipment, Skilled Staff Essential 


In order to undertake every type of sheet metal work 
a shop must have a wide variety of equipment and tools 
and a staff of highly skilled workmen. Standard Engi- 
neering has both. The company’s shop is equipped with 
almost every type of tool required to fabricate sheet metal 
ranging from 10 to 30 ga. The company keeps 40 jour- 
neymen busy in the field. Backing them up are 18 shop 


men and seven layout men. In this shop it isn’t unusual 





Planning is needed to 


a - 
WORK SCHEDULE is reviewed by Frank H. Haines, 


president (left), and Harold Hollingsworth, superin- 
tendent, to assure steady flow of work through the shop 





busy 


keep large shop 


SEVEN LAYOUT men are responsible for keeping 18 
shop men busy throughout the day. Here a layout man 
punches brake marks as a guide for mechanics 
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equipment 


AT A POWER brake, the “boss” talks to long-time em- 
ployees who are shaping elevator door trimmings 


CUTTING of channels and angle irons is fast and clean 
when done with this abrasive cutting wheel 





required for 


MECHANIC operates a power beading machine which 
assures a fast and uniform bead on collar joint 


INTRICATE shearing operation on this machine is 
planned by sheet metal shop superintendent and mechanic 





to see 26 ga duct work being fabricated next to work 
on a 10 ga boiler breeching. 

Standard Engineering Co. has prepared an eight page 
brochure which tells briefly the company story and lists 
many of the projects the company has handled. The list 
of buildings which contain Standard Engineering’s sheet 
metal installations reads like a “Who’s Who of Modern 
Buildings.” 

Some of the projects listed include: AFL-CIO office 
building, Chesapeake and Potomac Telephone Co. main 
office, American Red Cross, Lincoln Memorial, Library of 
Congress Addition, National Academy of Science, Na- 
tional Shrine of the Immaculate Conception, Naval Medi- 
cal Center, the State, War, and Navy building, U.S. 
Public Health Service, Washington International Air- 
port, and more than 100 other well-known buildings in 
and around Washington. The company has also com- 
pleted projects in such places as Atlanta, Fort Knox, 
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Syracuse, N.Y., Boston, Jacksonville, Fla. and Charleston, 
W. Va. 

Standard Engineering’s sheet metal shop is located in 
Alexandria, Va., about 15 minutes drive from the down- 
town Washington general office where engineers, pur- 
chasing agents and other office personnel are located. 

The shop had previously been located adjacent to the 
office but was moved several months ago. Mr. Haines 
feels there are many advantages in having the shop lo- 
cated outside of the metropolitan area. Parking is no 
longer a problem. The noise of the shop no longer car- 
ries over into the office. Rental costs per sq ft are much 
lower. More working space can be made available for 
each piece of equipment, which contributes to fewer ac- 
cidents and greater efficiency. 

Another factor in moving the shop was the fact that 
most new buildings are being located on the outskirts 
of Washington and the shop is therefore more accessible 
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ANNUAL AWARD for outstanding craftsmanship was 
made by Washington Building Congress to Earl Collings- 
worth, journeyman with Standard Engineering Co. Mr. 
Collingsworth (right) is presented award by Frank H. 
Haines (left), past president of WBC 


to most of the jobs underway. The company’s trucks no 
longer have to struggle through heavy traffic to reach 
jobs with a load of equipment. 

Retaining the downtown office makes it convenient to 
reach architects and engineers for consultations. The 
company also recognizes the value of the prestige of a 
downtown address. 


Personal Interest Shown 


The ability to handle such a variety of major work 
comes from a well organized shop and constant train- 
ing of the company’s mechanics. Mr. Haines takes a per- 
sonal interest in his men’s work. Whenever he visits the 
shop he makes it a point to talk with employees at their 
work. This simple gesture can contribute greatly to high 
morale. 


The type of work that can be expected from the com- 
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ADEQUATE working space speeds fabricating process. 
Joe MacArthur, shop foreman, tries new location for 
pneumatic Pittsburgh lock seamer 


pany was recently exemplified by an honor bestowed 
on Earl Collingsworth, a 67 year old journeyman who 
learned his trade with the company. Mr. Collingsworth 
was singled out by the Washington Building Congress 
for its annual Craftsmanship Award. 

The Craftsmanship Award is presented to journey- 
men for displaying exceptional skill on a particular job. 
Mr. Collingsworth received the award for the remodel- 
ing and installation work he performed at the Capitol 
building power plant. 


Machines Turn Out All Fittings 


To handle such large jobs, Mr. Haines has equipped 
his shop with machinery to turn out every type of fitting 
or part needed, whether it be light gage duct work, stain- 
less steel, or 10 ga plate steel. His equipment includes 
heavy duty power brakes with 20 different types of dies, 
power shears capable of cutting 10 ga sheet steel, abra- 
sive cutting wheels for channels and angles, electric and 
pneumatic seaming hammers, power operated crimpers 
and beading machines and heavy duty slip rollers. 

With a substantial investment in machinery it is im- 
portant to see that each machine gets as much use as 
possible. This is accomplished in part by careful sched- 
uling of work through the shop. In addition, however, 
the company has experimented with each piece of equip- 
ment to discover new uses beyond those for which they 
were primarily designed. 

This experimentation in work procedures goes on con- 
stantly under the direction of Harold Hollingsworth, su- 
perintendent of the sheet metal department, and his as- 
sistant, Joe MacArthur, shop foreman. 

One practice followed in the shop is the application 
of a coat of paint to all fabricated parts other than duct- 
work. The management feels this step is well worth the 
added cost. It not only helps protect the parts until they 
are installed, but also gives a workmanlike appearance 
to the job as it is being assembled on the job site. Scars 
which occur during fabricating are covered by the prime 


coat to give each part a neat appearance. 


CLEAN OUT door assembly for 10 ga steel breeching 
is arc welded and made ready for installation by field 
crew 
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HUGH REID'S SHEET METAL PATTERN 


How to Develop a 


Square Crotch Two-Way 
Wye Branch 


. . . Via the simplified method, for applications 


such as in a dust separator system which employs one blower to 


convey dust to separate collectors. Here also are some 


tips on reading the blueprints to avoid confusion 





Prose.cem 


1o? 


1A PLAN view 





1B FRONT view 


INSTALLATION PROBLEMS for twin dust 
collectors served by single blower 
are solved by square wye branch 
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Blueprint reading questions and answers 
QUESTION: 
What do the hidden lines marked A on the 
right hand collector (Fig. 1B) represent? 


ANSWER: 
The inner collector shell, which cannot be 
seen. 


QUESTION: 
Why is the 2’-0” transformer dimension 
given in Fig. 1A and not on the front view 
(Fig. 1B)? 


ANSWER: 
The fitting appears in its true length in 1A. 


QUESTION: 
Why does the wye branch appear as a circle 
in Fig. 1B? 


ANSWER: 


In the front view we are looking into the end 
of the 10 in. pipe. 


QUESTION: 

The dimension of the round duct is given as 
7 in. diameter and the inlet dimension is 
4 X 18 in. What effect will this have on the 
system? 


ANSWER: 

The increase in area will result in a velocity 
drop at the intake. For example, the 7 in. 
duct at an air volume of 1200 cfm will have 
a velocity of 4500 fpm. The velocity at the 


4 X 18 in. duct at the same 1200 cfm will 
be 2400 fpm. 








A DUST SEPARATOR SYSTEM in which a common blower 
is used to convey the dust to separate collectors is illus- 
trated in Fig. 1A and 1B. This type of installation was 
recently completed in a large industrial plant. The specifi- 
cations for the job called for a damper arrangement at 
the wye branch crotch intersection. 

Developing and installing a damper in the regular oval 
crotch wye can be quite a problem. Rivet heads, solder 
or welding burrs on the inside seam or an irregular 
shape in forming can all prove troublesome factors in 
the free operation of the damper. Most of the trouble can 
be eliminated by the use of a square type wye branch. 

The square type wye branch will also provide added 
area in the crotch section, and will offer much less re- 
sistance to the free flow of heavier dust, such as wood 
shavings. 

In the design of the damper, much thought should be 
given to the position of the damper control. Should it 
be necessary to install the control in a high elevated 
position a chain control should be installed and brought 
to an operating height of from 4 ft 6 in. to 5 ft. above 
floor level. 

Given the front and end views of a square crotch wye 
branch, the following is a step-by-step analysis of the 
pattern development problem. 


The Simplified Method Drawing, Fig. 3 — 


a) Draw the 1 3% in. horizontal line 9-10. From point 
9, measure half the diameter, which is 7 in., to the right, 
and mark the point 11. From point 11, draw the vertical 
center line CL, perpendicular to line 9-10. 

b) From point 11 measure up 7% in. and mark the 
point 12. From point 12 draw diagonal center lines to 
the right and left at 45 deg to the vertical center line. 
From point 12, measure 1 5/16 in. on both diagonal 
center lines and mark the points 1. Through points 1, 
draw lines perpendicular to and extending on both 
sides of the diagonal center lines. With points 1 as 
centers and radius 54 in., draw half circles below the 
perpendicular lines drawn from points 1. Where the half 
circle intersects the left perpendicular line mark the 
points 8 and 5 as shown and where the left diagonal 
center line crosses the half circle line, mark the point 1’. 

c) Divide the lower quarter circle 1’-8 on the left leg 
of the wye into 3 equal spaces. Mark the indicated points 
l’, 6’, 7’ and 8. Divide the upper quarter circle 1’-5 
into 4 equal spaces. Mark the indicated points 1’, 2’, 
3’, 4’ and 5. From points 6’, 7’ and 1’ on the half circle, 
draw lines parallel to the diagonal center line to line 
8-5. Mark the points of intersection 6, 7 and 1. Mark the 
lines M, J and G. From points 2’, 3’ and 4’ on the half 
circle, draw lines parallel to the diagonal center line to 
line 8-5. Mark the points of intersection 2, 3 and 4. 

d) With point 11 on line 9-10 as center, and radius 
11-9, draw a quarter circle from point 9, and divide it 
into 3 equal spaces. Mark the points 9, 13’, 12’, 11’. From 
the equally spaced points, draw lines perpendicular to 
and intersecting line 9-10; mark the points 13, 12 and 11. 
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e) From point 5, draw a line downward and perpen- 
dicular to line 5-8 to intersect the vertical center line; 
mark the point 0. Through the points 0-1 on each of the 
1 14 in. diameter branch ducts, draw the line XX. Draw 
the line YY tangent to the lowest points of the 54 in. half 
circles. Mark the distance between lines XX and YY 
with the letter A. Mark the intersection point of the ver- 
tical center line and line XX with the letter Q. 

f) Set a compass at distance A and with point Q as 
center, transfer this distance to the right on line XX and 
mark the point A’. Draw a line connecting points A’ and 
10 and mark the line Y. Draw a line from crotch point 
0 perpendicular to the vertical center line to intersect 
line Y. Mark the line B’. This line is equal in length to 
one half of the crotch length as indicated by B’ on Fig. 
2B. 

g) Measure line B’ with a compass and with point 5 
on the left hand branch of the wye as center, draw an 
are cutting distance 5Q. Through the point draw a line 
perpendicular to and extending on both sides of line 5Q; 
mark the line ZZ. Mark the distance from line ZZ to point 
1’ on the half circle F; from line ZZ to point 2’, mark 
the distance E; line ZZ to point 3’, mark distance D; 
line ZZ to point 4’, mark C; line ZZ to point 5, mark B. 

h) From point 0 draw the work lines 0-1, 0-2, 0-3, 
0-4 and 0-5. Draw a work line connecting points 11 on 
the large diameter to 1 on the left branch of the wye, 
and mark the line S. Draw the work lines T, U, V, W, 
X and Z from points 9, 11, 12 and 13 to points 6, 7, 
and 8. 

i) Subtract the distance of line 1-1’, marked G, on the 
half circle of the wye (left branch) from line 11-11’ on 
the large diameter, and mark the difference as length H. 
Subtract the distance of line 6-6’, marked J, on the small 
diameter half circle from line 11-11’ on the large diam- 
eter half circle, and mark the difference as length K. 

j) Subtract the distance of line 6-6’, marked J, on the 
small diameter half circle, from line 12-12’ on the large 
diameter half circle, and mark the difference as length 
L. Subtract the distance of line 7-7’, marked M on the 
small half circle, from line 12-12’ on the large half circle, 
and mark the difference as length N. Subtract the dis- 
tance of line 7-7’, marked M on the small half circle, 
from line 13-13’ on the large half circle and mark the 
difference as length P. Mark line length 13-13’ on the 
large half circle as length R. 


To Lay Out the Half Pattern, Fig. 4 — 


a) Draw the vertical center line Y’ and establish the 
point 11’. From the simplified method drawing (Fig. 
3) measure the line length 10-A’, and with point 11’ 
(Fig. 4) as center, transfer this length to line Y’ and 
mark the point O’. Transfer line 0-1 from Fig. 3 to 
the vertical leg of a right angle and fall distance F to 
the horizontal leg. The hypotenuse 0-1-F is the developed 
line. With 0’ (Fig. 4) as center and radius 0-1-F, draw 
arcs to the right and to the left of point 0’. Transfer line 
S from Fig. 3 to the vertical leg of a right angle and fall 
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distance H to the horizontal leg. The hypotenuse SH is 
the developed line. With point 11’ (Fig. 4) as center 
and radius SH, draw lines cutting the arcs 0-1-F and 
mark the points 1’. 

b) Transfer line 0-2 from Fig. 3 to the vertical leg 
of a right angle, and fall distance E to the horizontal leg. 
The hypotenuse 0-2-E is the developed line. With point 
0’ (Fig. 4) as center and radius 0-2-E, draw arcs to the 
right and left of points 1’. With arc length 1’2’ (Fig. 3) 
as radius and points 1’ (Fig. 4) as centers, cut the arcs 
0)-2-E, and mark the points 2’. 

c) The line 0-3 and the fall distance D are transferred 
from Fig. 3 to the vertical and horizontal legs of a right 
angle. The hypotenuse line 0-3-D is the developed line. 
With point 0’ (Fig. 4) as center, and radius 0-3-D, draw 
ares to the right and left of points 2’. With are length 2-3 
(Fig. 3) as radius, and points 2’ (Fig. 4) as centers, cut 
the arcs 0-3-D and mark the points 3’. 

d) Transfer line T and fall distance K to the vertical 
and horizontal lines of a right angle. The hypotenuse line 
TK is the developed line. With points 11’ (Fig. 4) as 
centers and radius TK, draw arcs to the right and left of 
points 1’. With equal space 16’ from the half circle (Fig. 
3) as radius and points 1’ (Fig. 4) as centers, cut the 
arcs TK and mark the points 6’. 

e) Working from Fig. 3, transfer line U and fall 
distance L to the vertical and horizontal legs of a right 
angle. The hypotenuse line UL is the developed line. With 
points 6’ (Fig. 4) as centers and line UL as radius, draw 
arcs to the right and left of point 11’. With are length 
11’12’ (Fig. 3) as radius and point 11’ (Fig. 4) as 
center, cut the arcs UL and mark the points 12’. 

f) The line V and the fall distance N are transferred 
from Fig. 3 to the vertical and horizontal legs of a right 
angle. The hypotenuse line VN is the developed line. 
With points 12’ (Fig. 4) as centers and radius VN, draw 
arcs to the right and left of points 6’. With arc length 
6’7’ on the small diameter half circle (Fig. 3) as radius 
and points 6’ (Fig. 4) as centers, cut the ares VN and 
mark the points 7’. 

g) From Fig. 3 transfer line W and fall distance P 
to the vertical and horizontal legs of a right angle. The 
hypotenuse line WP is the developed line. With points 7’ 
(Fig. 4) as centers, and radius WP, draw arcs to the 
right and left of points 12’. With arc length 12’13’ (Fig. 
3) as radius, and points 12’ (Fig. 4) as centers, cut the 
arcs WP, and mark the points 13’. 


h) Draw a right angle. Transfer line X from Fig. 3 
to the vertical leg and fall distance R to the horizontal 
leg. The hypotenuse XR is the developed line. With points 
13’ (Fig. 4) as centers and radius XR, draw lines to the 
right and left of points 7’. With are length 7’8 (Fig. 3) 
as radius and points 7’ (Fig. 4) as centers, cut the arcs 
XR and mark the points 8’. 

i) Set a compass at line length 8-9 marked Z (Fig. 3) 
and with points 8’ (Fig. 4) as centers, draw arcs to the 
right and left of points 13’. With arc length 13’-9 (Fig. 
3) as radius and points 13’ (Fig. 4) as centers, cut the 
arcs Z and mark the points 9%. 


To Lay Out the Crotch Pattern, Fig. 5 — 


a) Draw the horizontal line 10’-11’ (Fig. 5) which is 
equal in length to twice the developed crotch line B’ 
(Fig. 3). 

b) Transfer line 0-5 from Fig. 3 to the vertical leg 
of a right angle, and fall distance B to the horizontal leg. 
The hypotenuse line 0-5-B is the developed line. With 
point 10° (Fig. 5) as center and radius 0-5-B, draw an 
arc above and to the right of point 10’, and below and 
to the right of point 10’. With point 11’ (Fig. 5) as 
center and the same radius, cut the arcs drawn from 
point 10’, and mark the points 5’. 

c) Draw a right angle. From Fig. 3 transfer line 0-4 
to the vertical leg, and fall distance C to the horizontal 
leg. The hypotenuse line 0-4-C is the developed line. With 
point 10’ (Fig. 5) as center and radius 0-4-C, draw arcs 
above and below line 10’-11’ and to the left of points 
5’. With the same radius and point 11’ as center, draw 
ares above and below line 10’-11’ and to the right of 
points 5’. With are 5-4’ (Fig. 3) as radius and points 5’ 
(Fig. 5) as centers, cut arcs 0-4-C; mark points 4’. 

d) Draw a right angle. From Fig. 3 transfer line 0-3 
to the vertical leg and fall distance D to the horizontal 
leg. The hypotenuse line 0-3-D is the developed line. 
With point 10’ (Fig. 5) draw ares to the left of points 4’ 
above and below line 10’-11’. With point 11’ (Fig. 5) as 
center and the same radius, draw arcs above and below 
line 10’-11’ and to the right of points 4’. With are length 
\’-3’ (Fig. 3) as radius and points 4’ (Fig. 5) as centers, 
cut the arcs 0-3-D and mark the points 3’. 

Through the developed points, draw the pattern out- 
line and work lines, add allowances for seams and joints, 
lay out the rivet holes; mark patterns for fabrication. 





Stress Increased Resale Value of Home in Selling Heating, Cooling 


FROM A midwest real estate sales- 


man comes a remark, by way of 
Fitting Facts, Air Distribution In- 
stitute publication, which might have 
been made to a heating-cooling deal- 
er as a word of advice in selling 
central air conditioning installations 
to owners of new or older homes. 
“Buyers of older homes are a lot 
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more choosy than they were a year 
or so ago and one of the first things 
they look at is the furnace. They 
don’t know much about a furnace, 
but if it looks fairly new it impresses 
them. And 
enough that if a house has central 
cooling it can make the difference 


between making or losing a sale then 


cooling is still new 


and there, other things being nearly 
equal. 

As a real estate salesman, I'd esti- 
mate that when a house is put up 
for sale the owner gets at least the 
cost of installation added to the 
price the house will bring. That goes 
for either an up-to-date heating or 
cooling system.” 
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AIR CONDITIONING IS PROFITABLE BUSINESS 


=~ ty 


“Our business increased over 50% 
since we added home air conditioning,’ 


Reports CONTRACTOR ED KERSHNER OF PHILADELPHIA, PA. 


- 


Ed Kershner (right) with builder Carl Metz 
(left) tailor air conditioning to each buyer’s 
requirements. That way they’re sure ofa 
satisfied customer. Here they examine a 
Mueller Climatrol unit of the type used 
exclusively by Mr. Kershner for his instal- 
lations in Mr. Metz’s development, Rydal. 


“We decided to handle air conditioning, 
because it was just good business to keep 
up with the demands of home buyers,”’ 
says Ed Kershner, President, Suburbanaire 
Heating & Air Conditioning Co. “It’s paid 
off with a 50% increase in business since 
we took on our first air conditioning job in 
1955. Time and time again we won the bid, 
because we do both heating and air con- 
ditioning. 

“Our future success will be built on how 
well our installations perform a long time 
after we do the job,”’ continues Mr. Kersh- 
ner. “‘With our reputation at stake, we make 
sure we use only the best materials. We’ve 
checked, and we’ve found ‘Freon’ has al- 
ways been a trouble-free performer. Natu- 
rally a ‘Freon’* refrigerant goes into every 
air conditioning job we do.’’ 

For more than 26 years Du Pont “‘Freon’’ 
refrigerants have helped insure trouble-free 


performance for all types of air condition- 
ing installations. So when you need a re- 
frigerant, always ask your complete air 
conditioning and refrigeration wholesaler 
for acid-free, dry, safe“‘Freon’’ refrigerants. 
FOR MORE INFORMATION about the profita- 
bility of home air conditioning, write to 
E. I. du Pont de Nemours & Co. (Inc.), 
**Kinetic’’ Chemicals Div. 243, Wilming- 
ton 98, Delaware. 





Always ask 
for “Freon” 
from the 
wholesaler 
who displays 
this sign... 











QU POND FREON REFRIGERANTS 


REG. u 5. pat. OFF 


BETTER THINGS FOR BETTER LIVING. . 
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. THROUGH CHEMISTRY 


***Freon’’ ia Du Pont's registered trademark 
for its fluorinated hydrocarbon refrigerants. 





This is the house that 


LOWERING ONE OF THE BRONZE 

7 oe 4 PANELS into place. Panels using 

ia ‘é0 Revere architectural bronze sheet for 

° i ib spandrels were prefabricated by 

What REVERE is = GENERAL BRONZE CORPORATION 
and delivered at the site ready for 


doing ike) help Ao) eee slipping into place. Panels are 47’ 
-_: wide by one-story high. 





SHOWING ONE OF THE 4,554 
PANELS each containing a spandrel 
sheet of Revere Architectural Bronze, 
weighing a total of 325,000 Ibs. 


ad 


SECTION SHOWING FIRST-FLOOR 
PANELS in place and mullions ready 
to take additional panels on floor 
above. GEORGE A. FULLER CO. is the 
general contractor. Revere Extruded 
Architectural Bronze in 3 different 
shapes is used for the muntins and 
jambs, while Revere Architectural 
Bronze Sheets are used for spandrels 
in the panels and the louvers in the 
air conditioning cooling tower. 


NO ROOM FOR ERROR HERE — 
Directly below you see the spandrel 
sheets being stretched at Revere's 
New Bedford plant prior to being 
shipped to GENERAL BRONZE CORP. 





* . 









— 


oe - 


; a HERE YOU SEE—Revere Spandrel 
ny Sheets being tested for flatness. 

Great care had to be exercised by 

Revere workmen in order to make 

certain each sheet was absolutely 


: — 
' ca ' . 
- a ) 4 i i t flat throughout i i 
: ,* ghout its length and width “ 
| _z a Ls and that all corners were square. * ™ 














A tribute to modern structural 
design and production ingenuity 


Contains over 


1/2 MILLION LBS. 
of REVERE 


architectural bronze sheets 
and extruded shapes 


For centuries bronze has symbolized endurance. But it took the com- 
bined daring and imagination of Mies van der Rohe and Philip Johnson, 
with Kahn & Jacobs as associate architects, to take this most ancient of 
metals and shape it into a striking, modern, 38-story landmark... 
Seagram Building, 375 Park Avenue, N. Y. C. 

With such a design, structural problems were bound to occur. But 
General Bronze Corporation, working with various suppliers, combined 
their skills and successfully met those challenges. Bolting the steel girders 
to eliminate the noise of riveting, for example, was a major innovation. 

Revere contributed its share by furnishing all of the spandrel sheets 
of architectural bronze, 3 of the extruded shapes for the muntins and 
the jambs, and the architectural bronze sheet for the louvers used in the 
huge air conditioning cooling tower, a total of more than a half-million 
pounds. (Detailed captions opposite page.) 

This is still another example of how Revere, since its founding over 
a century and a half ago by Paul Revere, has worked with architects, 
engineers, designers and contractors in creating many of the country’s 
leading landmarks . . . and another good reason why it will pay you 


to put this accumulated knowledge to work for you by seeking Revere’s 
collaboration on your next project. 


REVERE COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 
Executive Offices: 230 Park Avenue, New York 17, N. Y. 


Mills: Baltimore, Md.; Brooklyn, N.Y; 
Chicago, Clinton and Joliet, Ill.; Detroit, 
Mich.; Los Angeles and Riverside, Calif ; 
New Bedford, Mass.; Newport, Ark; 
Rome, N.Y. Sales Offices in Principal 
Cities, Distributors Everywhere. 


Manufacturers of Revere Sheet, Roll and Strip Copper for 
roofs, gutters, downspouts and ‘flashing . . . Revere Archi- 
tectural Bronze extruded shapes and sheets for spandrels, 
muntins, mullions, jambs, louvers and decorative purposes 
. .. Revere Copper Water Tube for hot and cold water lines, 
plumbing lines, vent, waste and drainage lines, under- 
ground service and processing lines, radiant panel heating, 
air conditioning lines, and oil burner lines. 





-- Saddled 


by ‘under-par’ 
air conditioning ... 





offers you a quality 
line designed to sell! 


Want to eliminate expensive service call-backs and 
complaints? Want to keep profits from doing a 
disappearing act? Switch to Janitrol Summer Air 
Conditioning, the line that stands out for quality 
performance, easy installation and freedom from 
service headaches! 


The complete Janitrol line will help you sell more 
jobs and increase your profits. Why? Because it 
~— you re —_ features that guarantee . 
rformance and long-life your competition can’t 
eee Every Janitrol installation promptly goes to YEAR ‘ROUND CONDITIONER 
work to help sell another! Combines clean, thrifty gas heating and powerful waterless 
ste etn neon 
There are “packaged” Janitrol water-cooled and of Reor space. Easily installed in ony home—vpflow 
waterless conditioners for every residential and flow models. “ADD-ON” Cooling ' 
light-commercial building and remodeling need. tential! Unit may be installed for cplnsgsceflice: 8 
Models for use with existing warm air furnace or _ eeibinet left empty ~~ or 5c cxecoe 
for independent operation. Combination cooling 


and heating units you can feature for year ’round 
comfort. 


+. 





the best years of your business 
begin with... 


and Janitrol gives you Jani trol 


plenty of merchandising and advertis- 
ing support, including hard-hitting HEATING ... COOLING 


ads like these in leading con- JANITROL HEATING & AIR CONDITIONING DIVISION 
sumer magazines, and those your SURFACE COMBUSTION CORPORATION « COLUMBUS 16, OHIO 
builder-prospects read! Ask IN CANADA: MOFFATS, LTD., TORONTO 15 
ee ee pr ampee  c for the Complete line of gas and oil furnaces, unit heaters, conversion burners, 
pro t-ma ing story on « anitrol 5 com- water-cooled and air-cooled summer conditioners, combination heating- 
plete air conditioning line right away! . * 

cooling conditioners. 
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Contractor’s Booklet Sells Quality 


To TELL NEW prospects and to re- 
mind old customers about his com- 
pany’s services, G. R. Cummings, G. 
R. Cummings Co., Meriden, Conn., 
sheet metal contractor, has prepared 
and distributed a 32 page, two-color 
booklet. The brochure is 8144 X 11 
in. and has a plastic comb to hold 
the loose leaf pages together. This 
arrangement makes it practical for 
either adding more pages later or 
removing any if they become out of 
date. 

The cover of the booklet is heavy 
(125 lb stock) and has an 
olive green 


paper 
background. The title, 
“On the Job,” in 1 34 in. black let- 
ters, runs in three lines along the left 
side of the cover. The right side of 
the cover contains the company 
name, the address and identification 
as a sheet metal contracting firm, in 
1/4 and 3/16 in. letters. 

The artwork on the cover shows 
three sheet 


gaged in various duties. 


metal journeymen en- 


Company Is Introduced 


The book opens to a photograph 
of the company’s modern building. 
On the opposite page, the introduc- 
tion begins: “Because we may be 
new to you .. . Meet the G. R. Cum- 
mings Company.” The following mes- 
sage gets to the point very quickly: 
“The foundation on which the G. 
R. Cummings company has grown is 
an idea, an ideal. A very few words 
will express it: Do it right. Do it 
fast. Give good value.” 
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The specific services of the com- 
pany are spelled out in the next para- 
graph: “We are sheet metal contrac- 
tors and air control engineers 
equipped to do any such jobs you 
need done—whatever they are and 
whenever they may be.” 


Reputation Is Emphasized 


Other selling information is pre- 
sented through brief descriptions of 
specific jobs and how they were 
handled to build the company’s repu- 
tation. The 


marized with this interesting and 


introduction is sum- 


very effective motto: “You can count 
on Cummings. Cummings competence 
costs no more.” 

As the reader turns the pages, he 
is taken step-by-step through opera- 
tions of the various departments with- 
in the company. 

A spread of two pages is headed, 
“When you come to Cummings, this 
is how we do your job.” The text 
briefly describes the handling of a 
request for a bid through the survey, 
takeoff and proposal. The handling 
of an order is then briefly described: 
its assignment to the various depart- 
ments involved, its installation, in- 
spection and guarantee. 

Pictures illustrate the care exer- 
cised on each job in the different de- 
partments. One spread is headed: 
“Your Job In Pictures . . . as done 
by the G. R. Cummings Company.” 
The company’s name is constantly 
kept before the prospective customer. 

Spreads of photographs take the 


... in 32 pages of pictorial introduction to a modern shop 


THE &. &. COMMINES CB, 


SERVING BOTLDERS, FROM STACT 10 Fil 


BOOKLET COVER reflects tone of 
quality which is theme of company’s mes- 
sage to prospects and customers 


prospect through the shop, illustrat- 
ing the work performed by the engi- 
neering staff, office force and stock 
department. Another spread pictorial- 
ly describes “Doing An Actual Job 

. the G. R. Cummings Company 
Way.” The obvious use of modern 
equipment and evidence of previous 
planning proves to the reader that 
quality is the watchword at the Cum- 
mings shop. 

More pictures captioned, “The 
gang goes to work,” continue the in- 
stallation theme. 

On the final page in the brochure 
are lists of well-known firms for 
whom the company has done work, 
and the services the company is 
prepared to perform for the prospect. 
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: IS YOUR OWN BRAND PULLING THE RUG FROM UNDER YOU? 
A TYPHOON FRANCHISE PROTECTS YOU AGAINST NEEDLESS COMPETITION 


It happens every day. You work your head off trying to land an air conditighing job. Then someone 
else steps in and offersthe same unit at a cut price. That “someone else” tuptis out to be a wholesaler, a 
factory-owned branch or the factory itself. But it can’t happen with Typhoon. With a Typhoon franchise, 
the line is yours. You get 100% c6*eperation — not competition — from! Typhoon. 

HERE’S HOW YOU CAN PROFIT WITH A TYPHOON FRANCHISE: 


DIRECT FACTORY CO-OPERATION puts more profit in your pocket. INDUSTRY’S MOST COMPLETE 
LINE water-cooled or waterless packaged units to 40 toms. Air-cooled or water-cooled condensing 
units, off-the-floor units, waterless residential units of all size$, air handling units, complete line of 
furnaces.’ LIBERAL FINANCE PLANS easy, inexpensive terns for you and your customers. TOP 
ADVERTISING COOPERATION Typhoon pays up to 100% of your own local ad costs. No local com- 
petitors’ names in your advertising. YEAR-ROUND SALES PROMOTION aggressive, field-tested pro- 
gram that pulls in sales at a profit. QUALITY EQUIPMENT the features your customers want, at the 
price they’re willing to pay. NATIONALLY ADVERTISED in Business Week, Progressive Grocer, Archi- 
tectural Forum, Factory Management, Super Market Merchandising. 


TYPHOON 


TYPHOON AIR CONDITIONING COMPANY 505 Carroll Street, Brooklyn 15, New York 
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MAN OF MANY ROLES 


FAN OF MANY ROLES 


Remember Lon Chaney? He gave chills galore to silent film fans in ‘‘Phantom of the Opera’’. .. moved from 
role to difficult role at the drop of an opera cloak, earning him his stage name, ‘‘Man of A Thousand Faces.”’ 


At Utility, we have a blower as nimble as Mr. Chaney at changing roles—at your ‘‘direction.’’ Known off 
location as the 4-Way Discharge Blower, on location it positions quickly in any one of four positions— 

top horizontal, top vertical, bottom horizontal or bottom vertical. If we wanted to stretch a point, there are 
actually eight positions, since the fan faces left or right at any of the above angles. 


The key to the stellar performance of Utility's 4-Way Discharge Blower is the rigid frame. You simply place 

the fan in the desired discharge position and the job is done, without bolts or screws or costly sheet metal work. 
This rigid frame also adds a bonus of strength and stability to the installation. Inventory-wise it makes sense. 
Available in single and double widths, this blower can take care of many jobs without emergency 

re-ordering or ‘“‘hand fashioning” on the job. 


The quality is there—and it’s all Utility! One-piece wheel for rigidity, long life and super-quiet operation. 
And due to Utility’s advanced production techniques, this ‘‘fan of many roles’’ is priced with the lowest. 
Proving again that when quality and price must get together, Utility is always the logical answer. 


Manufacturers of heavy 
A Division of Utility Appliance Corp. and standard duty bl for 
beating, air conditioning 
and eel ate: 1g A tal lated. 
UTILITY FAN CORP et nenetnce tind 
911 East 59th Street, Los Angeles 1, California and blower parts for original 


turers. 











Write for catalogue data. 
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One of the many attractive ‘‘Greta Lederer Homes’”’ recently 
built in suburban Glencoe, Illinois. 


. “ws = 

a a , 
me 28 
<4 : eS 


in the 
finest homes... 
P-K sheet metal 


fasteners! 


In Chicagoland’s swank North Shore suburban 

homes, heating and air conditioning contractors like 

Atomatic Inc., make P-K Type-A fasteners their 

first choice. The original self-tapping sheet metal screw, 
Parker-Kalon fasteners are famous for quality and Contractor Stan Lundquist, 
‘ . Atomatic Inc., Chicago, makes 
uniformity—no off-center or burred slots, no under- final check of heating and air- 
sized or eccentric heads—they start right, drive right, conditioning installation. “What- 
i - : ever the size or type of job— 

help keep jobs on schedule. That’s why leading 


office building, factory, store, or 
Heating and Air Conditioning Contractors say ... fine home—we look to P-K Self- 


t : tapping Screws for their speed 
“Tf it’s P-K ... It’s O-K! and dependability.” 


PARKER-KALON DIVISION, Genera 


PARKERKALOM 


af 
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NEW : 
cuRvE 


Se NTOUR cone design 
provides air diffusion 
efficiency never before 
equalled—AT SUCH AN 
ECONOMICAL PRICE. 


NEW! 
Unsurpassed beauty ... 


the ultimate in modern 
day design. 


NEW! 


Easiest . . . fastest in the 
world to install—adijust. 


The T-1 diffuser is only 
one Model of Titus’ excit- 
ing completely new line of 
CEILING DIFFUSERS AND 
ACCESSORIES. If you 
haven't received litera- 
ture on this new line— 
WRITE TODAY! 


on 
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MODEL T-1 


the 





industry’s 
first 








low-cost 





‘*adjustable-in- 





the-field’’ 





ceiling diffuser 











Fills a long-standing need in the air 
conditioning field! The new Model T-1 
is the first diffuser made that COM- 
BINES the top quality features, attrac- 
tive styling and high diffusion efficiency 
of much more costly units—WITH 
TRULY MODEST PRICING. 

This 3-cone diffuser is simplest of all 
to install, adjust. Inner cone assembly 








quickly, easily removed—snaps back 
into position. Adjustable—on the job— 
to 2 different air patterns by simply 
changing screws on inner assembly. 
Rugged steel construction. Beautiful 
aluminum finish. For exposed duct or 
flush mounting. Each diffuser individu- 
ally packaged in damage-proof carton 


MAIL COUPON TODAY FOR FREE LITERATURE 


TITUS MFG. CORP., Waterloo, lowa 


Gentlemen: Rush me complete details on your new econo my 
line of MODEL T-1 CEILING DIFFUSERS that give BI 


performance at a BIG savings in cost. 


Nome 
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YOU AND THE LAW 


Oral Contract Governed by Statute of Frauds 


. . » Which has had different interpretations by various 


courts. But all agree that the dealer’s ability to collect 


damages for violated oral agreements for the sale of 


equipment depends on whether the equipment is car- 


ried in stock or custom made 


AFTER A summer air conditioning 
system had been installed by a dealer 
in a southwestern state under an oral 
agreement with the owner, suit was 
brought by the dealer for a recovery 
of the agreed price. In the defense to 
this action the customer set up a 
statute of that state, known as the 
statute of frauds. 

This law provides that a contract 
to sell or a sale of goods valued at 
$500 or more is not enforceable un- 
less the buyer accepts and actually 
receives part of the goods contracted 
to be sold, or 1) pays something 
in earnest to bind the contract, 2) 
makes a partial payment, or 3) signs 
a note or memorandum of the con- 
tract or sale. 


Completion Voids Statute 


While the court held in this in- 
stance that the statute had no applica- 
tion where the sale had been com- 
pleted, that law is vitally important 
to any heating-cooling dealer in the 
sale of equipment. 

Originally enacted in England over 
250 years ago, this statute has been 
adopted by all but 15 states in sub- 
stantially the same form. 

In another instance, cooling equip- 
ment had been sold under an oral 
agreement but while the installation 
was being made, the owner canceled 


{Note: While this discussion applies to actual 
cases, it should be remembered that legal rules 
vary in different states} 
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the contract and refused to pay. The 
dealer sued. 


Custemer Isn’t Bound 


This same basic statute was inter- 
posed by the defense. No note or 
memorandum of the agreement had 
been put in writing nor had any part 
of the agreed price been paid. The 
equipment had not been manufac- 
tured for this particular job. In deny- 
ing the dealer a recovery, the court 
said: 

“The prevailing rule in American 
courts is that an agreement by one to 
construct an article particularly for 
and according to the plans of an- 
other, whether at an agreed price or 
not, although the transaction is to re- 
sult in a sale of the article, is a con- 
tract for work and labor. 


Custom Work Not Covered 


“The contract is for the manufac- 
ture and sale of a thing made to suit 
the fancy and serve the particular 
convenience and purpose of the pur- 
chaser, without a market value for 
use in the general trade. Therefore, 
although the agreement might result 
in the production and sale of a chat- 
tel, it is one for work and labor and 
not within the statute of frauds.” 

Regarding different interpretations 
of this law in classifying purchase 
or service contracts, the court said: 

“We believe the correct rule to be 


that when the subject matter of the 
oral contract is an article which is 
such as the seller usually carries as a 
part of his stock in trade, as distin- 
guished from one to be manufactured 
for special use and according to a 
particular plan and design, it is 
limited in its enforcement by this 
law.” 


Three Separate Definitions 


Many years ago the highest appel- 
late court of one of the eastern states 
outlined three different court inter- 
pretations of this old statute and the 
circumstances under which a sale is 
not within the limitations imposed by 
this law requiring a purchase con- 
tract to be in writing: 

“One rule lays especial stress upon 
the point whether the articles bar- 
gained for can be regarded as goods 
capable of sale by the professed seller 
at the time of delivery, without any 
reference to the inquiry whether they 
were in existence at the time of the 
contract or not. 

“A second rule, as applicable to 
goods manufactured or modified after 
the bargain for them is made, mainly 
regards the point whether the prod- 
ucts can, at the time stipulated for 
delivery, be regarded as goods, wares 
and merchandise in the sense of be- 
ing generally marketable commodi- 
ties. The test is not the existence of 
the commodity at the time of the bar- 
gain. It is, rather, whether the man- 
ufacturer produces the article in the 
general course of his business or as 
the result of a special order. 

“The third rule holds that an 
agreement for the sale of any com- 
modity not in existence at the time 
but which the seller is to manufacture 
or put in a condition to be delivered, 
such as nails to be made from iron 
belonging to the manufacturer, is not 
a contract of sale.” 
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Saves $100 maintenance costs. Mr. Edward Staubitz, 
Treasurer of the Staubitz Sheet Metal Works, Cincinnati, 
says this about SKIL tools: ‘When we were shown a SKIL 
Model 852 Disc Sander, we were told to burn it up if we 
could. We tried but to no avail. With top usage our records 
show we saved over $100 on six SKIL sanders over the same 
period with other models. Our costs dropped 5 to 1.”’ 


SKIL Saw pays for itself. ““Our SKIL Model 77 Saw paid 
for itself on the first job of metal cutting,’’ says Mr. Green- 
way, superintendent of the Alpha Tank and Metal Manu- 
facturing Co., St. Louis. “‘It completed the job four times 
faster. We use it to cut aluminum, copper and other ma- 
terials. Cuts are required in all sizes and shapes. Our 
SKIL saw definitely is the handiest tool in the shop.” 


MECHANICAL CONTRACTORS 
SAVE with SKIL Tools 


Saves servicing. West Brothers Sheet Metal Works, At- 
lanta, have used SKIL tools for 25 years in their shop. Mr. 
J. Hoyt West says, ‘We standardize on SKIL drills because 
they pack power for the toughest assignments. We have had 
our present SKIL Model 75 drills for over a year. Although 
they have had days of rough assignments—far above their 
recommended use—we have yet to have them serviced.”’ 


SKIL 


Made only by SKIL Corporation, Chicago 30, 
Illinois. Factory branches in all leading cities. 
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Send for 
FREE booklet Name 
on power tools 


SAVE with NEW \%” Model 80 DRILL. All-new design: 
shorter, narrower—one pound lighter! New power for fast 
drilling on the toughest jobs. No matter what you have to 
drill, cut, sand or grind, there’s a SKIL tool to do the job 
faster, better, cheaper. Let your SKIL distributor show 
you why. Let him show you the speed, power, versatility 
and ease of handling of all SKIL power tools. 


SKIL Corporation, AA-37 
5033 Elston Ave. 
Chicago 30, lilinois 


In Canada: 
3601 Dundas Street West 
Toronto 9, Ontario 


Title 
Address 


| SR ee State. 





estinghouse 
ackaged 
ir Conditioning 


ISe @9OOOO OS OHHH SSEEeeeees 


Now Westinghouse Air Conditioning, long 
famous for dependability, is also the quietest 
in the industry! And has new sales appeal in 
the most complete and handsomely styled 
line available. 

Westinghouse engineers achieved this en- 
viable quietness by a complete redesign. 
Here’s what they did: de-tuned the gas 
chambers of the compressor, designed a far 
more efficient muffler, engineered out objec- 
tionable frequencies, killed remaining noise 
in an acoustical chamber isolated from the 
air stream. Result?—“whisper-quiet” opera- 


you CAN BE SURE...1F ITS 


Westin 


AIR CONDITIONING DIVISION 


4-805348 


tion in all units . . . satisfied customers. 

What’s more, Westinghouse gives you the 
most complete air conditioning “profit- 
family” in the industry—air or water-cooled 
units for any installation plus the all-new 
1957 Westinghouse line of gas and oil-fired 
furnaces, manufactured with air condition- 
ing in mind. 

These are just several reasons why a 
Westinghouse franchise is so highly valued 
by leading contractors and dealers through- 
out the country. 


nghouse 


STAUNTON, VIRGINIA 








Pereesvais cass GUNNER 

















WHAT THE ASSOCIATIONS ARE DOING 





A POSTER which outlines the associa- 
tion’s cbjectives is put in place by Merle 
Daily (left), past president, and current 


president, Don McCloskey Bud Carr 


A PLAQUE from Quarter 
Century Club is presented to 
Don McCloskey 


GOING OVER some of the points of 
a good heating system are (I to r) Guy 
Voorhees, Robert A. Hoyt, B. J. Skeen 
and Wendell Fleener 


Cleft) by 


Quality Work and Profits Are Related 


. . . speakers tell dealers at the 


annual convention of the Sheet Metal and 


Wurm Air Heating Contractors’ Association of Indiana 


THE IMPORTANCE of quality work and its relationship 
to the dealer’s profit picture was stressed by four of the 
speakers who addressed the 3%th annual convention of 
the Sheet Metal and Warm Air Heating Contractors’ As- 
sociation of Indiana held in Indianapolis Feb. 7-8. 
Guy Voorhees, technical secretary, National Warm 
Air Heating and Air Conditioning Association, con- 
nected the profit picture to good design of a warm air 
heating system; Jack Demling, assistant secretary, Sheet 
Metal and Air Conditioning Contractors’ National Asso- 


ciation, connected the profit picture to good installation 


PLANS FOR a dealer management 
school are reviewed by (1 to r) Wilbur 
Bull, Al Nemec, J. W. Ridgway, Harry 
Hurt and W. E. Garber, Jr. 


tributions 


GUY VOORHEES receives 
a plaque honoring his con- 
the industry 
from Don McClosky (right) 


practices; Wilbur R. Bull, executive director, National 
Heating and Airconditioning Wholesalers, Inc., pointed 
out the importance of business management courses for 
dealers which teach them how to figure a quality job 
to assure a good profit; and Edward Kirsch, Indiana 
promotion director for Belnap and Thompson, Inc., re- 
lated the profit picture to the ability of salesmen to sell 
the value of a quality installation. 

Officers elected by the association for 1957 are: Don- 
ald S. McCloskey, Indianapolis, president; James W. 


(Continued on page 96) 


A. P. SPRUNGER (right) gets a con- 
vention souvenir, a one minute photo- 
graph by Warren Wold (left). Standing 
by are Harry Hurt and George Primich 
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THE ROTARY 
FILTER THAT 
NEVER CLOGS 
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— self-cleaning — no wire mesh strainers 
no felt or paper filters. 












t+ + er 
Here’s the fuel-unit years ahead in Ba tbe mene Ehieeie ot 
operating efficiency — with years of Br ah age: rath. wees 
proven know-how development behind it. jj) jj) ) crtett ae | Poe 
The self-cleaning rotary filter maintains ch 

the same results forever . . . just as if 
you had a continually new wire mesh 
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SaaS rape ph tp tp ett 
strainer in operation. Service is no Bee /260° PORT ARRANGEMENT 0) | 
problem — no service is required. +++ +— (SER ER SEAR Se ee 
No need to clean strainers periodically — (1 /"! tiorial ports! foe boriv venience | | | | 
there are none. Specify ServiceSavers ttt $+—+ 4} f } tt 
as original equipment on your burners. 4 i ott tt 
They'll be operating as efficiently SBSSSSecs Seeeees eure! ‘Sarees 







after four or five years as the day they Seeeeeeresss 
were installed. Underwriter approved. SSeS SSeS See! 
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Eaves se es 
Catalog data sheet A9A1 tells the Beezanc8 
entire story, complete with specifications, |~4—+—+—++++4+ 
installation drawings, dimensions, p+-_+_4_+ | 1 4 4 
rating, etc. Write for your copy. bp a 

No obligation. Lee 
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to know more 
about the fuel-unit 
you'd design for yourself 


Talk to the man from 
Webster 





Webster ° 
ervice. 
Saver | 


INDUSTRI 


WEBSTER 
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DISTRIBUTORS... 
WHOLESALERS... 


a eg — ip 
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Did You Know. 


That's right . . . for a small investment (see example) you're ready 
to supply your dealers with complete “Gale-Aire” distribution 
oo systems for heating or cooling. 
to ahi, That $4,000 investment will bring you a full Char-Gale truckload 
— 22a . actually all the material for 40 jobs, including plenum, fittings, 
4 duct and registers! 
. And, check the small space required . . . less than 300 square 
feet, 8 feet high will store all you need to start increasing your 
sales and profits with Char-Gale. 





LESRaRI1 | 


‘TERE | 


= 
ap. TaN 
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HERE’S HOW! 





YOU INVEST... 


Just $4,000 and 300 square feet of warehouse space are enough 
to start a profitable increase in your business with the Char-Gale 
air distribution system. Immediately, with no big commitment on 
your part, you’re in a position to offer your dealers the finest com- 
plete, simplified air distribution system on the market, for heating 
or cooling. 


A Char-Gale truck will bring a// the elements of THE Char-Gale 
“Gale-Aire’’ comfort air distribution system direct to your door, in 
one convenient delivery. You don’t have to be concerned about 
matching units from different sources, or hoping to coordinate a 
series of deliveries, because it’s all there, in ONE CONVENIENT 
LOAD. Even after Char-Gale becomes a big part of your business, 

1 TRUCK LOAD you can keep inventories down, because Char-Gale trucks travel 
anywhere in the country in a hurry. And you get truckload discounts 
on any combination of Char-Gale equipment. 


YOU SELL... 


All the material for 40 jobs, heating or cooling, is brought to you 
in your first Char-Gale truckload. This includes plenum, fittings, 
duct and registers. Everything is designed and manufactured for 
simple installation and efficient operation. And it comes to you 


completely packaged, for easy storage and protection against 
damage. 





Act Now, to Increase Your Business 
and Your Profits, with Char-Gale! 


As you can see, it’s not necessary to tie up your 
capital in large inventories of duct, fittings and 
registers. By stocking the simplified “Gale-Aire” 
system, you and your dealers get a complete 
SEND FOR THIS NEW air distribution line for either heating or cooling, 
ENGINEERING MANUAL that’s easy to store, sell and install. 


Now, in one convenient manual, all the information 

necessary for figuring heating and cooling jobs! The 

answer to a long-felt need, this new manual will be = f 

an invaluable tool for distributors, wholesalers, deal- For further information, write us, today! 
ers, and architects alike. Write today, on your 

letterhead, for your free copy. 





ACT NOW! 


Let us show you how easy it is 
to add Char-Gale to your line. 
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WITH THE ASSOCIATIONS 


(Continued from page 92) 





Ridgway, Frankfort, first vice president; Maxwell Goff, 
South Bend, second vice president; Frank E. Anderson, 
Terre Haute, executive secretary; H. W. Meggs, New 
Castle, secretary; James R. Walker, South Bend, treas- 
urer; John M. Kuharic, Mishawaka and Fred Snyder, 
Lafayette, sergeants-at-arms. New directors elected for 
two years are: Wm. E. Garber, Jr., Indianapolis; Z. V. 
Hazelton, Muncie; Chris Sorensen, Indianapolis; and 
A. C. Tilley, Evansville. Directors with one year to serve 
are: Russell A. Harris, Bloomington; Ben Flock, Ham- 
mond; L. Waite Widney, Auburn; and John E. Hart- 


mann, Terre Haute. 


McCloskey, Voorhees Receive Plaques 


A mounted plaque was presented to Don McCloskey 
by Bud Carr for his service to the association. A second 
plaque was awarded to Guy Voorhees in recognition of 
the outstanding work he has contributed to the warm air 
heating industry. Both plaques were donated by the 
Quarter Century Club, an organization of men who have 
been a part of the heating or sheet metal industry for 
at least 25 years. This club elected H. W. Meggs as pres- 
ident; Preston Ake, Fort Wayne, vice president; and 
Frank E. Anderson, secretary-treasurer. 

The salesmen’s auxiliary, Indiana Fur-Mets, elected 
as its officers A. A. Nemec, Nemec Heating and Supply 
Corp., president; Hugh Harrigan, Tanner Co., first vice 
president; Woody Faison, Viking Blower Co., second 
vice president; R. C. Renick, Indianapolis Machinery and 
Supply Co., third vice president; Charles Haab, Hall- 
Neal Furnace Co., fourth vice president; Howard J. 
Tout, Capitol Furnace and Stove Repair Co., secretary; 
Richard Watson, Peerless Furnace and Foundry, Inc., 
treasurer; and Leroy Hunter, Indiana Supply Co., 
sergeant-at-arms. 

The board of directors of Fur-Mets includes: Harry 
Hurt, G. W. Berkheimer Co., Inc., chairman; Bryce 
Baker, Peerless Furnace and Foundry, Inc.; Ted Kolbus 
and Harland Perry, Capitol Furnace and Stove Repair 
Co.; Richard Wickliff, G. W. Berkheimer Co., Inc.; 
Wendell Phillips, Harry Dorsett and M. A. Matthews, 
Triangle Sheet Metal Co.; and William P. Meadors, Tan- 
ner and Co. Heading the membership committee is Wil- 
liam Shirley, Nemec Heating and Supply Corp. 

Winners in the 100 mile Klassic Membership Race 
were announced. William E. Garber, Jr., Indianapolis, 
chairman for District 11, received a radio as first prize 
for the district turning in the largest number of new 
memberships. H. M. Daily, Hammond, won a similar 
prize for the largest number of new members brought 
in by an individual. Z. V. Hazelton, Muncie, won a prize 
for the runner-up position in the individual class. Total 
number of new members accepted since the contest 


started July 20, 1956 was 35. 
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H. W. Meggs, chairman, Public Information Com- 
mittee, introduced the association’s new six page con- 
sumer piece, describing in everyday language the im- 
portance of properly treated air. It explains why filter- 
ing is necessary, how air should be distributed to offset 
the effect of cold walls and to overcome layers of cold 
air at the floor. It also explains the importance of hu- 
midity control, in winter and summer. The pamphlet 
is available in quantities at cost from the association’s 
secretary or Mr. Meggs at 1107 Broad St., New Castle. 


Good Design Can Increase Profits 


In describing how design affects the profit picture, 
Guy Voorhees praised the dealer who will specify a sup- 
ply register to cover every exposed area in accordance 
with the design recommendations laid out in the 
NWAHACA’s manuals. By so doing, he said, this dealer 
will be able to give the customer comfort conditions that 
cannot be obtained by those dealers who specialize in 
partial perimeter systems. 

A full perimeter system brings a higher price than 
that asked for partial perimeter systems. The higher price 
must also include the costs of balancing and adjusting 
the system. All of which contributes to the larger per- 
centage of profit obtained by the dealer, he said. 

Installation practices and their relation to profit were 
pointed out by Jack Demling. There is considerable dif- 
ference, he said, between a man who cuts his costs by 
finding ways to fabricate and install his equipment at 
a lower price and the dealer who continues to use old ma- 
chines and methods and attempts to meet selling price 
problems by reducing his proposal quotation. The latter 
cuts the profit that’s necessary to remain in business, he 
said. To reduce costs Mr. Demling suggested new equip- 
ment to cut fabricating costs, and a follow through plan 
that provides installers with everything they need to do a 
job completely to cut down expensive return trips. 

Good business management techniques are being 
adopted by alert dealers to cut their operating costs. 
Wilbur R. Bull explained how local wholesalers have 
joined together to establish two day courses in business 
management to help dealers improve their percentage of 
profit. A survey covering the dealers who attended these 
schools showed that in almost every case, the dealer had 
located and corrected some poor business practice with 
the result that a better profit was being shown. 

Selling techniques that result in a higher percentage 
of signed contracts were outlined by Edward Kirsch. 
Mr. Kirsch took examples of different sales approaches 
and showed how they could be made more effectively 
to achieve a better closing record. In describing how to 
close, he pointed out that price objections could always 
be set aside until a new sales point is presented. 


(More association news on page 98) 
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DODGE REPORTS point out new construc- 
tion business the way old divining rods 


were supposed to find water. So don't trust 
to luck... 


Write for a better way 
to turn up new construction business 


There's no divining rod guesswork in the way Dodge Reports give you a 
head start on finding new construction business — it's all facts! So, if you 
want to know where you can find live, active prospects for your 
product or service, just read, then mail this coupon today. 


segs cee elle: will 58s al ca lle a enn ee -- 


TO: DODGE REPORTS, 119 WEST 40th STREET, DEPT. 161, NEW YORK 18, N. Y. 


Yes! I'd like to pin-point my prospects by knowing in advance who’s going to build, 
what, when, where. 


I want to know whom to contact and when to submit bids. 


I'd like to see some Dodge Reports and Id like a copy of your booklet that tells how to use 
this accurate, daily, up-to-the-minute construction news service. 


I understand that I can pick just the area and type of construction activity that interests 
me. Also, that I won’t have to wade through mounds of data to find the information I need. 


I'm interested in General Building House Construction [7] Engineering (Heavy Construction) [| 


in the Following Area: 


oP che ™ 
ADDRESS. ae 
Dodge Reports 


For Timed Selling to the Construction Industry 
4; \* 
M 7 rv 
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COST ACCOUNTING procedures get a going over by (I 
to r) Irving G. Spalty, Charles H. DeLaughter, W. C. 
Schmidt, Jr., Don O. Argy, Percy Sullivan and Fred 
Pike 


TALKING OVER improved financing methods at the 
New York state convention are (1 to r) R. M. Mac- 
Laughlin, John M. Galvin, Austin B. Young and Fred 
Baumbach 


How Business Problems Can Be Solved 


. . . was the principal question considered 


by dealers and contractors at the annual convention of the 


New York State Sheet Metal, Roofing and Air Conditioning Assn. 


BUSINESS PROBLEMS and how they can be solved by a 
dealer or contractor was the theme of the 34th annual 
convention of the New York State Sheet Metal, Roofing 
and Air Conditioning Contractors’ Association held Feb. 
11-13 at Niagara Falls. The importance of accurate busi- 
ness records was covered by Charles H. DeLaughter, 
treasurer, Sheet Metal and Air Conditioning Contractors’ 
National Association, while John M. Galvin, Marine Trust 
Co., spoke on modern methods of financing. 

Answers to national problems faced by the industry 
were presented by William A. Kuechenberg, president, 
Sheet Metal and Air Conditioning Contractors’ National 
Association. Polyester fiber ducts were described by A. 
A. Hoekstra, du Verre Inc., and new equipment for cen- 
tral station air conditioning systems was explained by 
Robert Jorgensen, assistant chief engineer, Buffalo Forge 
Co. Henry E. Voegeli, American Brass Co., reviewed 
methods of installing copper flashing and copings and 
explained other uses for copper products in building con- 
struction. 

Officers elected for 1957 are: Richard B. Millard, 
Scotia, president; Percy Sullivan, Binghamton, first vice 
president; William R. Nolder, Buffalo, second vice presi- 
dent; William C. Kirkpatrick, Buffalo, treasurer; and 
Clarence J. Meyer, Buffalo, executive secretary. Frank 
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Schneider, Buffalo, was named a director to serve out 
Mr. Nolder’s unexpired term. 


Jones Heads Salesmen’s Auxiliary 


The salesmen’s auxiliary, The Merchandisers’ Asso- 
ciation, elected officers as follows: president, Richard 
G. Jones, American Brass Co.; first vice president, Paul 
W. Lane, John B. Davie Co.; second vice president, Don- 
ald J. Maslyn, Littlecote Co.; secretary, Joseph J. 
Meteyer, Climate Equipment and Supply Co.; treasurer, 
Fred C. Baumbach, Climate Equipment and Supply Co. 
Directors are J. W. Thompson, Koppers Co., Inc.; J. W. 
Stoner, American Brass Co.; David Levow, Fitrite Roof- 
ers Association; Thomas E. O'Neal, Follansbee Metals; 
and Linus D. Brown, Brace-Mueller-Huntley, Inc. Zone 
delegates are A. R. Wheeler, Buffalo; Robert F. Powell, 
Rochester; R. W. Mackey, Jr., Syracuse; and Arthur P. 
Fisher, Albany. 

In discussing the value of a good cost accounting sys- 
tem, Charles H. DeLaughter said, “Your records will 
show you what you are and how you got that way.” 
Pointing out the importance of an accountant, he said, 
“If an accountant can save you from overpaying your 


(Continued on page 102) 
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From one of the hottest spots in the country comes 
this report on revolutionary Rheemaire home air 
conditioning. Albert J. Wild, owner of the Air 
Conditioning Supply Company of Phoenix, Arizona, says: 


“I’ve never seen contractors 


so fired-up about any product 
as they are about RHEEMAIRE!” 


Mr. Wild, a Rheem wholesaler, has 
good reasons for all the excitement 
Rheemaire’s caused in just one short 
year. Reasons like these: 


(1) “By testing every single Rheem- 
aire unit in the factory, Rheem has cut 
field-service troubles to a bare mini- 
mum.”’’ And most important, (2) 
“Rheemaire sells where others don't, 
because it costs much less to operate 
than any other central cooling system. 
It’s made the air-conditioning business 
more profitable than ever before!” 


The difference, of course, is all in the 
way revolutionary Rheemaire’s de- 
signed. It’s one air-conditioning sys- 
tem .all heating and air-conditioning 
contractors can install themselves. 
Fast, too! Refrigerant lines come from 
Rheem already charged and equipped 
with special quick-connect couplings. 
So there’s no system evacuation. No 
charging. No sweat connections. 
Too, Rheemaire fairly bristles with 
consumer sales advantages. The big 
one: Rheemaire cuts operating costs 
almost in half! That’s because only 
Rheemaire delivers up to 95% more 
cooling capacity per compressor h.p. 
For example, a 1 h.p. compressor — 
teamed with the exclusive, new Air- 
Film Condenser—gives 1.85 tons of 
cooling. And Rheem backs that rating 
with a $1,000 capacity guarantee! 
Further, there’s no costly recircu- 
lating system needed with Rheemaire. 
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No cooling tower. No extra ductwork. 
And since the bulk of the system is 
installed outside the home, there’s no 
noise and no space problem! 

From all this it’s clear why Mr. 
Wild says, “I’ve found that a heating 


and air-conditioning contractor can’t 
miss making money with Rheemaire!” 
How about you? Send today for your 
free booklet containing full details on 
revolutionary Rheemaire complete 
home air conditioning. 


water heaters, warm-air furnaces, wet-heat boilers, 


YOU CAN RELY ON Re ave T THE BIG NAME IN COMFORT PRODUCTS FOR THE HOME 


plumbing fixtures, water softeners 


Home Products Division of Rheem Mfg. Co. / Dept. AA3, 7600 S. Kedzie Ave., Chicago 29, Illinois 











OU ee 


~“ HERMETIC 


air-conditioning 


COMPRESSORS 


are made to take it 


under the toughest 


conditions. sa Bat few 
any major dan ppakon — 


"ambient 


MODEL JE300 
3 H.P. HERMETIC 
COMPRESSOR 
SINGLE PHASE 
FLANGE VALVES 


Over 29,000,000 Compressors in use today 


UMSEH PRODUCTS co. Marion, Ohio 


Tecumseh, Michigan 


| TECUMSEH | EXPORT DEPT.—P. 0. Box 2280, 24530 Michigan Ave., W. Dearborn, Michigan 
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POUCA III 
down to small cylinders... 

















Niagara Slip Roll-Formers can turn out 
better work faster, at greater profit 


Name the job! In the truly complete produce commercially true cylinders vir- 
Niagara line ... most complete of them tually free from flat spots, using thin 
Fag you're sure to find the Slip Roll materials as well as thick GLO eee 
Former best suited to your sheet rolling because of Niagara’s unique slip roll 


needs. Working with lengths up to 120” aw : 
<Miag atures, completed cylinders can be re- 
and thicknesses up to 5/16” mild steel, P ; : a 


Niagara Slip Roll Forming Machines are meres easily = quickly without dis- 
available in an unusually wide range of ss Saving time and costa. 
power and hand operated models for Find out how Niagara Slip Roll Form- 
forming light and heavy pipe; stacks; ers (Series 6”, 4”, 3”, 2”, 142” and 1”) 
drum, pail, tub and other container can turn out better work at greater 
bodies. profits for you. Write for Niagara’s new, 
Featuring Pinch Type Rolls, modern illustrated Bulletin 77 today. It will be 
Niagara Slip Roll Forming Machines mailed free ... without obligation, 


——_— / 
A fF /A\ | NIAGARA MACHINE & TOOL WORKS © BUFFALO 11, N. Y. 
am /AA\ AD 
| } \ 4] DISTRICT OFFICES: 


Buffalo @ Cleveland @ Detroit @ Indianapolis @ New York @ Philadelphia 
N REO er Distributors in principal U. S. cities and major foreign countries 


America’s Most Complete Line of Presses, Shears, Other Machines and Tools for Plate and Sheet Metal Work 
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NATIONAL association activities are 
discussed by (1 to r) F. V. Pils, W. A. 
Kuechenberg and Clarence Meyer 


taxes $100 he will have performed a service for you 
equal to your having sold a $25,000 job.” 

A new type of business form used by Mr. DeLaughter 
was explained. This form keeps track of all costs in- 
volved on a job. The form is a horizontally ruled page 
12 in. wide by 9 in. high and divided into eight vertical 
columns. There are spaces for entering costs of materials, 
labor, insurance, truck operation, travel and miscellane- 
ous expenses. Mr. DeLaughter gave examples of how 
different operations are entered in the various spaces. He 
pointed out how it is possible to know the exact amount 
a contractor has invested in a job at any specific time. 
This is an advantage in preparing monthly statements 
for jobs requiring long periods to complete. 


Financing Trends Explained 


Modern financing trends were explained by John M. 
Galvin, who said, “Thirteen percent of the loans made 
by banks during 1956 were of the time payment type. 
This compares with a seven percent figure for 1949. The 
growth of installment buying has made it possible for 
more people to buy the goods and services of this coun- 
try.” Mr. Galvin also said that “How much can we buy 
it for?” is fast becoming the measuring stick for mak- 
ing or not making a purchase. “This characteristic,” he 
said, “makes installment buying the answer to the heat- 
ing prospect’s question because the price can be trans- 
lated into a monthly figure.” 

Reporting on the characteristic of sheet metal of all 
types to become distorted when exposed to various tem- 
peratures that cause expansion and contraction, Henry E. 
Voegeli recommended that fabricating techniques in- 
clude procedures that will cause the distortions to occur 
and be absorbed at the most desirable points. Mr. Voegeli 
used a slide projector to show how copings, gravel stops, 
valley flashings, gutter joints, sill, through wall and base 
flashings should be fabricated to take care of the differ- 
ent types of stresses involved. 


An increase in the use of plastic materials for duct 
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WINNING apprenticeship entries are 
examined by (1 to r) Frank Adler, 
Richard Horst and L. L. Maus 


(Continued trom page 98) 


EXAMINING a plastic vent and fit- 
tings are (1 to r) A. A. Hoekstra, 
George Ballard, Jr., I. G. Spalty 


systems where corrosive vapors are handled was noted 
by A. A. Hoekstra. He pointed out that polyester fiber 
ducts are not a cheap substitute for galvanized metal. 
“They are quite a bit more costly,” he said, “at the time 
they are installed; their costs decrease only when they 
outlast the galvanized ducts several times.” 

Mr. Hoekstra demonstrated a “cold weld” between 
two sections of 8 in. round plastic ducts. The weld was 
made by impregnating three fiber glass strips with a 
plastic compound. Each strip made one loop around the 
duct. Three different widths of impregnated strips were 
used, the narrowest being put around the point where 
the two duct sections came together. The second widest 
strip was put on next and this was followed by the third 
and widest strip. Each strip was smoothed out to form 
a good bond before the joint compound could harden. 

The growing use of air conditioning in large com- 
mercial and industrial buildings has created more work 
for the sheet metal industry, according to Robert Jor- 
gensen. The use of zone control units in central systems 
now makes it possible, he said, to give a greater variety 
of temperature conditions to the various areas being 
served by the same equipment. He pointed out that self 
generated and exposure conditions are more easily han- 
dled by individual thermostats which can control air 
temperature in troublesome areas. He used a slide pro- 
jector to describe various types of equipment designed 
to meet varying situations. 


New York Institute Changes Reported 


SEVERAL CHANGES in the list of officers and directors as 
reported last month have been revealed by the Roofing 
and Sheet Metal Crafts Institute, New York. Elected as 
corresponding secretary was Harold Fiedler, Fiedler 
Roofing Co.; as recording secretary, Alfred Heulander, 
Heulander Roofing and Waterproofing Co.; as directors, 
Milton Magid, Charles Magid’s Sons, and Cornelius Mul- 
ler, Rudolph E. H. Muller Sons. 


(More association news on page 106) 
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PACER design and production is par- 
ticularly suited to your builder custom- 
ers who need central forced air heat 
for their tract homes, at the most 
moderate possible cost. 


SEQUOIA GUARANTEED assures 
you of this national manufacturer's 
traditional quality —in basic raw ma- 
terials, choice of accessory parts, and 
operating performance. It is available 
now in four popular sizes — 75, 
. : 90, 112 and 150,000 btu — and 
With all the quality features larger models are under test. 
heating dealers have come 

Write today for complete Pacer 
to expect in a 


specifications and prices 
SEQUOIA GAS FURNACE 


a ¢ f () | () | A MANUFACTURING CO. 


1000 BRITTAN AVENUE+ SAN CARLOS, CALIFORNIA 


RESILIENT 





Manufacturers of Upright, Reverse-Flow and Horizontal Gas Furnaces 


*% 


*OucHout - 
ANOTHER 
KEY SEQUOIA DEALER 


HYLAND HEATING COMPANY 
of Salt Lake City, Utah 


Somewhat of a youngster in years, as key heating dealers 
go, Hyland Heating already is an important factor in the 
building industry of Utch's beautiful queen city. In just four 
years of operation, its annual dollar volume of new installa- 
tions, has reached a substantial six-figure bracket. Sequoia 
takes pride in its acceptance as a key brand in Utah. 
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PEXTO (dnd 


FORMING MACHINE 





3” X 36” No. 3416 
POWER ROLL 





Job-proven, performance-tested, this outstanding PEXTO power 
THREE ROLLS DRIVEN roll forming machine offers new ease and speed in modern roll 
forming techniques. 
Check these special features: FORWARD-REVERSE FOOT SWITCH 
for safe, instant control; REAR ROLL POSITION INDICATORS for 
accurate duplication of work; QUICK-ACTING ROLL RELEASE 
pinch rolls. Rear roll AND LIFTING LEVER; ALL STEEL BASE; MULTI "V” BELT DRIVE; 
grooved for easy start. GEARED-HEAD MOTOR and ALL THREE ROLLS DRIVEN. Also 

a complete line of hand operated slip rolls. 


Every roll is individually 
driven. Powered third 
roll picks up stock from 


3 inch ROLL 


THE PECK, STOW & WILCOX COMPANY, SINCE 1785, SOUTHINGTON, CONNECTICUT, U.S.A. 
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The Time-Wasting Way 
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Whatever type home installation you are making, you can 
increase your profits by using WILLIAMSON pre-fabri- 
cated duct, pipe and fittings. It’s the most comprehensive 
line offered . . . designed to make your jobs faster and 
easier, yet maintaining the high tailor-made standards 
you have established. WILLIAMSON, first in the industry 
with a combined line . . . for both cooling and heating . . . 
assures you the most modern duct, pipe and fittings 
available. Check the numerous WILLIAMSON advantages 
. .. then act today for pre-fabricated profits! 


Comeare eee 


SIMPLIFIED DESIGNING AND ORDERING — Every 
system part numbered for quick identifi- 
cation. Factory forms and sample plans 
for guidance. 

SPEED SHIPPING, CUT UNLOAD AND LOAD TIME— 
Everything you need from one source 
Com-packed for individual job. No loose 
fittings. Easy identification. 

SAVE WAREHOUSE SPACE AND INVENTORY TIME— 
Cartons standard size for simple stacking. 
Marked at factory for identification with- 
out opening. 

PROTECT FROM DIRT, DAMAGE AND DISTORTION— 
No loose fittings. Sturdy cartons keep all 
parts in shape . . . in transit or in ware- 
house. Perfect fit assured. 

TRANSFORM SHOP TIME INTO FIELD TIME— Mini- 
mum time in shop. Keep more jobs going 
at same time for faster turn-over. No 
painstaking cutting required. 

PERMIT FASTER, EASIER INSTALLATION — Inexperi- 
enced men can do basic layout. Experi- 
enced craftsmen finish job. Save as much 
as 8 hours on average job. 

ACCURATE COST ESTIMATE, ASSURED PROFIT—In- 
sure healthy profit margin. Know costs 
before you bid. No chance for losses during 
installation. 

STREAMLINED TAILOR-MADE SMOOTH LOOK—With 
your final touch, match the finest tailor- 
made jobs. Parts engineered for low 
friction, perfect fit. 


The Space-Wasting Way 
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RAPID progress of scientific re- GEORGE Bushman (left) is con- 
gratulated on election as honorary 
director by A. H. Schroeder 


search makes future bright, said 
Finn Larsen 


NEWLY elected president, Tom 
Novak, addresses the delegates as 
George Sturm stands by 


Future of Industry Described 


. . - to dealers and contractors 


attending the 43rd annual convention of the 


Sheet Metal Contractors Association of Illinois 


GEORGE Zimbelman took off his 
coat to give dealers some tips 
on common service problems 


DEALERS AND contractors attending the 43rd annual con- 
vention of the Sheet Metal Contractors Association of 
Illinois were given a look into the future of the industry, 
tips on accounting and cost control, added insight into 
common service problems and an explanation of cooling 
equipment as related to warm air heating. The meeting 
was held in Peoria, Feb. 11-12. 

Officers elected to head the association in 1957 in- 
clude: Tom Novak, Chicago, president; M. P. Lauerman, 
Galesburg, vice president; Jay E. Harms, Peoria, sec- 
retary, and A. H. Schroeder, Champaign, treasurer. The 
association also named Frank Eynatten, Peoria, as honor- 
ary treasurer. 

John Rubo, Batavia, and Bob Taylor, Decatur, were 
added to the association’s board of directors. George 
Bushman, Aurora, was made an honorary director. 

Finn J. Larsen, director of research, Minneapolis- 
Honeywell Regulator Co., predicted many startling de- 
velopments ahead in heating and cooling. He pointed out 
that scientific progress is moving forward faster and 
faster as research adds to the storehouse of knowledge. 
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Mr. Larsen described the many advances being made 
in the development of new materials through research 
for supersonic aircraft and the earth satellite programs. 
Methods of making stronger metals and ceramics were 
mentioned. Real progress should be made in the next five 
or ten years and these materials will eventually have ap- 
plication in heating and cooling, he said. 

In the future, Mr. Larsen told the dealers, they will 
become more and more involved in air treatment proc- 
esses, such things as controlling bacteria, electrostatic 
cleaning, and adding as well as removing odors. He de- 
scribed preliminary experiments in California which in- 
dicate that it may be possible to add more zest and vi- 
tality to life by introducing negative ions into the air. 
He foresaw the day when a residential air conditioning 
system could duplicate the refreshing atmosphere of the 
seaside or the exhilarating air of the mountains, as the 
owner desired. 

In telling dealers ways to improve their service, George 
Zimbelman, assistant general manager, Armstrong Fur- 


(Continued on page 110) 
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It’s easier to sell a Name They Know 


FRIGIDAIRE 














Vertical Cooling Coils 
2, 3, and 5 ton capacities 


Coil-Blower Units me 
2, 3, 5 ton capacities oe oil petite te a 


re 
Air Conditioning Units 


A complete line 
of air-cooled 
condensing units 
and condensers 


AIR CONDITIONERS 


Horizontal 
Cooling Coils 
2, 3,5 ton 
capacities 


Year-Round 
Conditioners 2 and 3 
ton cooling capacities, 
gas or oil 


GO FRIGIDAIRE 
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another secret of Lennox Success! 


LENN OX Dealers 


are more than just ‘‘dealers’’... 
They’re 


Comfort Craftsmen 


Direct personal relationship with a nearby factory spelis the 
difference—in sales, profit and community standing... 


“Comfort Craftsman” pretty well describes 
the Lennox dealer today. For he’s not selling 
just heating or air conditioning systems: 
he’s an expert in comfort...the 365-day- 
a-year kind. 

He realizes the old method of buying equip- 
ment from middleman distributors or job- 
bers has gone the way of cookie bins and 
cracker barrels. Or, in other words, he’s in 
business the modern way—as a merchan- 


diser of comfort. 


By dealing direct with a nearby factory, he 


has access to planning and engineering 
assistance that is outstanding in the indus- 
try. Training schools upgrade his employees 
...and he gets extra discounts that BOOST 
his margin. The equipment he gets—straight 
from the factory—is designed for faster, 
easier installation. Lennox is spending hun- 
dreds of thousands of dollars this year to 
tell consumers that the Lennox dealer IS 
the Comfort Craftsman in his community. No 
wonder he’s accepted as “the man to see 
about home comfort”! 
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'| 127 MODELS IN THE COMPLETE, FULL-PROFIT 
LENNGX weatinc AND AIR CONDITIONING LINE 


This shield identifies the 
Lennox Comfort Craftsman 
as a technician in both the 
conditioning and distribu- 
tion of air for comfort the 
year ‘round. 


comfort craftsman 
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/ 
LENNGX Industries Inc. 


bs aie stablished 1895 


Marshalltown, lowa © Columbus, Ohio © Syracuse, N.Y. © Fort Worth, Texas 
Salt Lake City, Utah « Los Angeles, Calif. « Decatur, Georgia « Des Moines, lowa 


Lennox Industries (Canada) Ltd. Toronto, Montreal, Calgary and Vancouver 
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nace Co., said that service is the best source of prospects 
for heating-cooling equipment sales. “How many people 
call you on the phone to buy a furnace?” he asked. “Not 
many. But a lot of people call to invite you into their 
homes for service. They call you because they have con- 
fidence in you. When you are in their basements, you 
have your best opportunity to prove to them that you are 
an expert.” 

Mr. Zimbelman gave some practical tips on how to 
control pop or flashback and floating and lifting flames 
in gas burners. He also described techniques to reduce 
high fuel bills in gas conversion burners. 

John J. Boland, chief engineer, Meyer Furnace Co., 
reviewed the results of the recent duPont survey on res- 
idential air conditioning, pointing out that it reveals a 
tremendous market awaiting those who will tap it. 

In a talk on industrial ventilation, Walter A. Curtis, 
manager, fan and blower division, Peerless Electric Co., 
said one cause of difficulty in such systems is the fail- 
ure to provide a fresh air intake to offset the exhaust. 

W. L. Dulle, vice president, E. E. Souther Iron Co., 
gave the dealers a printed form which is designed to aid 
them in determining their costs in order to obtain a fair 
selling price. Mr. Dulle developed his information after 
interviewing more than 50 dealers in the Midwest. He 
acquired figures on average costs for both large and 
small businesses. He told convention delegates that he 
had found a wide range of prices quoted for a similar 
installation. Many dealers were found to have no definite 
system for figuring costs. 

The importance of good accounting and record keeping 
was explained by W. F. Klingbeil and W. A. Calkins, 
Office Systems and Equipment Co., Peoria. They dis- 
played and described sample forms designed for heating- 
cooling dealers to keep track of incoming and outgoing 
cash, sales, inventory, and other daily business activities. 

The sheet metal apprenticeship program conducted at 
Moosehart, Ill., was described by H. M. Gallaspie and 
three of his students. 

A proposed change of the association name to include 
mention of air conditioning and roofing was presented by 
the resolutions committee. The final change depends upon 
clearance of the name with state officials. 

The convention passed a resolution to encourage more 
sheet metal training courses in high schools. It was 
pointed out that in Chicago there were fewer apprentices 
graduated last year than men lost through death or re- 
tirement. 


Chicago Wholesalers Discuss Problems 


CHICAGO AREA wholesaler members of the National Heat- 
ing and Airconditioning Wholesalers held their first meet- 
ing of 1957. Members and guests totaled 14 with Charles 


R. Bennett acting as chairman. Local problems discussed 
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were: 1) hiring and training wholesaler salesmen, 2) 
evaluating dealer credit, 3) trade practice rules, 4) de- 
livery practices and 5) cooling equipment installation 
and servicing policies. 

Other business transacted was the appointment of two 
committees. One will work with the association’s na- 
tional office to put together a convention program along 
the lines of that presented at the annual meeting in 1956. 
New subjects of specific interest to wholesalers will be 
included in the 1957 program. Heading the committee 
will be George Primich, G. W. Berkheimer Co. R. A. 
Lorenz, Chicago Furnace Supply Co.; Charles R. Ben- 
nett, Armstrong Heating Supply Co., and Clyde M. 
Barnes, American Artisan, are members. 

A second committee was appointed to shape a dealer 
training program similar to the business management 
school conducted at Northwestern University in 1956. 
Charles R. Bennett will be chairman of this committee. 
George Primich will also serve along with James Collins, 
Acme Furnace Fitting Co., and J. S. McDonald, Excel- 
sior Steel Furnace Co., as members. 


Chicago Group Honors Past Presidents 


“FIRST CLASS ENTERTAINMENT” is promised for the fifth 
Past Presidents’ Night party of the Air Conditioning Con- 
tractors Alliance at Chicago’s Sherman hotel May 11. 
Dinner, dancing and entertainment are the order of the 
evening beginning at 6:30 p.m. in the hotel’s grand ball- 
room. Program chairman Barney Sanders promises enter- 
tainment surpassing that of previous successful parties. 
The event is strictly social with no business or speeches 
scheduled, and is open to all dealers and contractors in 
the Chicago area as well as visitors. For reservations 
write: Barney Sanders, 5322 W. Belmont, Chicago 41. 


NHAW President Urges Local Action 


IN A LETTER to all members, Glenn A. Ashburn, presi- 
dent of National Heating and Air Conditioning Whole- 
salers, Inc., urged local action to solve problems that are 
primarily local in nature. 

He urged members to hold regular trading area meet- 
ings in the name of NHAW. He advised the members to 
invite all competitors in their trading areas to attend the 
meetings, even though they may not qualify for NHAW 
membership. He pointed out the importance of getting 
to know your competition. He asked for cooperation in 
compiling a comprehensive list of true wholesalers. 

“We must buckle down and work together if we are 
to upgrade the heating and air conditioning business to 
the point where more people will demand proper heat- 
ing and air conditioning for their home comfort and 


good health,” Mr. Ashburn said. 


(More association news on page 114) 
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COMPACT CONSTRUCTION 
DISTINCTIVE STYLING 


LOWER erice 
. Gas Fired 
. Unit Heaters. 
4 5 Sizes. 
: Air Cooled Add-On 
. Summer Air 
. Conditioners. 
2, 3. and 5 Ton 
° Condenser- 











eeeee 


Gas or Oil Fired 
Basement Type 
Winter Air 
Conditioners. 





Gas or Oil Fired 
Utility and 
Counterflow Winter 
Air Conditioners. 


eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


eeeee 
CRC EHH EEE HEHE EE 


eeeeeereeeeeeeeeeeeeeeeeeeeeeeee 


Compressor Units. 

Choice of V Type 

or Flat Type 

Compact! Heavy! As attractive in Cooling Coils. 
Handsome! Gas Model appearance as it is 
with Return Air Duct as ingenious in d 


illustrated only 41” deep. 


Counterflow Models for 
Basementless Homes. 
—the Available in all sizes — 

new 1957 Luxaire. either Gas or Oil. 





Gas or Oil Fired 
Gravity Furnaces. * 


Horizontal 
Furnaces. 
4 Gas Sizes. 
4 Oil Sizes. 


. 
et Pee eeereresressesesese Seeeeeeeeeeeeeeeeee eeeeeeeeeeeee eee 


Sensational Addition to the 
7 Industry’s Most Complete Line 
eorrrvveee? OF Heating... Cooling... Air Conditioning Units 


Wherever they are shown— dealers, build- 


. 
. 
7 
. 
. 
. 
. 
~ 
. 
7 
. 
. 
7 
. 
. 
. 
7 
. 
. 
. 


2, 3 and 5 Ton 
Combination 
Year ‘Round 

Air Conditioners. 
Gas or Oil Fired. 
Air or Water 


eeeeeeeeeereerere 
Peeceeeeeeeeeeeeeesesegeseeeeeeeeeeee 


the factory. You simply connect the fuel 


ers, architects and homeowners praise the 
compactness, sturdiness and good looks of 
the all-new Luxaire Gas Fired and Oil Fired 
Winter Air Conditioning Units. 

These new furnaces have the unmistaka- 
ble look and feel of Luxaire excellence—with 
new low prices, made possible by the great- 
est expenditure for tooling in our history. 

And to save you even more—in installa- 
tion time and expense — both the Oil and 
the Gas models are assembled and wired at 


supply, ducts and electricity and the furnace 
is ready to be fired. 


Approval for Close Clearances at both 
sides and rear permits an unlimited variety 
of installations in small closets, utility 
rooms or basements. 

For the jobs on which you are quoting— 
or for installations where the furnace has 
not been delivered — you will find these 
new Luxaire Winter Air Conditioning Units 
increasing your profits. 


C. A. OLSEN MANUFACTURING COMPANY. .« evvaria, onto 


& 
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“CRESTOGRIP” 
The NEW Utility Plier 


BY CRESCENT 


30% THINNER 
TWICE AS STRONG 


CLEAN, SHARP 


BOX JOINT ADJUSTABLE TO 
TEETH 


4 POSITIONS UP TO 114” CAPACITY 





EXTRA THIN—ONLY 14” 
FLUSH RIVET / 
AT THICKEST POINT 
NO PROJECTIONS 


NON-SLIP CHECKERDOT 
KNURLING 


Crescent’s No. P210 Utility Plier 
is completely new ... revolution- 
ary! It’s not a “slip-joint” plier 
and not to be confused with 
conventional lap-joint “pump” 
pliers. Its double-strong box joint 
design is absolutely unique and 
assures a powerful grip like that 
of a pipe wrench without side- 
ways twist or strain. It will grip 
flat, square, hex or round objects 
with powerful leverage. 


QUICK, POSITIVE ADJUSTMENT 


This cut-away view shows 
joint construction with 
its extra generous bear- 
ing surface at the arrow 
point. Adjustment is 
made by simply “walk- 
ing” the rivet recess over 
the bearing point with a 
pumping action of the 
handles. Easy, positive, 
capable of heavy loads. 


Handsomely finished in rust-resistant 
zinc plate. Overall length 9'% inches. 
Sold by hardware dealers and 
industrial distributors everywhere. 
Hin Wh the SMAI 
Syl Oo Crccllence 


— 


Crescent is ovr trode-maork, registered in the United States and abroad, for wrenches ond other tools. Sold by leading distributors ond retailers everywhere and mode only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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with HEATI NG (0. 


1234 ge ee 0 1-5040 


ww NIA AGA ARA 
"FURNACE Eee 


ECONOMICALLY 
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+ 
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a hy seepee 
Dealers “‘in the know” recognize that this sign means: © )\\ ier ~ 


“Quality Heating is being installed here” 


e NIAGARA builds quality “year ’round 
air conditioning” equipment which will 
provide years of dependable service. Because 
of this quality, NIAGARA also builds profits 
for heating dealers. 


NIAGARA furnaces are gas or oil fired and Series 50 

available in many capacities and models to fit 

practically every home heating requirement. If Wie Gees geo fnd dens Rec 
you want the “cream of the crop” there is no preplanned an 


the exclusive NIAGARA cast iron heat 


finer furnace than the NIAGARA Series 50. For rer el gy sy Pa 


economy purposes the quality-built NIAGARA tad ee ae ae 


Series 70 furnace “fits the bill”. Gieahe.” 

Get the facts. Find out how NIAGARA offers iAGARA 
you the opportunity to sell quality heating and ;, = NIAGARA 
build profits for yourself. vo Series 70 


For complete information, write direct or con- 


ac <a saints . 2: The low-cost quality fur- 
tact your NIAGARA distributor. we nace line with High Boy, 


Down Flow and Basement 
Models. Completely auto- 
matic, gas or oil fired, 


NiAGARA © 8 = 
FURNACE DIVISION 


The Forest City Foundries Co. 
2500 West 27th St. — Cleveland 13, Ohio 


American Artisan, Marcu 1957 








WITH THE ASSOCIATIONS 


(Continued from page 110) 





DISCUSSING WAYS of installing com- 
mercial heating systems are (I to r) C. 
L. Linfoot, Ralph Nelson and Truman 


Johnson 


GOING OVER highlights 
of an ad used in WHAM 
program are R. S. Schmieder 
(left) and W. A. Swenberg 


Fair Dealing, Better Skills Are Needed 


PROJECTOR HELPS H, O. Chamberlain 
(left) describe market for new control 
systems to Harry Quade, Jr., and R. C. 
Harris 


. .. if the industry is to continue to 


grow and achieve success, Minnesota convention 


is told in president’s dedication 


“THE CONTINUANCE of our industry’s growth and the 
success it achieves are greatly dependent upon the com- 
bined efforts and willingness of all of those engaged in 
this industry to subscribe fully to a policy of fairness 
in our dealings with our customers and among ourselves 
and to develop our skills and installation techniques to 
a higher degree. To this objective | dedicate the 11th 
annual convention of the Sheet Metal and Roofing Con- 
tractors’ Association of Minnesota.” These were the 
opening words of Harry W. Quade, president of the as- 
sociation which met in St. Paul Feb. 14-16. They be- 
came the theme of the convention. 


GOOD FELLOWSHIP follows after busy day at the 
Minnesota convention for (1 to r) E. B. Belisle, Leo 
Nees, R. E. Walsh and Herman Hertzer 
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Supporting this opening theme were: H. O. Chamber- 
lain, Minneapolis-Honeywell Regulator Co., who discussed 
residential heating and cooling control problems and how 
to solve them; Ralph Nelson, Tjernlund Mfg. Co., who 
spoke on the growing commercial heating market; and 
Robert S. Schmieder, executive secretary, Sheet Metal 
Contractors’ Association of Milwaukee, who outlined the 
WHAM (Warm air Heating and Air conditioning Mod- 
ernization) program as conducted by the Milwaukee as- 
sociation. 


sruce F. McLouth, Sales Engineers, covered blower 


(Continued on page 118) 


ef LAYOUT FOR high school heating system is examined 


by (1 to r) H. T. Helle, James H. Booth, C. P. Neil and 
Ray H. Hershey 
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on RESIDENTIAL WARM AIR HEATING--AIR CONDITIONING--and SHEET METAL 

(Reprinted from articles originally appearing in AMERICAN ARTISAN. ) 

Mail order to Keeney Pub. Co., 6 No. Michigan Ave. ,Chicago 2, I1l. 
% CORRECT PRACTICE IN RESIDENTIAL COOLING -~ Volume II -- 132 Pages, 84 by 11...$1.50 





S. W. Reid tells how to deal with 'Special Air Conditioning Problems'...how to analyze 
owners "complaints"...diagnose what's wrong in each case...adjust or replace whatever 
parts are causing trouble...how to convert an existing gravity system to a comfort 
aeCe system...how to organize or enlarge an air conditioning department, proper forms 
and best procedures...how to train installers, service men, etc. Valuable "Know-How" 
available nowhere else! A wealth of data for all engaged in comfort air conditioning! 








%e CORRECT STANDARDS FOR FORCED WARM AIR HEATING SYSTEMS -- 88 Pages, 83 by 11...$1.50 





This series of 17 articles by S. Konzo provides correct standards for evaluating the 
comfort performance of any forced warm air heating installation...also for improving 
efficiency of a newly installed system...or for correcting faulty adjustments in 
existing systems. Being so realistic and practical, the National Warm Air Heating & 
Air Conditioning Association plans to adopt such standards for the whole industry. 
Here are "How-to-do-it" facts for installers and service men to start using at once! 





% CORRECT PRACTICE IN ESTIMATING OVERHEAD COSTS AND PROFITS--36 Pages, 83 by 11..$1.50 





Reprinted articles by N. J. Biddle, Secretary, Michigan Heating & Sheet Metal Assn., 
who discusses proper methods for accurately estimating materials, labor, and over- 

head costs...for determining the right bid-price that will insure you proper PROFIT- 
PROTECTION job-to-job. "Must" reading for dealers and contractors who want to quote 
on and get future jobs at correct bid-prices, with adequate net profit to themselves. 





x DUCT WORK ESTIMATING TABLES by E. B. Root -- 21 TABLES...$1.00 


Based on cost records covering many thousands of duct jobs, these 21 tables show the 
minutes of time and pounds of material required to fabricate more than 2,000 differ- 
ent sizes and types of duct sections and fittings. All duct depths from seven to 
twelve inches, and all widths from four to forty-four inches are covered. You need 
know only the sizes of the sections or fittings to be made up in order to read off 
from the tables the material and time needed to fabricate each one. 


% PATTERN DEVELOPMENT FOR AIR CONDITIONING FITTINGS -- 113 Pages, 8% by 11...$1.50 





Practical methods for developing and cutting patterns for fittings and typical sec- 
tions used in residential air conditioning, ventilating, and forced air heating sys- 
tems. Simplified rules by Wm. Neubecker and true geometrical methods for the more 
complicated fittings, with actual drawings for 56 fittings. 





% CORRECT PRACTICE IN INDUSTRIAL SHEET METAL WORK -- 2nd Printing -- 218 Pages...$1.50 





Contains all basic design and engineering data necessary for the proper planning and 
installation of fume removal, dust collecting, wood-waste removal, ventilating and 
other industrial sheet metal systems and equipment. Made up in the main of data 
published in American Artisan, this book offers sheet metal contractors dozens of 
practical designing ideas, layouts, installation kinks, tables and charts, contri- 
buted by more than 50 of the country's leading industrial sheet metal experts. 
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the proved answer to high pressure requirements 


Clarage has what it takes for pressures up to Streamlined housing inlets, wheel blades that 
8” with only slight changes from standard are properly shaped throughout their entire 
construction! depth, and precision wheel balancing on special 
Investigate Type DF Wheels and Housings or machines assure efficient, quiet performance. 
Complete Fans for YOUR units. You'll find 
heavier duty construction for full rated, trouble- 
free operation and longer service life. Here is 
equipment in a class by itself. For example: 


Wheels and housings can be hot dipped galva- 
nized for protection against severe moisture 
conditions. 


@ Spark-resistant aluminum wheels and other spe- 


@ Individual blades are RIVETED to the rim cial features and constructions are also available. 


and backplate. 


=: - Don’t short-change the products you make by 

© A large flange on the CAST IRON hub gives 6 E oa 
i incorporating anything less than Clarage quality 

added rigidity to the rugged centerplate. als ; 

— known quality that has proved its worth to other 

@ HEAVY GAUGE steel is used for the housing. leading manufacturers. CLARAGE FAN CO. 


Kalamazoo, Michigan. 


..-dependable equipment for 
—_—_ °° ~~ making air your servant 


+ te 


SALES ENGINEERING OFFICES IN ALL PRINCIPAL CITIES @ IN CANADA: Canada Fans, ttd., 4285 Richelieu $t., Montreal 
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THESE UNIT FILTERS 


WILL DO THE WORK OF 


STANDARD UNITS! 


That’s because they’re AAF filters! 


Operating at a nominal face velocity of 500 formed into dust-trapping pyramid pockets that 


fpm, a 20 x 20” HV-2 unit filter has a capacity 
rating of 1200 cfm. This gives two of these AAF 
filters the capacity of three standard units . . . 


assure (1) large dust capacity, and (2) no “un- 
loading” of collected dust. 


And this high-velocity, washable filter main- 


in 1/ less space! tains uniform efficiency over a range of velocities 


from 300 to 500 fpm! Get all the facts from 
your local American Air Filter representative 
or write direct for Bulletin No. 203. 


Each HV unit contains 414 miles of woven- 
wire media. That’s sixty lineal feet of wire in 
every square inch of face area. And this wire is 


AAF Dust 
Contro! Equipment 


Pcsnieain Ai Litter —— better al 


COMPANY, INC. 


nal AMERglas Replaceable 
\ Air Filters 


OUR BUSINESS ——— 


Naa «plod 
*¢ , 


355 Central Avenue, Louisville 8, Davey 
American Air Filter of Canada, Ltd., Montreal, P. Q. Norman Nelese 


Propeller Fans Unit Blowers 
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selection and operation; John V. Borry, Minneapolis heat- 
ing engineer, covered current practices in warm air heat- 
ing and cooling installation; benefits of a statewide code 
were outlined by St. Paul architect Allen Meinecke; and 
Byron H. Berry, vice president, First Bancredit Corp., 
described the use of time payment loans to increase sales. 


Kuettel to Head Association 


Elected to head the association during 1957 was Fred 
Kuettel, Jr., Duluth. Ray Hershey, Albert Lea, was moved 
up to vice president; Robert McPhillips, St. Paul became 
secretary; and Carl Johnson, Minneapolis, took over the 
treasurer's job. Truman Johnson, Austin, became ser- 
geant-at-arms. New directors elected to serve for two 
years are: Ervin Belisle, St. Paul; C. J. Porter, Roch- 
ester; and John Pauley, Mason City. Remaining on 
the board of directors’ roster with one year to serve are 
Leonard Edwards, Rochester; Walker Jamar, Jr., Duluth; 
and C. B. Lee, Hibbing. 

In outlining the WHAM program, Robert S. Schmieder 
pointed out that the public is poorly informed about the 
benefits of a properly adjusted and balanced warm air 
heating system. Thus, the whole purpose of the program, 
he said, is to describe to the public the comfort perform- 
ance of equipment available today when installed by 
members of the local warm air heating dealer’s associa- 
tion. 

The program conducted in Milwaukee during 1956 
lasted for 26 weeks. It featured a series of full page ads 
in the weekend issues of a newspaper. The advertise- 
ments contained a half page of editorial items providing 
information that could easily be understood by the lay- 
man. (This information was changed with each inser- 
tion.) The lower half of the page listed the names, ad- 
dresses and phone numbers of the cooperating dealers 
and carried the names of manufacturers and wholesalers 
who assisted in the program. 


WHAM Program for 1957 Underway 


The WHAM program for 1957 is now underway in 
Milwaukee and will continue through the fall months. 
Cost to each sponsor of the WHAM advertisements was 
$20 for each insertion. There were 32 sponsors in 1956. 
The WHAM program was directly responsible for 10 new 
members joining the Milwaukee association during the 
year. These 10 new members will join in the 1957 pro- 
gram making a total of 42 dealers. 

The degree of comfort provided by heating and cool- 
ing equipment is often directly related to the control sys- 
tem used, according to H. O. Chamberlain, who described 
several types of complaints often encountered by dealers. 
One of the complaints concerned overheating of some 
areas at certain times during the day. He recommended 
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the use of two thermostats and a zone damper system to 
balance the air volume and the temperature. 

The importance of blower performance and capacity 
tables was explained by Bruce F. McLouth, who used 
enlarged graphs projected upon a screen to show resi- 
dential heating and cooling blower capacity curves. These 
curves fall in either a stable or unstable zone depending 
upon the speed of the blower and its static pressure. Mr. 
McLouth showed how it was possible to draw the per- 
formance of a blower from the stable zone into the un- 
stable zone by adding static pressure to the air distribu- 
tion system. This may occur when a cooling coil is in- 
stalled. It was also shown that altering of blower speeds 
did not solve the problem; the answer required that the 
blower be replaced by one with the proper operating 
characteristics. 

In designing commercial warm air heating systems, 
Ralph Nelson suggested that the dealer include sufficient 
supply openings in display window areas. He said that 
when sufficient warm air is omitted from these areas the 
windows will fog which brings complaints from the mer- 
chants. He also recommended the use of multiple fur- 
naces rather than one large furnace for commercial ap- 
plications because of lower operating cost, fewer com- 
plaints of overheating, usually lower initial costs and in- 
dividual zone control. 


Told to Play Up Time Payments 


Installment buying characteristics of people were de- 
scribed by Byron H. Berry, who said that 63 percent of 
the persons using time payment plans are between the 
ages of 23 and 44 years. This group includes those need- 
ing new heating and cooling systems both for replace- 
ment of existing installations and for new houses. Mr. 
Berry recommended that dealers play up the use of time 
payments in advertising, both in newspapers and in win- 
dow displays. One of the best means of getting the atten- 
tion of people interested in modernization work is to tie 
in with the local Operation Home Improvement pro- 
grams, he said. 

The use of at least two perimeter supply openings in 
every corner room was recommended by John V. Borry, 
who said that any less than this number of openings 
placed the heating system in the primitive class with the 
hand fired furnace of 25 years ago. Mr. Borry also rec- 
ommended that all basement rooms used for recreation 
rooms be heated by ducts imbedded in the concrete slab 
with air outlets at the exposed wall. 

Allen Meinecke said that a statewide building code 
would make it easier for contractors to comply with local 
area requirements because all areas then would be using 
the basic code. Changes that occur in code specification 
would become effective in all communities at the same 

(Continued on page 122) 
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you'll discover unparalleled opportunity with .. . 


MONCRIEF'S 


NEW V.L.P. 


Gas Fired and Oil Fired Winter Air Conditioners 


Totally New Furnace 


Counterflow Furnace 
is Lome as compact 
attractive as 
pflow Model 


Compact New Furnace 
with V-type Cooling 
Coil installed on top of U 

Air Discharge Opening 


Compact Size ... High Air Delivery! 


Compact cabinets and Close Clearance Approval provide easier 
installations in closets, in utility rooms or in “tuck-away” spaces in 
the basement. 


Intake and Filter Frame 
is also available 


The low height of these new Moncrief Units combines ideally with 
their high air flow capacity for year round air conditioning. They are 
designed to supply the greater air delivery, at higher external static 
pressures, required for a cooling coil. Extra blower capacity can be 
added as needed. 


Compare the sturdier construction of Mon- 
crief's totally new, assembled and wired 
Gas Furnaces and Oil Furnaces. Only 
dynamic engineering, backed by over 
60 years of manufacturing experience, 
could achieve such improvements! 


Yrs Improvements 


mpact Pricing 


Moncrief’s new low prices that 
permit you to bid Moncrief's recognized 
quality for “eam a 98 jobs. 
Only sales leadership, volume manvfac- 
turing and expensive tooling could make 
such pricing possible! 


ace-setting Styling 


Compare Moncrief's distinctively styled 
new cabinets that y conceal 
burners, controls and draft diverter from 
view. Only outstanding design could 
provide such pleasing eye-appeal! 


Moncrief’s Very Important Products land the Profitable Order...Every Time! 


No matter what type of installation you are 
bidding, you will compete more successfully 


and profitably 


with competitively priced 
Moncrief Units. 


If it’s a question of selection, Moncrief offers 
one of the widest choices of heating and cooling 
units in the business. 


If it’s a question of quality, Moncrief Units 
have been noted for their durability, long life 





Add-On Air Cooled 
2, 3 or 5 Ton Summer 
Ajit Conditioner 
Compressor-Condenser 
Assembly — 
with or 
Teee Cooling Coll. 


Basement Type 
Winter Air 
Conditioner 

Oil ot Gas Fired 


‘Round Air Add-On Water 
+5 ~ 

2,3 of 5 Ton 

Air or Water Cooled 


Gas or Oil Fired 


Ait Conditioner 


and service-free performance for over 60 years. 


If it’s a question of price, Moncrief’s competi- 
tively low prices are certainly not for 
heating”. Yet, no one has ever been asked to pay 
an extra dollar's 
standard of excellence! 


“cheap 


premium for Moncrief’s high 


If it’s a matter of availability, you need look no 
farther than your nearby Moncrief Wholesaler 
for ready service! 





Gravity Furnace 
Gas or Oil Fired 


Wptoontal 


urnace 
4 Oil Models 
4 Gas Models 


Utility of 
Counterflow 
Winter Air 


Conditioner 
Gas or Oil Fired 


THE HENRY FURNACE COMPANY ° Medina, Ohio 


V MONCRIEF | 


W 
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Check the width and length of a 1957 Chevy Panel for evidence of practical work-saving design. The cargo 
area of the new 1-ton Panel is 119%” long, 6674s” wide—the biggest, roomiest panel body size you can get! 


' 7 /, . 
as £9 eas “st 
i: ae 
4} —- -=='- 
Ae ' wed 
“ H 


52% ash 


76§ 
(OVER REAR FENDERS) 


CI 
eh 


483 
AT WHEELHOUSE 


* MAX. G.V.W. 8-19.5 TIRES 


UNLOADED 33% LOADED 293 


This big built-for-work body makes 
CHEVY the first choice in panels! 


These best selling '57 Chevrolet 
Panels are practical trucks in every 
respect. They offer modern power to 
keep your costs down low, modern 
looks to keep your prestige up high 
... and all these modern body advan- 
tages to help you make light work of 
tough jobs! 


These new Chevies are the most 
practical and profitable Panels go- 
ing! For example, they enable you 
to load more easily and quickly, 
thanks to low loading height, push- 
button door latches and dual-posi- 
tion rear door checks (for 90- and 
180-degree angles). They protect 
your cargo better, too, with a 
weathertight body, insulated double- 
walled steel doors and one-piece 
durable 5-ply wood floor, grooved 


with load-whisking skid strips. Thesé 
practical, profitable features and 
many more—such as drip moldings 
around the deor openings, heat-and- 
sound insulation in the roof, and 
rigid steel-channel door frames and 
roof bows—are now available in a 
wide choice of 14-ton and 1-ton 
models. See your Chevrolet dealer 
for the one that suits your job. . . . 
Chevrolet Division of General Mo- 
tors, Detroit 2, Michigan. 


"57 CHEVROLET TASK:-FORCE TRUCKS 


PROVED ON THE ALCAN HIGHWAY...CHAMPS OF EVERY WEIGHT CLASS! 
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Meet the newest 
and easiest selling name in 
the warm air heating industry 


If people know the name of the furnace or air conditioner— 
and they trust that name—your selling job is that much 
easier. This is just one of the many reasons Crane Sunny- 
land equipment is so easy to sell. 

Lots of other reasons, too: a complete line of warm air 
furnaces (both oil and gas) —hi-boy, counterflow, basement 
and horizontal types. Add-on and year ’round: air condi- 
tioners. Competitive prices . . . backed by Crane’s reputa- 
tion for quality, dependability and service plus powerful 
national consumer advertising with local sales helps for you. 

Call your Crane Branch or Crane Wholesaler now for 
more information on Crane Sunnyland warm air heating 
and air conditioning. Remember, you have more to gain 
when you sell Crane. 


CRANE CO. 836 South Michigan Avenue, Chicago 5 


VALVES * FITTINGS © PIPE * PLUMBING © KITCHENS « HEATING + AIR CONDITIONING 








| 


HEATING 5 AND AIR CONDITIONING 
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time, thus enabling a contractor to be better informed 
on the minimum requirements he must expect to meet. 
Mr. Meinecke said he did not expect to see a statewide 
code passed during the present session of the state legis- 
lature but that it might very well be passed during the 
next session. 


Association Changes Name 


TO BETTER DESCRIBE the nature of the work performed 
by members, the Minneapolis Sheet Metal and Roofing 
Employers Association has voted to change its name. It 
will now be known as the Air Conditioning and Heating 
—Roofing and Sheet Metal Association of Minneapolis, 
Inc. 

The association has also elected new officers for the 
coming year: Richard E. Seelye, Seelye Craftsmen, presi- 
dent; John F. Siegel, Yale Engineers, vice president; 
Lynn Thomas, Thomas Air Conditioning Co., secretary, 
and Olaf Nelson, Twin City Furnace and Appliance Co., 
treasurer. The following were elected section chairmen: 
Ray Kraus, General Sheet Metal Co., commercial ventilat- 
ing and air conditioning; Ronald Blank, Blank’s Heating 
and Sheet Metal Co., domestic heating and air condition- 
ing; Robert Graving, Sheridan Sheet Metal, general sheet 
metal work; John Somers, Central Roofing Co., roofing, 
and E. C. Yackel, Stremel Bros. Co., manufacturing. 


New Officers Elected at St. Paul 


AT THE ANNUAL meeting of the Roofing, Sheet Metal and 
Air Conditioning Contractors’ Association, Inc. of St. 
Paul, Minn., the following were elected to serve as offi- 
cers for the coming year: Dwight H. Farnham, Triangle 
Heating Co., president; Ervin B. Belisle, Sheet Metal 
Specialty Co., vice president; James Ferrara, Standard 
Heating Co., secretary; John Gill, Scribner-Libbey Roof- 
ing Co., treasurer. 

Serving with the officers on the board of directors are: 
A. L. Gaughan, Northwest Roofing and Cornice Co.; 
Herman Hertzer, Ettel and Franz Co.; David Diamond, 
Diamond Engineering Co.; Ray Bostrom, Bostrom Sheet 
Metal Works; Robert O. McPhillips, McPhillips Bros. 
Roofing and Sheet Metal. 


Purdue Short Course Set for April 


A TENTATIVE program for the warm air heating short 
course to be held April 15-18 at Purdue University, La- 
fayette, Ind., has been announced. Meetings will be held 
in the Memorial Union building on the campus. 

The course will combine lectures with classroom prob- 
lem sessions. Among the subjects to be covered will 
be: heat loss and gain, noise and sound control, blowers, 
insulation for cooling, business management, refrigera- 
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tion principles, basic controls for heating and cooling, 
and how to approach a service problem. 

Instructors for the problem sessions will include: Guy 
A. Voohees, National Warm Air Heating and Air Con- 
ditioning Association; Bruce McLouth, The Sales Engi- 
neer; Al Marble, Surface Combustion Corp.; Ira Met- 
calf, Waterman-Waterbury Co., and C. L. Grandstaff, 
C. A. Olsen Mfg. Co. ; 

Assisting these instructors will be Charles H. Buck, 
Peerless Furnace and Foundry, Inc.; Cornell Bodell, Hall- 
Neal Furnace Co.; Robert Waalkes, Hart & Cooley Mfg. 
Co.; Fred Deady, Bryant Div., Carrier Corp., and H. G. 
Hays, Armstrong Furnace Co. 

Demonstrations will be under the direction of Prof. 
F. B. Morse of the university. 


Develop Employee Rating Form 


A FORM TO BE used in rating employees is being devel- 
oped by the Master Sheet Metal, Furnace and Roofers 
Association, Rochester, N. Y. The form is to be filled in 
by an employer only when a man leaves his employ. 
The form is filed in the association office so that when 
the man seeks another job the prospective employer may 
have access to information about him. 


Apprentices Hold Open House 


In Kansas City the sheet metal apprentices and the local 
Joint Apprentice Committee played hosts to contractors, 
apprentices, and their wives at an open house held at 
Manual Training High School. Projects and drawings of 
all the classes were on exhibit. Prizes were awarded to 
the best projects in the second year classes. The grand 
prize was presented to Paul Turney. 


Education Program Moves Forward 


THE PROGRAM OF public education in heating and air 
conditioning standards being conducted in southern Cali- 
fornia by the Institute of Heating and Air Conditioning 
Industries is off to a good start. 

The first of a series of newspaper advertisements 
asked home buyers the question, “Will your dream home 
have a skeleton in the closet?” The copy points out that 
for a comparatively small additional cost, a home buyer 
can have a properly heated home and eliminate the skele- 
ton. The ad includes a check list of things to look for 
in a good heating system. It suggests that a home buyer 
tear out the list and take it with him when house hunt- 
ing. 

A publicity campaign is being used to support the 
advertising. Releases have been sent out on such sub- 
jects as: the importance of air filtering in protecting 


(Continued on page 126) 
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sells call the 
heating and cooling 


market 


Sell more with more! Airtemp puts dealers ahead with a 
complete line of heating and cooling. When you sell 
Chrysler-engineered Airtemp, you benefit from faster, 
easier installation. Plus operating efficiency that spells 
customer satisfaction. For faster sales to all of your 
market, depend upon Airlemp by Chrysler. The volume 
line for volume sales! 


It’s going to be a “hot” year for Airtemp cooling and 
heating dealers. Millions of home cooling and heating 
prospects will know how to ‘Dial Springtime Any Time”’ 
with Chrysler’s Airtemp in 1957. Write Airtemp Divi- 
sion, Dept.AA-3, Chrysler Corporation, Dayton 1, Ohio, 
today and learn more about this opportunity for you. 


Taw offers the greatest selection 
of air conditioning equipment. . . 
286 models... 38 of which are furnaces 
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SETS THE PACE FOR 1957 


of PRODUCING The MOST EFFICIENT and DESIRED LINES 
of PERIMETER DIFFUSERS and Intakes in the Industry — 
SO PERFECT — MOST IMITATED. Developed to Properly 
Distribute Air as Required For PERIMETER SYSTEMS — 
DON’T ACCEPT SUBSTITUTES. 


1000 U.S. BASE DIFFUSER HAS PROVEN 


ITS SUPREME POSITION WITH 
PERIMETER SYSTEMS 


The Set-Lock is an origi- 

nal — Not a Copy. The Slide-Plate 

Bottom is an Original that Saves Cutting and 

Installation Time. No. 1000 DIFFUSERS are made in 

Two and Four Foot Sizes with which any desired lengths may 


be assembled. 


ANOTHER U.S. ‘ORIGINAL DESIGN” THAT SETS A NEW PACE FOR PER- 


IMETER DIFFUSERS. THE NO. 105 U.S. SIDEWALL and NO. 106 U.S. BASE DIFFUSERS 








No. 105 U.S. DIFFUSER SIDEWALL REGISTER 


No. 106 U.S. DIFFUSER BASE REGISTER 
U.S. Patent Number 176,926 





soL_D 
1% 


Seaeniitiatiteetiaell 





ACTUAL SMOKE-TEST 
PHOTOGRAPH Showing the Truth- 
ful, AMAZING PERFORMANCE of 
the No. 105 and 106. 


U.S. SIDEWALL and BASE DIFFUS- 
ERS ... They have Everything — 


POWER — PERFORMANCE 
— BEAUTY 
Ask for our New Complete PERIMETER LINE Folder which pre- 


sents the New No. 2000 U.S. PERIMETER BASE INTAKE LINE 
UNITED STATES REGISTER COMPANY 
BATTLE CREEK, MICHIGAN 


MINNEAPOLIS ° KANSAS ciTy ° ALBANY 
BY LEADING JOBBERS FROM COAST TO COAST 
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low-cost home market for 


“~.. Central Air Conditioning! 


INSTALLS ANYWHERE—in breeze- 


way, garage, basement or crawl-space. 


DUCTWORK 
EASY AS ABC! 


You simply form correct length of duct 
along pre-scored lines and connect 
risers to main duct! 
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Win volume sales with the YORK * 
Pathfinder that retails as low as 3495 


Now, the amazing, low-cost York Path- 
finder makes it easy to break into a 
vast, untapped market for central air 
conditioning—the thousands upon 
thousands of homes in the $12,000 to 
$18,000 price bracket! 


This new, low-cost unit makes every 
owner of a medium-size home a pros- 
pect! Because the Pathfinder is air- 
cooled, compact, it installs almost any- 
where—without costly plumbing, cool- 
ing towers or re-circulating pumps. 
And, it works off either existing warm 
air duct systems, or the pre-fabricated 
*Ductwork and installation extra 


York Ductwork, to provide central air 
conditioning for the average 5-room 
house! (Larger Pathfinder models are 
available for larger homes at slightly 
higher cost.) 

To make selling to home owners even 
easier, powerful York ads will appear 
in 5 leading magazines and the Sunday 
Supplements. Outdoor posters, ad mats, 
TV and radio spots, plus scores of sales 
helps will tie in dealers! So, join the 
attack! And, remember, York Dealers 
can win an all-expense vacation to 


Varadero Beach, Cuba! 


Your FUTURE and FORTUNE 
Now Lies With York 


York Corporation, York, Pa., Subsidiary of Borg-Warner Corporation 
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home interiors, proper use of a thermostat, the impor- 
tance of frequent changing or cleaning of filters, what 
to look for in a heating system when buying a home, 
hints for better health and more comfort through ade- 
quate heating. 

The Institute announced that Joe Alvin, a public re- 
lations counselor, has been named public relations direc- 
tor in charge of internal and external communications. 
The advertising program is headed by Ty MacDonald, 
advertising agency vice president. 

A public speaking program is being organized under 
the direction of William L. Hoyt, Jr. 


Program Revealed for Technical Meeting 


THE PROGRAM FOR the Second Technical Conference of 
the National Warm Air Heating and Air Conditioning 
Association has been announced by George Boeddener, 
managing director. The meeting is scheduled for May 
1-2 at the Hotel Cleveland, Cleveland, Ohio. 

The conference provides an opportunity to learn the 
latest developments in systems and equipment from the 
men who are actually researching, designing and pro- 
ducing them. 

The first session will feature a talk on “Research and 
the Future” by F. L. Meyer, president, Meyer Furnace 
Co., and also president, NWAHACA. “The House of the 
Future” will be the subject of a talk by W. H. Scheick, 
executive director of ‘the Building Research Institute, 
Washington, D.C. R. J. Waalkes, application engineer, 
Hart & Cooley Mfg. Co., will speak on “The Basis of 
System Designs of the Future.” 

A panel on “Problems in Estimating Operating Costs 
for Air Conditioning” will be the feature of the second 
session. Serving on the panel will be R. A. Gonzales, di- 
rector of technical services, Airtemp Div., Chrysler 
Corp.; Dr. S. C. Hite, head, department of chemical en- 
gineering, University of Kentucky, and Prof. S. Konzo, 
department of mechanical engineering, University of II- 
linois. An additional panel member remains to be se- 
lected. 

“The Use of Forced Attic Ventilation for Ceiling Heat 
Gain Control” will be discussed by D. R. Bahnfleth, de- 
partment of mechanical engineering, University of IIli- 
nois, during the third session. Warren Blazier, The Cole- 
man Co., will talk on “Sound Control in Air Condition- 
ing Systems.” A panel will also be presented during this 
session on “Refrigerant Flow Controls.” J. A. Schenk, 
director of engineering, Alco Valve Co., will serve on 
the panel along with another member to be announced 
later. 

During the fourth and final session a panel will dis- 
cuss “Air Cleaning: An Essential of Air Conditioning.” 
Panel members will be: Dale 0. Bender, Research Prod- 
ucts Corp.; Earl H. Evans, technical director, Amer 
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Glass Div., American Air Filter Co., and George F. Land- 
graf, vice president in charge of engineering, Trion, Inc. 


Payne Heads LA Association 


NEW PRESIDENT OF THE Heating, Ventilating and Air 
Conditioning Contractors Association in the Los Angeles 
area is Gordon L. Payne, E. L. Payne Heating Co., Bev- 
erly Hills. Also elected were Tom Pinatelli, Hammel 
Heating Co., Los Angeles; Morton Cousens, Modern 
Heating and Air Conditioning Co., Los Angeles, and Ed 
Sales, O’Kane and Sales, Inc., Pasadena. 

The association is separately incorporated, but op- 
erates under the jurisdiction of the Institute of Heating 
and Air Conditioning Industries. Officers of the associa- 
tion automatically serve on the Institute’s board of di- 
rectors. The association president is also made a vice 
president of the Institute. 


N. California Group Elects Directors 


THe SuHeet Metar Contractors Association of Northern 
California has elected a new board of directors for 1957. 
They include: Harold Boothby, Boothby Sheet Metal, 
Sacramento; Joseph R. Boudreau, Belmont Sheet Metal 
and Appliance Co., Belmont; Andrew P. Fischer, Fisch- 
er Sheet Metal, Modesto; S. W. Terry, Sr., Aladdin 
Heating Corp., San Leandro; Robert G. Tuck, Atlas 
Heating and Ventilating Co., Ltd., San Francisco. 

Alternate directors are: Tom A. DeVol, Tom A. DeVol 
Co., Stockton, and J. J. Howell, Howell Air Conditioning 
and Sheet Metal, Fresno. 

Directors selected by manufacturers are: Glenn Barnes, 
Sequoia Mfg. Co., San Carlos; James F. Deane, Tuck- 
Aire Furnace Co., San Francisco; Paul H. Hammond, 
Holly Mfg. Co., Pasadena; and (alternate director) 
Roland R. Taylor, Fraser and Johnston Co., San Fran- 
cisco. 

Wholesalers selected the following directors: Everett 
Welliver, Slakey Bros., Inc., Oakland, and (alternate 
director) Doug A. Williams, P. FE. O’Hair and Co., Red- 


wood City. 


Rochester Plans Party for Members 


A PARTY FOR members, suppliers and their wives and 
guests will be held March 14 by the Master Sheet Metal, 
Furnace, and Roofers Association of Rochester, N.Y. 
The party will feature dinner, a floor show, and dancing. 

The February meeting of the association heard a talk 
by Bob Moyer, Buffalo Forge Co., on the proper selec- 
tion of exhaust and supply fans for industrial ventila- 
tion. Members were also given a report on the recent 
state convention. 


(More association news on page 130) 
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Wysong 
Squaring Sheans 
ane 


Wysong No. 1225, capacity %” 
mild steel, cutting length 12 feet. 


RUGGEDB » wwiisi shock ow powrding 


The primary function of Wysong Shears is to give 
you maximum production with unsurpassed accuracy 
day after day, month after month. Their massive 
hi-tensile castings assure greater resistance to de- 
flection. Their extra large, accurately machined 
bearing surfaces prevent twists and binds. 
Holddowns provide all the power needed for pos- 
itive clamping of stock — yet, are easily adjusted to 
prevent marring soft metals or polished sheets. 
Ball-bearing, precision back gauges are designed 
and built to withstand the impact of volume shear- 
ing. Easily adjusted to compensate for eventual wear. 
Automatic lubrication is standard on larger mod- 
els one-shot lubrication on smaller models. 
Safety features include totally enclosed clutch 
and gears, adjustable stationary finger guards, non- 
repeat unit and treadle lock. 


Buy A Wysong ... Its Miles Ahead 
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Simplicity of operation and superior design are 
keys to low maintenance and low down time. 

Power models are available with cutting lengths 
from 48 inches through 12 feet — 
16 gauge through *’’ mild steel. 


capacities from 


For greater accuracy, larger volume, easier opera- 
tion and the finest in design — Buy a WYSONG... 
It’s MILES Ahead! 


Wysong and Miles Company 
Greensboro, N. C. 





STAINLESS 
SHEET 


Type 430 Bright Finish 








up to 48" WIDE 


BRIGHTER THAN EVER!—MicroRold stainless 
steel Type 430 in the NEW Bright Finish is now 
immediately available in sheets up to 48” wide 
offering new usefulness and economy in stainless 
fabrication. Produced with the same micro-accuracy 
of gauge for which MicroRold 36” is well known, 
Type 430 Bright up to 48” wide gives greater 
latitude in applications for quality stainless steel. 


MicroRold 430 is also available in the regu- 
lar commercial finishes and MicroRold stain- 


less in other grades are now produced up to \ as h i mn g ton ~ tee : 


48” wide. Complete details sent on request. 


A 
Corporation 


WOODLAND AVENUE WASHINGTON, PA 
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A NEW APPLICATION GUIDE 


Electric 
Motors 





This handy Guide is carefully 
planned to make it easy for 
you to select electric motors for 
all popular applications. Using 
the convenient tables inside, 
you simply start with the equip- 
ment or machinery you want 
to drive. 


a Then, you identify the character 

of the load, starting and running 

torques, frame type, speed, etc., to arrive at precisely the right 

motor for your specific application. In just a few moments you 

know the motor type you need, the dimensions and other per- 
tinent data. 


Because Century offers a complete line, this handy manual will 
guide you to the right motor for your application. Obtain your 
own copy of this 12-page reference manual. 





CENTURY ELECTRIC COMPANY 
1806 Pine St., St. Lovis 3, Mo. 


Please send me the new Century Application Guide CE-99. 


Company... 
Address...... ‘ 


Performance - Rated © 
MOTORS 
1/20 to 400 HP 


to help you select 


1806 Pine Street © St, Lovis 3, Mo, © Offices and Stock Points in Principal Cities 


AMERICAN ARTISAN, Marcu 1957 


129 





WITH THE ASSOCIATIONS 


(Continued from page 126) 





ASHAE Provides Valuable Information 


THE PRESENTATION of 13 papers and the discussions at 
two symposiums provided valuable technical information 
for those attending the 63rd annual meeting of the 
American Society of Heating and Air-Conditioning En- 
gineers February 25-28 in Chicago. 

Among the papers presented were: Earth as Heat 
Source and Sink for Heat Pumps, by D. M. Vestal, Jr., 
research engineer, and B. J. Fluker, assistant research 
engineer, both of Texas Engineering Experimental Sta- 
tion, Texas A & M College; From °36 to ’56: Air Con- 
ditioning Comes of Age, by Walter A. Grant, vice presi- 
dent, central engineering, Carrier Corp.; Revised Winter 
Outside Design Temperatures, by H. C. S. Thom, U. S. 
Weather Bureau. 

Other papers presented included: Pulsations in Resi- 
dential Heating Equipment, by A. A. Putman, assistant 
division chief, and W. R. Dennis, principal physicist, 
Battelle Memorial Institute, Columbus, Ohio; The Dust 
Spot Method for Evaluating Air Cleaners, by K. T. 
Whitby, research associate; A. B. Algren, professor, and 
R. C. Jordan, professor and head, all of the mechanical 
engineering department, University of Minnesota. 

Also included in the list of papers were: Outlet Char- 
acteristics That Affect Downthrow of Heated Air Jets, 
by Linn Helander, professor and head; S. M. Yen, as- 
sociate professor, and Wilson Tripp, professor, all of the 
mechanical engineering department, Kansas State Col- 
lege; Air Flow in Free Convection Over Heated Bodies, 
by T. F. Hatch, department of occupational health, Uni- 
versity of Pittsburgh, and D. Barron-Oronzco, Direcci- 
onde Hygiene Industrial, Mariano Escobedo No. 20, 
Mexico, D.F. 

Another paper was on Radioactive Process Ventila- 
tion by S. H. Glassmire and J. P. Wahlen, staff mem- 
bers at the University of California Scientific Laboratory 
at Los Alamos. A symposium on industrial ventilation 
was moderated by Prof. C. H. Pesterfield, Michigan 
State College. 


Advanced Management Course Held 


MEMBERS OF THE National Heating and Aircondition- 
ing Wholesalers Association in Columbus, Ohio have 
held the first Advance Course in Heating and Cooling 
Dealer Management. 

Three years ago the same group of NWHA whole- 
salers, in cooperation with Dr. William B. Logan, Ohio 
State University, developed the first Dealer Management 
Institute. Since that time this course has been made 
available to dealers and sheet metal contractors through- 
out the country in cooperation with various universities 
and sponsoring wholesalers. 

The advance course covered a number of the same 
subjects given at the beginners course, but treated them 
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in a more comprehensive and detailed manner. Much 
emphasis was given to profit planning. 

According to Robert J. Woodward, national chair- 
man of the NHAW committee on dealer management 
education, all in attendance were high in their praise of 
the advance course. 


Canadian Group Holds Technical Sessions 


TWO TECHNICAL sessions were conducted by the National 
Warm Air Heating and Air Conditioning Association of 
Canada as part of the National Heating Show. Highlights 
of the association’s certified bonded heating programme 
were covered by Frank Thomson, board member of the 
association and chairman of- its chapter committee. Jim 
Mitchell, chairman of the technical advisory committee, 
presented a discussion of the latest developments and 
technical problems of the industry. 


Rietz Named President of AMCA 


ELECTED PRESIDENT of the Air Moving and Condition- 
ing Association, Inc. for 1957 is W. H. Rietz, president 
of Ilg Electric Ventilating Co., Chicago. R. W. Nelson, 
vice president, American Air Filter Co., Louisville, has 
been elected vice president. Mr. Nelson served as presi- 
dent of AMCA during 1956. Also named vice president 
of the association is F. W. McKenna, chief engineer, 
Kennard Corp., St. Louis. 

J. P. Johnson, sales manager, Ventilating Div., The 
Swartwout Co., Cleveland, was elected secretary-treasurer. 
Reappointed as executive vice president is L. O. Monroe, 
who will administer association activities at AMCA head- 
quarters in Detroit. 


Jacksonville Holds Safety Seminars 


A REPORT FROM the Roofing and Sheet Metal Contrac- 
tors Association of Florida tells of two safety seminars 
held by members in Jacksonville. The meetings were 
experimental in that they will be used to develop a pro- 
gram that can be used throughout the state. The meet- 
ings featured discussions on ways and means of improv- 
ing safety conditions in the industry. The program is 
being conducted with the aid of the safety division of 
the Florida Industrial Commission. 


Long Island Forms New Association 


THE FORMATION of a new association in the Long Island 
area has been announced. The new group has been 
named the Master Heating and Cooling Association of 
Long Island. 

In response to many requests from heating-cooling 


(Continued on page 134) 
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GIVE YOURSELF A SPEED ‘MARGIN OF SAFETY’ 


Specify Preslok® Wheel... Guarantees 50% More Operating Speed 


Are your modern air condi- turers, made possible by superior Lau engineering and 
tioning requirements calling production skills. 

for greater speeds, higher stat- The Lau engineering skills are available to the en- 
ics? Preslok is guaranteed to tire air-moving industry ...and specifically to your 
increase your operating speed business whenever you need them. 


® maximums by at least 50%! Perhaps your organization is confronted with a dif- 
With Preslok, the center disc grips the blade mechan- ficult air-moving problem right now. If so, why don’t 
ically by an exclusive Lau locking method. Four disc you call in Lau, who have pioneered so many advances 
fingers slip into the blade aperture and are pressed in more than 25 years of service. Write Dept. M, today. 
together in locking position. Preslok eliminates bal- 
looning at higher speeds . . . insures a quiet operation. 


THE LAU BLOWER COMPANY 

2007 Home Avenue, Dayton 7, Ohio 

Orsay Azusa, California. In Canada: The Lau Blower 
a Company of Canada, Ltd., Kitchener, Ontario 


One more advance for Lau engineering. One more 
answer to the needs of original equipment manufac- 


me World's Largest Manufacturer of Air-Conditioning Blowers 
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Now, line ducts fast... easily 
with new, semi-rigid Microtex 


For fast, easy duct-liner installation . . . 
plus maximum insulation per dollar, 
use L°O-F Glass Fibers’ economical 
new Microtex duct liner. 

Applied quickly with adhesive and 
formed in the brake, Microtex requires 
no special skills, tools or equipment. 
Semi-rigid yet resilient, Microtex is 
pleasant to handle—easy to cut and fit 
into irregular sections. 

Lightweight Microtex does an efficient 
job. Made from fine glass fibers that 
trap millions of tiny air cells, it ab- 


L-O-F GLASS FIBERS COMPANY °* 
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sorbs mechanical noises; insulates 
warm- and cold-air ducts against heat 
transfer. Duct itself acts as a vapor 
barrier. Sprayed facing of black vinyl 
resists air erosion, even at peak oper- 
ating velocities. 


You can get quick delivery on low-cost 
Microtex duct liner in densities of 1% , 
2, and 3 Ib./cu. ft. and in standard 
widths. For the name of your nearest 
distributor, write: L-O-F Glass Fibers 
Company, Dept. 45-37, 1810 Madison 
Avenue, Toledo 1, Ohio. 


TOLEDO 1, OHIO 
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MOUSETRAP, STEAM TRAP, SEWER TRAP 


...1t makes no difference 


‘4 « » the world won’t beat a path to the door of to mass production and volume sales . . . which 
the man who builds a better one and then doesn’t means lower costs and 
advertise it so that people will know about his lower prices. 2 ° 
product, know where it can be bought and how a 





Yes, “Advertising 
Benefits You”... 
Advertising benefits the buyer, too. It tells you *specially business- 
the product story, makes it easy for you to buy. paper advertising. 
Even more important to you, advertising leads ; 


much it costs. 








YES ADVERTISING BENEFITS You! 
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dealers in Brooklyn, Queens, Nassau, and Suffolk coun- 
ties, a meeting was called by John M. Sibarium, industry 
chairman for the National Warm Air Heating and Air 
Conditioning Association short course at the Long Island 
T. and A. Institute, Farmingdale. Mr. Sabarium is also 
technical advisor to the Heating and Cooling Industries 
Educational Commission. 

The Nassau-Suffolk Sheet Metal Employers Association, 
largest industry group in the area, and other industry 
leaders were invited to attend the meeting. This group 
voted unanimously to establish the new all industry 
association. 

The following were elected to serve as officers: Sidney 
Kaminsky, City Sheet Metal and Air Conditioning Corp., 
president; Milton Solomon, Tri-State Heating and Ven- 
tilating Corp., vice president; Neil Shayne, Nassau-Suf- 
folk Sheet Metal Employers Association, secretary-treas- 
urer. John M. Sibarium was elected permanent vice presi- 
dent and technical advisor and was also appointed chair- 
man of the constitutional committee. Edward Klein, H. 


Klein and Sons, was appointed chairman, codes com- 
mittee. 


ASHAE Regional Meeting Scheduled 


THE SECOND REGIONAL meeting and conference for Re- 
gion IV of the American Society of Heating and Air- 
Conditioning Engineers will be sponsored by the South- 
ern California chapter. The meeting will be held May 
6-7 at the Ambassador Hotel, Los Angeles. 

The tentative program includes: calculations investi- 
gating the application of air conditioning to a school, 
control of air-borne sound transmissions, impingement 
filters and smog, recruiting personnel for the industry, 
and a symposium on air conditioning of existing build- 
ings. 

The Western Exhibit of Air Conditioning, Heating, 
Ventilating, and Refrigeration Equipment will be held 
simultaneously with the conference, although it has no 
direct connection. 


Enforcement of New Code Begins 


Kansas City’s new warm air heating code went into 
effect on the first of the year. A chief inspector and six 
inspectors have been selected. Applications for contractor 
licenses under the code are being processed. 

The biggest problem in clearing applications seems to 
be in regard to insurance, the local association reports. 
The code requires an applicant to show proof of financial 
responsibility by furnishing a bond or liability insurance 
in the amount of $5000 indemnifying any person or per- 
sons for personal injury or property damage from negli- 
gent installation or repair of warm air heating equip- 
ment. 
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The problem with liability insurance stems from con- 
fusion over the difference between contractors liability 
and products liability insurance. The association points 
out that contractors liability covers a dealer only while 
he is on the job. After he has transferred title to the 
equipment and left the job, this coverage stops. Products 
liability insurance takes over where contractors liability 
stops. For example, if damage should occur due to a 
faulty installation after the dealer had left the job, he 
would not be covered unless he also held products liabil- 
ity coverage. 


N. California Sets Plans for 1957 


THe Warm Air Heatinc Institute of Northern California 
has announced plans for a stepped up promotion and 
consumer education campaign for 1957. A budget of 
$34,000 was set up for the calendar year, according to 
Dar Knowles. 

The Institute’s program, which is designed to upgrade 
heating installations in the region, was started last fall. 
It is financed by a stamp plan, whereby manufacturers 
buy stamps from the Institute to be affixed to furnaces. 
The cost of the stamps ($1 or 50 cents per unit according 
to type) is passed along to the consumer. 

More than two-thirds of the 1957 budget will be spent 
on a general program including a new edition of the 
Institute’s booklet, “House Heating Secrets,” radio adver- 
tising, and an advertising program in a regional maga- 
zine. The balance will be distributed to local areas for tie- 
in advertising. 


Canadian NWAHACA Publishes Manual 


THe NationaL Warm Air Heating and Air Condition- 
ing Association of Canada has published a new Canadian 
Manual A for the design of residential warm air winter 
air conditioning systems. The recommendations and ta- 
bles in the manual apply to any residence having a heat 
loss not in excess of 350,000 Btuh and duct length from 
furnace to outlet not longer than 240 ft. 


ARI Releases Btuh Ratings 


THE AIR-CONDITIONING and Refrigeration Institute has 
released Btuh ratings of 1957 room cooling units being 
made by 15 manufacturers. Seven other manufacturers 
are still conducting tests and will announce ratings in the 
near future. 

The products of the 22 manufacturers who said they 
would participate in the program constitute almost 90 
per cent of the entire national output. The program is de- 
signed to establish a common basis for comparison for the 
buying public. Much confusion has resulted through the 

(Continued on page 138) 
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what 


this sign 


could mean 


REMEMBER — Only Airline Offers You . . . 


Borg-Warner Airline pays a bonus on your 
« sales increase in ’57. 


chised dealer with all the selling tools need- 
ed. We outline on a day-to-day basis how to 


? Borg-Warner Airline provides every fran- 
© 
use them best. 


Borg-Warner Airline offers you a complete 
3 line of priced-right, built-right units. There 
@ are none bettter. 
The Vast Research Facilities of Borg-Warner 
are constanttly applied to keep Airline ahead 
of the field. 1957 promises the development 
*® of many outstanding units. 


WATER COOLED 


ga og pnp minds. The Airline sales staff will help you 


5 B-W stands for quality in your customer's 
© cash in on that prestige. 


INGERSOLL INGERSOLL CONDITIONED AIR DIVISION 
BORG-WARNER CORPORATION 


760 E. Vine Street @ Kalamazoo, Michigan 


UB AIRLINE by BORG-WARNER — The Guaranteed Business Builder 
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Bethcon takes severe forming 
without flaking or cracking 


Put a sheet of Bethcon through the toughest operations in 


your shop, then cast a critical eye over the galvanized finish. 
Any cracking, peeling, flaking? 

Not on a Bethcon sheet! That’s because in Bethlehem’s 
continuous galvanizing lines the zinc is bonded much 
more tightly to the base metal than in the conventional 
hot-dip method. Thus, even when the sheet is doubled back 
on itself, the coating remains as sound as ever. 

Bethlehem’s continuous galvanizing process also imparts 
another advantage to Bethcon. It produces a sheet that is 


just soft enough for easy working, yet rigid enough to 


provide the strength you need in the finished product. 
Nowhere is this combination of qualities more important 
than in the fabrication of ductwork. 

You can specify Bethcon in cuttlengths or coils, 13-gage 
or lighter. You can also choose between carbon steel and 
corrosion-resisting Beth-Cu-Loy (copper bearing steel) for 
the base metal. For additional information about Bethcon 
sheets just get in touch with the nearest Bethlehem office. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation. Export 


j > VUMISLEL LY WSSLTI 4. 
Distributor: Bethlehem Steel Export Corporation ert 


BETHLEHEM STEEL 


sssssttlssiticsesens 
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STEWART-WARNER 
WAiretkCer 


Dealers and territorial distributors are invited to investigate the extra profit 


possibilities of this most complete line of Heating and Cooling equipment | 


OIL-FIRED FURNACES AND BOILERS 


The Stewart-Warner- Winkler line of home comfort equip- 
ment offers more profit because it is the most complete! 
You need never lose a sale because you haven’t equip- 


GAS-FIRED FURNACES AND BOILERS 


economical performance, longer life and freedom from 
profitless service call-backs. Your reputation as a dealer 
in reputable merchandise is fully protected by the quality 


ment to meet all requirements. Everything a home 
builder or modernizer could possibly demand for a mod- 
ern heating and cooling system is available. 

Every Stewart-Warner Unit is distinguished by ad- 
vanced engineering and rugged construction which means 


of Stewart-Warner-Winkler equipment. 

Remember, concentration on this complete line relieves 
you of shopping around for needed equipment—hence 
increases your profitable selling time. 


HEATING-COOLING 
AIR CONDITIONERS 


WINK TR CONDITIONER, 
Stewart-Warner-Winkler VISUAL! 


Furnaces can be furnished 
as complete year ’round 
Conditioners or for future 
installation of summer 
cooling. 


et eee ee ey 


i FREE TRAINING FOR DEALERS 
As a dealer, you and your employees are entitled to an in- 
tensive course of instruction at the Stewart-Warner-Winkler 
Training Institute. You'll leave this school fully qualified 
to sell and install today’s most complete line of heating 
and cooling equipment. 





Basement model with 


Free-standing 
Evaporator Cooling Coil 


Air and water cooled — 
Condensing Unit 


Write, wire or call today for complete information 


(JTT] STEWART-WARNER CORPORATION 


HEATING AND AIR CONDITIONING DIVISION ¢ Dept. A-37, Lebanon, Ind. 


es a 

f Winkler 
~ aa representatives 
Z/\\, cover the nation 


YW CERES) 
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practice of rating the capacity of room units in terms of 
tons or horsepower, neither of which has a direct relation- 
ship to cooling capacity, the ARI stated. 

Proof of the unreliability of horsepower ratings was 
shown in ARI’s published ratings. Units with a nominal 
one horsepower ratings were found to have a Btuh capac- 
ity ranging from 7800 up to as high as 12,050. 


Kansas City Names Committee Chairman 


COMMITTEE CHAIRMAN for 1957 were announced by 
Robert E. Peterson, president, Sheet Metal and Air Con- 
ditioning Contractors’ Association of Greater Kansas City. 
They are: George Battmer, joint adjustment board; Dave 
Todd, apprentice; Jess Miller, pension study; Clarence 
Schumacher, labor negotiating; Tom Daley, architects 
book; Norman Johnson, warm air heating; Jim Dukelow, 
certified heating and air conditioning, and Leo Zahner, 
Jr., public relations and membership. 

New officers for the year were installed at the annual 
stag party in January. 

The association’s pension study committee has nearly 
completed its work on a pension plan. A study committee 
from the union is currently finishing its work on the plan. 
Both groups will eventually submit their findings to a 
joint committee, which will recommend a final version for 
ratification by members. 


Uniform Ordinances Sought 


THE PRINCIPAL PROJECT occupying the time of the In- 
land Air Conditioning and Refrigeration Contractors As- 
sociation is the effort to pass uniform ordinances on heat- 
ing, air conditioning, and ventilating. The association 
covers Riverside, San Bernardino and eastern Los Ange- 
les counties in southern California. In most of this area 
there are either no ordinances or ordinances which have 
been given a variety of interpretations. 

Chairman of the committee working on the project is 
Jim McDonald. Working with him are A. R. Miller, 
H. G. Bunker, and H. E. Stewart. All of the cities in the 
area have been informed of the group’s desire to improve 
the laws covering the industry. 


Joint Committee Promotes the Industry 


A NEW LABOR-MANAGEMENT committee is functioning in 
Denver, representing the Sheet Metal Contractors Asso- 
ciation of Denver and the Sheet Metal Workers Local 
Union No. 9. The organization, called the Sheet Metal 
Joint Committee, was formed by the two groups to help 
solve mutual problems and share mutual responsibilities. 

The committee, composed of three members of each 
group, includes: P. S. Walden (chairman), J. F. Cipra, 
and Glenn Angerman, representing the dealer-contrac- 
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tors; and George Jeffries, J. J. Schneider, and L. E. 
Gauthier, representing the local union. 

The committee hopes to provide a better understand- 
ing of all phases of sheet metal work by acting as an 
information agency on all matters, technical and other- 
wise. To those dealing with the design, specification, 
fabrication or installation of sheet metal, the committee 
offers an extensive reference library of trade practices, 
new products, design and application standards, technical 
manuals and catalogs. 


DENVER'S Sheet Metal Joint Committee acts as a local 
information agency for the industry. Members shown 
above are: (standing, | to r) John Cipra, William Van- 
Genderen, Robert E. Sands, LeRoy Gauthier, Harold Lay, 


LaVerne Morse; (seated, | to r) John F. Perkis, Paul 
Walden 


In serving its own labor-management group, the com- 
mittee attempts to promote and advance the correct use 
of sheet metal, to promote the industry itself, to create 
a better understanding between the union and dealer- 
contractors, to process applications for membership in 
the joint committee, and to assure that members abide by 
the current labor contract. 

The committee is promoting the industry through 
direct personal contact with members of the construction 
industry, through news releases, and through the pub- 
lication of three monthly newsletters. 


IHACI and UCLA to Hold Comfort Study 


Tue Instirute or Heating and Air Conditioning In- 
dustries, a southern California organization, and the 
University of California at Los Angeles have announced 
plans for a joint Institute on Environmental Control to 
be held in the fall on the university campus. 

According to R. E. Harkens, managing director of 
IHACI, the plan for the Institute has been accepted in 
principle by Dr. L. M. K. Boelter, dean of the UCLA 
school of engineering. The Institute will attempt to clas- 
sify and integrate the vast amount of field and labora- 
tory data on health and comfort through heating and 
air conditioning. 


(More association news on page 142) 
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COLUMBUS SHIS 


TO TEMPERATURE CONTROL BUYERS — EVERY WHERE= 

CRISE CONTROLS, MADE BY ACRO MANUF ACTURING COMPANY, HAVE 
JOINED THE ROBERTSHAW-F UL TON FAMILY. ACRO RECENTLY BECAME 

A DIVISION OF ROBERTSHAW-F UL TON THUS FORMING A NEW 
LEADERSHIP TEAM IN THE HEATING CONTROL FIELD. HENCEFORTH 
CRISE CONTROLS WILL BENEFIT FROM THE POOLING OF ENGINEERING, 
RESEARCH AND MANUFACTURING FACILITIES. FROM THESE EXPANDED 
RESOURCES WE CAN BETTER SERVE ALL YOUR NEEDS FOR 

TEMPERATURE CONTROLS OF UNEQUALLED PERFORMANCE AND VALUE. 





ACRO DIVISION 
ROBERTSHAW-F UL TON CONTROLS Comp ANY= 











Fan and Limit Thermostats 
Controls Zone Controls 
Solenoid 
Gas Valves 
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MODEL OCF 8 
60,000 to 80,000 LT! 
Wondaire Special! 





Wondaire 
Horizonta! 







80.000 to 525.00 WT 
MODEL R 
115,008 to 919,000 BT MODEL CFO 
Wondaire Oil-Fired Lo~fey ges athe npaes 
Wondaire Oil- Fired 
Counter- Flo 





Fr 


THE WORLD’S FINEST HEATING COX MANUFACTURING CO. 
Today’s rep: pores are interested in the per- Rid ile. Indi 
formance and dependability of their investment. They eee, InGane 


are interested in heating ——— which offers them 





the greatest value backed by a guarantee which offers = 
everything that it should. Wondaire heating is be Write now for complete information and 
coming a “buy word” for more and more wholesalers specifications on 
and dealers as competition begins to weed out the 
narrow margin and low performance operators. This Horizontal unit Model R Model OCF 
is one of the major reasons why more and more heat- Mode! H Model CFO 
MODEL H ing experts are socngatiing and requesting Wondaire 
80,000 to 525,000 BYU Oil or Gas fired heat. Wondaire heating is quality (Please specify Model Number) 
Hi-Bos built at prices to please everyone. 

















Manufacturers’ Agents... 


Are you interested in securing additional lines? 


We are occasionally asked by our manufacturer advertisers to suggest 
the names of manufacturers’ agents in various sections of the country whom 
they can contact in regard to representation of their residential air condi- 


tioning, and sheet metal contracting products. 


If you would like your name listed on our records for inquiries we may . 


receive on your territory, we invite you to write us. There is no charge in 


connection with this service. 


AMERICAN ARTISAN 
6 North Michigan Avenue, Chicago 2, Illinois 
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Generals 
STOP TROUBLE 


Before It Begins! 


General Fuel Oil Filters get to the “heart” of 
filtering job. Note the unique “step back” design 
_ of the high grade, wool felt cartridge. Oil is cleaned faster 
because one-third more filtering surface is exposed. - 


A fine wire mesh screen, bonded to the aarmldgn; anchors 
each layer securely so microscopic particles can’t channel a 
between. Patented treatment of this center core prevents Sees oe te)e) 44 
lint from escaping into oil lines, reduces danger of by- ss ae ee 
passing, and improves filtration by increasing the density r — & , 2A-700A 
of the inner surface of the felt. 4,3 
FUEL OIL 


Lifetime, leakproof construction is another trouble-stopping ; ; 
GENERAL feature. The cast iron cap and steel body won’t FILTER 
crack, stretch, leak or wear out. Two vent screws allow easy 
bleeding of the filter and lines. 


Best of oll, GENERAL Cartridges fit all leading filter makes. “STEP BACK” 
insure trou topping protection in every filter you service, — ; 
by heating a = GENERAL Cartridge at perl once ro (woot FELT 


CARTRIDGE 





“POROSIL” 
EVAPORATING PLATES 





KEEP FLUES OPEN — IT’S EASY! 


A Ve" layer of soot can raise fuel costs 25%! CLEAN RIGHT 
destroys a 2" coating in 2-5 minutes — without flash or cor- 
rosion. Take a can on every service call. Stop soot troubles 
the easy way! 


sr EL LOR write FoR ful informetion, prices, 


43800 GRAND RIVER AVE. . NOVI, MICH. end name of your -necrest jobber. 
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WITH THE ASSOCIATIONS 














Coming Events 


March 


Mar. 21-22—Michigan Heating and Sheet 
Metal Association, Inc., annual convention. 
Bancroft Hotel, Saginaw. N. J. Biddle, sec- 
retary, 3035 E. Grand Blvd., Detroit 2. 


Mar. 21-24—Southeast Trade Exposition, 
sponsored by Sheet Metal, Roofing, Heat- 
ing, Air Conditioning Contractors’ Associa- 
tion of Georgia. Atlanta Biltmore Hotel, 
Atlanta. B. L. Noblitt, Executive Secretary, 
P.O. Box 1196, Augusta, Ga. 


Mar. 25-28—Michigan State College short 
course, E. Lansing. C. H. Pesterfield, chair- 
man, Michi:an State College, E. Lansing. 


April 


Apr. 1-4—Long Island T. and A. Institute 
college short course, Farmingdale, L.I., 
N.Y. Wilson P. Merritt, chairman, Long 
Island T. and A. Institute, Farmingdale. 


Apr. 8-10—Gas Appliance Manufacturers 
Association, annual meeting. The Green- 
brier, White Sulphur Springs, W. Va. H. 
Leigh Whitelaw, Managing Director, 60 E. 
42nd St., New York 17. 


Apr. 8-11—University of Omaha college short 
course, Omaha. S. V. Williams, chairman, 
University of Omaha, Omaha. 


Apr. 15-18—Purdue University college short 
course, Lafayette, Ind. Fred Morse, chair- 
man, Purdue University, Lafayette. 


Apr. 15-18—Syracuse University college short 
course, Syracuse, N.Y. Eleanor Ludwig, 
chairman, Syracuse University, Syracuse. 


Apr. 25-27—Roofing and Sheet Metal Con- 
tractors’ Association of Florida, annual 
convention. Tampa Terrace Hotel, Tampa. 
Mrs. Peggy Brown, Executive Secretary, 
735 17th St. N., St. Petersburg. 


April 26-27—Sheet Metal, Air Conditioning 
and Roofing Contractors’ Association of 
Pennsylvania, annual convention. Lycoming 
Hotel, Williamsport, Pa. Earl W. Lieber- 
mann, Secretary, 1411 Merchant St., Am- 
bridge, Pa. 


Apr. 29-30—National Warm Air Heating and 
Air Conditioning Association, committee 
meetings. Hotel Cleveland, Cleveland, Ohio. 
George Boeddener, Managing Director, 640 
Engineers Bldg., Cleveland 14. 

Apr. 29-May 2—University of Connecticut, 
college short course, Storrs, Conn. Carlson 
E. Crane, chairman, University of Con- 
necticut, Storrs. 

May 

May 1-2—National Warm Air Heating and 
Air Conditioning Association, second tech- 
nical conference. Hotel Cleveland, Cleve- 
land, Ohio. George Boeddener, Managing 
Director, 640 Engineers Bldg., Cleveland 
14. 

May 3-7—Western Air Conditiening, Heat- 
ing, Ventilating and Refrigeration Confer- 
ence and Exhibit, Shrine Exposition Hall, 
Los Angeles. Arthur J. Hess, chairman, 
3443 S. Hill St., Los Angeles. 

May 6-7—National Heating & Aircondition- 
ing Wholesalers, Inc., spring meeting. 
Broadmoor Hotel, Colorado Springs, Colo. 
W. R. Bull, Executive Director, 1200 W. 
Fifth Ave., Columbus, O. 

May 6-8—Air-Conditioning and Refrigera- 
tion Institute, annual meeting. The Home- 
stead, Hot Springs, Va. George S. Jones, 
Jr., Managing Director, 1346 Connecticut 
Ave., N. W., Washington 6, D.C. 

May 15-18—Sheet Metal and Air Condition- 
ing Contractors’ National Association, Inc., 
annual convention. Edgewater Beach Hotel, 
Chicago. Joseph D. Wilder, Executive Sec- 
retary, 170 Division St., Elgin, Il. 

May 16-17—National Association of Sheet 
Metal Distributors, annual meeting. The 
Warwick Hotel, Philadelphia, Pa. Thomas 
A. Fernley, Jr., Executive Secretary, 1900 
Arch St., Philadelphia 3, Pa. 


June 


June 5-7 — National Warm Air Heating and 
Air Conditioning Association, summer con- 
vention. Fairmont Hotel, San Francisco. 
George Boeddener, Managing Director, 640 
Engineers Bldg., Cleveland 14. 
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* A complete line...for every need 
* LESLIE guaranteed quality and performance 
* Prompt service from your LESLIE Jobber 


Now, you can get LESLIE Roof Ventilators .. . backed by the leading 
name in residential ventilation since 1939. This new line of Roof 
Ventilators incorporates the quality and many exclusive design features 
you expect from LESLIE products. Our enlarged production 
facilities assure prompt service on all your requirements. 


in ROTARY TURBINE TYPE 


Standard Model—Low cost, Industrial Model—Heavy duty 
wind powered suction rotary type designed to exhaust 
turbine ventilator, made of 26 greater air volume. Provides 
gauge galvanized steel with effective heat, moisture and 
weatherproof Oilite bronze radial fume removal. Entire weight of 
bearings and oil sealed ball-bearing rotor is supported by rotor 
thrust. Furnished in prime coated suspension unit to provide true balance 
galvanized steel in 6”, 8”, 10” and and proper alignment with rotor band. 
12” sizes. Rotor turns on heavy duty ground ball 
bearings. Furnished in prime coated gal- 
vanized steel in 6 sizes from 14” to 30”. 


ee welel., Fi eS Am 4 a8 


Draws air by utilizing pressure differentials between inside and outside 
atmospheres. Versatile, economical...ideal for warehouses, factory, 
farm, schools, etc., where gravity ventilation is required. Stormproof 
design provides effective, low-cost 

ventilation under all weather condi- 

tions. Galvanized steel in 14 sizes 

from 6” to 65”. 


wew™SERIES 50° 


COMBINES ALL THESE FEATURES: . me - [APPEARANCE mcteomines one-piece 
e EASIER INSTALLATION — 4” wide flange . .. “no : ” A 
legs” or “posts” to get in the way. e USE WITH FANS—8” diameter stack fits round 


- duct. 
© WEATHERPROOF —- wide flange around top of = + STURDIER CONSTRUCTION —full .25” aluminum, 
stack, plus parallel baffle in rear. 3 26-gauge galvanized steel, screen securely at- 
e MORE FREE AREA—as certified by Metal Venti- tached. 
lator Institute. 


Available in galvanized steel or aluminum, the "50 Series" Roof Vent 
is YOUR best answer to the demand for a vent that installs without 
trouble, that looks and performs well, and provides top quality at the 
right price. 


Write for 
LESLIE LOUVER CATALOGS 


ELDING CoO., Inc. 


2945 W. CARROLL AVENUE «+ CHICAGO 12, ILL. 
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Take a Tip from Boumda... 


A Bermus 


Follan 


Pe 
sbee bioee 


...and learn about the metal roof YOU can install 


Ever since Follansbee introduced the new Ber- 
muda Terne roof, architects and builders have 
been growing more enthusiastic about it... and 
using it. The architect likes it because it allows 
him to put new, distinctive design on the roof 
and get those long lines which add so much to the 
appearance of the contemporary house. 


re FOLLANSBEE 


STEEL CORPORATION 


Builders (yes, tract builders too) like the Ber- 
muda roof because it gives their houses quality 
buyers can see, and because it eliminates the 
possibility of trouble in one of the most potentially 
dangerous features of the house. You can sell the 
Bermuda Terne roof. You'll find it easy to install, 
and profitable too. 


4-3 


Follansbee Steel Corp. 
Follansbee, West Virginia 


Please send me additional information on the Bermuda roof of Follansbee Terne. 


NAME 





COMPANY. 





ADDRESS. 





City. 





STATE— 





“~ 
! 
| 
I 
! 
| 
! 
| 
1 
! 
| 
| 
| 
! 
! 
! 
: 
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Worthington dealers... new sales building campaigns for 57 


MAKE PROFITS FOR YOU! 


You get n elelamaulel-melaCcanelels 


when Worthington’'s high-impact 





advertising campaign kicks-off with 
this powerful spread in Life 

March 25th. It continues with more 
are1ge bral heesalcar-let-m lame hi -n Gel aelercaelelen 
the season. And each one rries 
your message to thousands of home 
and busines air elennare) 


°F ty oe 


me ae te 


fein. i 
idameeielielelom aeaiiarca' 
I trave rc 
ay an nstrate 


ngton turnace and air 





oelaleindlejaiiatcanelalhe-wi ame) iments) (0) 
markets. Your customers in every 
2 : field can see the equipment they 


want in Worthington Climate Van: 





And they'll come tc you to buy it! 


CASH IN ON THIS OUTSTANDING PACKAGED PROGRAM! 


Write us—or call your Worthington District Representative for details today. Find out, 


too, about the many sales aids designed by Worthington to help you sell: billboards... 


co-op ad mats... displays... direct mail...TV and radio commercials... and more! 


Worthington Corporation, Dept. AC, Wo RT be 5 e G TO ay 


Harrison, New Jersey. 


A7.30 
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Lift the lid off 


this new market! 


- 


WITH NEW GIBSON A tty | C be Oo 


Air-cooled “‘PACKAGED" Air Conditioners 


A great new market opens wide this year — central air conditioning for even modest homes 

without existing ductwork—and Gibson makes it easier for you to get your share. 

Gibson Rancho units are lightweight, compact and easy to install. “Packaged” installation includes 

2 or 3 ton Gibson Rancho unit, pre-fab fiberglass ductwork, louvres, grilles, diffusers, thermostat. 

Temperature Experts for 80 Years 
RESIDENTIAL AIR CONDITIONING DOMESTIC HEATING 

2-3-5 ton units * Air- and water-cooled * New Rancho units Gas- and oil-fired units * Exclusive EVEN-FLO Vari-flame * 
with pre-fab ductwork * Remote air-cooled units 2 to 10 tons * Complete line Hi- and Lo-Boys 


Packaged water-cooled units INDUSTRIAL AIR CONDITIONING 
COMMERCIAL AIR CONDITIONING Packaged direct expansion systems to 40 tons * Packaged 
Packaged units 2 to 40 tons chillers * Water-to-air, air-to-air heat pumps 


GIBSON RANCHO SALES-MAKING FEATURES 


GOES ANYWHERE! ® Exclusive new Turb-O-Tube heat exchanger increases cooling speed 
and capacity—soves electricity. 


® Cools and dehumidifies. © No water, no plumbing, no costly wiring. 
Ee es — ® 5-Year Guarantee. * Low cost—less than two window units. 


® Qualifies for easy Title | FHA financing. 





Flush Mount | Straddle Mount 


lpm = ee Call your Gibson distributor or write direct to Gibson. 
® 
inside ® outside ® attic DIVISION OF 
roof © basement 
crawlspace ® window ® wall ell uw Pi 
' CORPORATION 


© 1957 by Hupp Corporation, Gibson Refrigerator Company, Division of Hupp Corporation, Greenville, Michigan 
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Check fo fuel the No.1 Sales Outlet 


in Residential Air Conditioning 


Sales and installation experience with existing warm air 
heated homes — the top prospect homes for air conditioning. 





Continuous contacts with builders, architects, and owners 
on new construction. 





Experience in all phases of air handling. 





Ability to handle all planning, engineering, and install- 
ing within their own organizations. 





Shop facilities and skilled personnel for fabricating sheet 
metal work and for dependable, intelligent servicing. 





Established business background in their communities. 





























Worn air henting - Shoot metal denlors quality on every count 


They, and they alone, have ALL that it takes American Artisan excels editorially — in 


to handle central Residential Air Condition- 
ing. They are the No. 1 sales outlet. 


To reach them, you must concentrate your 
advertising in the Warm Air Heating-Sheet 
Metal field. To reach them most economi- 
cally, your best advertising buy is American 
Artisan. 


both quality and quantity. . . . It reaches the 
greatest concentration of buying power — 
the KEY dealers who do 80% of the avail- 
able business. . . . It provides the largest 
and only fully paid (ABC) circulation. . . . 


And it leads in advertising volume. 


Your advertising in American Artisan is 
without question in the right environment for 
maximum results from those having maxi- 
mum potential. 


Keeney Publishing Co. 


AIR CONDITIONING HEADQUARTERS 
6 N. Michigan, Chicago 
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ONLY AUER 7égfeaae 
OFFERS THESE 10 ADVANTAGES 


@ Shown here are only a few of the many 
advantages Auer Registers and Grilles offer 
Sheet Metal Contractors...advantages that 
bring bigger profits, better—quicker installations 
—satisfied customers in greater numbers. 


Before your next Heating, Cooling, or Combina- 
tion Heating-Cooling job, investigate the time and 
money-saving “bonus” features you get only with 
Auer's Complete Line. Ask your jobber, or write 


for, the complete Auer Register and Grille Catalog. 





Auer “Fanaire” 200 Series —for high or low wall 
installation, can be used as — outlet. Features 
“Pertect-Pattern” air-flow and built-in damper. 


Auer DRP Floor ters — with built-in 


damper Aa io aA" x et hog i. sizes 4" and 
6” wide, in lengths of 16", *, 12" and 





Pio THE AUER REGISTER COMPANY 


REGISTERS 





ond GRILLES 


“REGISTERS AND GRILLES FOR EVERY HEATING AND COOLING NEED” 


6602 CLEMENT AVENUE e@ CLEVELAND 5, OHIO 
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EQUIPMENT DEVELOPMENTS 





The latest information on manufacturers’ developments is presented here with 
brief summaries of the applications of these products. For additional product 
information which is available, see this month’s New Literature department 


Blower-Evaporator Unit 


“WEATHERAMIC” blower-evaporator unit in 2 and 3 
ton models, designed for remote air cooled cooling 
installations—U tility Appliance Corp., Dept. AA, 4851 
S. Alameda St., Los Angeles 58. Engineered for space 





saving design, unit features: 1) direct drive blower 
assembly which can be rotated to allow cooled air 
to be discharged from end or bottom to the outdoors 
or into a duct system; and 2) remotely installed con- 
densing unit containing compressor and “oversize” 
condenser coil and blower. 


Smoke and Conductor Pipe Crimper 


Mopet 500 compound leverage crimping tool for 
smoke pipe, gutters and other applications—Niagara 


Machine & Tool Works, Dept. AA, 637-697 Northland 


{ve., Buffalo N.Y. Tool has capacity up to 20 ga 
galvanized steel; hand pressure is multiplied to reduce 
effort. Two crimps are made with 114 in. blades each 
time jaws are compressed. Unit is made of abrasion 
resistant steel, has pliable plastic hand grips with 
stop posts to prevent hand slippage and provide finger 
clearance, spring tension to open jaws after crimp is 
made and special latch to hold jaws closed when tool 
is not in use. Unit is lubricated against corrosion. 


Tool weighs 1 lb. 
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Gas, Oil Fired Furnaces 


E1cHT Gas- and oil-fired furnaces rated from 80,000 
to 220,000 Btu — Worthington Corp., Dept. AA, Har- 
rison, N. J. Model HOV-100 is oil-fired, rated at 
100,000 Btu and designed for basement or utility 
room. HVG-80 80,000 Btu gas-fired model designed 
for compactness and to accommodate add-on cooling; 
“oversized” blower is featured. Oil-fired model HOV- 
80 is rated at 80,000 Btu for smaller homes. Counter- 
flow gas-fired models JDGC and JBGC are rated at 
80,000 to 140,000 Btu. Gas-fired 80,000 to 220,000 
highboy furnaces are engineered for use with natural, 
mixed and manufactured gases. Gas-fired models 
JDGH and JBGH are horizontal units rated at 80,000 
and 100,000 Btu, with removable blower compartment 
for handling. 


Circular Unit Heaters 


“PRESSURIZED” MODEL 360 circular design gas-fired 
unit heaters rated at 115,000 Btuh input—Norman 
Products Co., Inc., Dept. AA, 1150 Chesapeake Ave., 


Columbus 12, O. Sealed combustion system with elec- 


tric ignition is engineered for elimination of pilot out- 
age. Combustion air is drawn from outside building 
through parallel outlet duct. Pressure within combus- 
tion chamber is maintained by a blower. Unit is de- 
signed for full 360 deg air distribution into areas 
where flame is not to be exposed to atmosphere. 


Packaged Cooling System 


QR SERIES MULTI-ROOM cooling units in 2 and 4 hp 
sizes with packaged duct work—Mitchell Mfg. Co., 
Div. of Cory Corp., Dept. AA, 3200 W. Peterson Ave., 
Chicago. ““Max-Cool” systems are designed for instal- 
lation in attic, basement or craw! space. Cooling units 
may also be attached to existing duct work rather 
than using the packaged short run duct system. Unit 


149 





equipment developments 
(Continued ) 





requires only a single electrical connection, the com- 
pany states. 


Humidifier Units 


“Mist Master” humidifier with no moving parts, 
plates or tanks, floats or holders—Cronstroms, Inc., 
Dept. AA, 4225 Hiawatha Ave., Minneapolis, Minn. 


Spray is vaporized within humidifier then evaporated 


into the plenum of the furnace. No pouring or ad- 
justing are required, the company states. Aluminum 
unit is finished inside and outside with baked enamel 
which resists rust pitting and corrosion. Unit can be 
installed at several points in furnace line. 


4 >. 
Remote Cooling Unit 
AIR COOLED cooling unit with high speed compressor 
and condensing units which supply average of more 
than 9.2 Btu of cooling per watt input—General Elec- 


. 


&..- ce Ca. 
tric Co., Home Heating and Cooling Dept., Dept. AA, 
Troup Highway, Tyler, Tex. Evaporator coil is added 
to gas- or oil-fired furnace plenum; compressors are 
located outside. 


Air Cleaners 


“PRECIPITRON” ELECTRONIC air cleaners, redesigned 
to reduce space requirements and costs — Westing- 
house Electric Corp., Sturtevant Div., Dept. AA, 105 
Readville St., Hyde Park, Boston 36. Velocities up to 


600 fpm are attained, the company reports. Cold water 
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adhesive is said to eliminate need for hot water fa- 
cilities for washing. Face dimensions of collector cells 
correspond with standard panel filter sizes. 


Furnace Line 


COMPACTLY SIZED rectangular and round furnaces in 
gas or oil-fired models and standard flow arrange- 
ments featuring “counterflame metered-flow” burner 

- Berger Furnace Corp., Dept. AA, 4th and Main 
St., Belle Vernon, Pa. Heat created from fuel is dis- 
tributed to bottom and lower body of heat exchanger 
as well as to heating surfaces above burner, the com- 
pany states. Highboy unit can be carried through 
doorway. “Utilaire” model D highboy has round cabi- 
net design with white enamel finish to complement 
water heater and eliminate corners. 


Switching Relays for Compressors 
Mopets R847A, R847B ann R447A “all purpose” 


switching relays for 14 to 2 hp cooling compressors 


Minneapolis-Honeywell Regulator Co., Dept. AA, 2726 


Fourth Ave., S., Minneapolis 8. Designed to give pre- 
cise control of relatively high current by a low amper- 
age thermostat, units are said to control compressors 
and other similar loads at high level of sensitivity. 
Model R847A has built-in transformer; model R847B 
is without transformer. Both are for use with low 
voltage thermostats. Model R447A is for use with line 
voltage control instrument. Units are also suitable for 
other motor control applications, the company reports. 
Relays are 5144 X 414 X 23, in. 


Room Cooling Units 


LINE OF ROOM cooling units featuring slim shape, 
shorter depths, thermostatic control and flush mount- 
ing — Emerson Electric Mfg. Co., Dept. AA, 8100 
Florissant Ave., St. Louis 21, Mo. Styled in cool green, 
units all have disposable filters, high power factors, 
variable air direction and overload protection. Ad- 
ditions to the line include 34 hp, 714 amp units; 
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This switch turns off 2 out of 3 of 


your thermostat trouble calls! 





Lesson for today: 67%* of all thermostat service calls are due 
to dust and dirt which insulate electrical contacts. Result... 


unhappy customers, annoying and unprofitable service calls 
for you (often at night). 


Lesson for tomorrow: Always specify the Honeywell Round. 
Its mercury switch is 100% dust and dirt proof, with electrical 
contacts completely sealed inside a glass tube. 


The HONEYWELL ROUND 


keeps trouble away from your door 





CVEUUL- ADNWnAx« 
4 Obit, 


a 


Beats all competition f 


nalel ae lit 


Ready for air conditioning. 


EMAN Trim Boy 
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Coleman jill BAY 


DISTRIBUTORS 


ALABAMA—Alobama Appliance Co. 

First Ave. N. at 13 St., Birmingham 
ARKANSAS—Gunn Distr. Co.,: Inc. 

1801 E. 22nd St., Little Rock 
CALIFORNIA—The Coleman Co., Inc. 

6480 Flotilla St., Los Angeles 

The Coleman Co., Inc. 

250 Sylvester St., So. San Francisco 
COLORADO-—B. K. Sweeney Co., 1601 23 St., Denver 
CONNECTICUT—Roskin Distr., Inc. 

275 Park Ave., East Hartford 
D. €.—Nolond Co., Inc., 136 K St., N. E., Wash. 
FLORIDA—Eckles Distributors 

1707 Industrial Bivd., Jacksonville 

J. D. Johnson Co., 16 W. Gregory, Pensacola 

1. W. Phillips & Co., P. O. Box 400, Tampa 
GEORGIA—Applionces, Inc., Box 1612, Atlanta 
ILLINOIS—The Coleman Co., Inc. 

2201 So. Darst St., Peoria, III. 

Robert Barclay, Inc., 1234 W. Fulton, Chicago 
INDIANA—Greoat Northern Distr., Inc. 

1117 Maumee, Fort Wayne 

Central Supply Co., 210S. Capitol, indianapolis 

Great Northern Distr., Inc. 

209 College St., South Bend 
1OWA—Midwest-Timmermann Co. 

114-116 Western Ave., Davenport 

Sidles Co., 8 Seventh St., Des Moines 
KANSAS-—Coleman Heating & Air Conditioning Co 

P. O. Box 2060, Wichita 
KENTUCKY—Volley Distr. Co., 912 Baxter, Louisville 
LOUISIANA—Waolther Bros. Co., Inc. 

1722 Poydras at Willow St., New Orleans 
MAINE —Nelson & Small, Inc., 68-78 Union, Portland 
MASSACHUSETTS—Bigelow & Dowse Co. 

2nd Ave. & A St., Needham Heights 
MICHIGAN-—Semmler Wholesale Supply Co. 

5100 St. Jean, Detroit 
MINNESOTA—Kelley-How-Thomson Co. 

309-349 S. 5th Ave., W., Duluth 
MISSOURI—Coleman Htg. & Air Cond. Co. 

1219 Union Ave., — City 

Hollander & Co., 

3900 W. Pine Sid ot. Louis 

General Wesco Distr. Co. 

P. O. Box 271, MPO, Springfield 
MONTANA—Marshall-Wells Co., Box 2092, Billings 
NEBRASKA—Sidles Co., 7302 Pacific St., Omaha 
NEW MEXICO—Albuquerque Lumber Co. 

501 N. First St., Albuquerque 
NEW YORK —Roskin Bros., Inc. 

1827 Broadway, Albany 

lee Distr. Co., 845 Washington St., Buffalo 

Jericho Distr., Inc., Route 25, Centereach, L.! 

Sey-Ber Distr. Co., Inc. 

104 W. Division St., Syracuse 
NORTH CAROLINA—Southern Appl., Inc 

P. O. Box 2096, Charlotte 
NORTH DAKOTA—Minot Coleman Distr. 

Box 969, Minot 
OHIO—Miami Valley Distr., 8 N. Keowee, Dayton 

Hughes-Peters, Inc., 1128 Sycamore, Cincinnati 

Shuler Distr., 2114 Woodland Ave., Cleveland 

Hughes-Peters, Inc., 111-17 E. Long, Columbus 

The Joseph B. Smith Co., 1945 Franklin, Toledo 
OKLAHOMA-—Poul W. Davis Co. 

825 N. W. 2nd, Oklahoma City 
OREGON—Western Utilities Supply Co. 

1905 N. Williams Ave., Portland 
PENNSYLVANIA—The Coleman Co., Inc. 

133-43 W. Hunting Park Ave., Philadelphia 

L/H Appliance Wholesalers 

930 Manchester Ave., Pittsburgh 
RHODE ISLAND—Lenz-Knight Co., Inc. 

200 Conant St., Pawtucket 
SOUTH DAKOTA-—L. C. Lippert Co. 

506 S. Cliff Ave., Sioux Falls 
TENNESSEE—Indoor Comfort Distr. 

520 Van St., N. W., Knoxville 

Forsyth-Williams, Inc. 

34 N. Lauderdale, Memphis 
TEXAS—Amarillo Hardware Co., 

600 Grant St., Amarillo 

Pau! Davis Co., P. O. Box 10102, Dallas 

W. G. Walz Co., 500 San Francisco St., El Paso 

South Texas Appl. Corp. 

641 S. Flores St., San Antonio 

Warren Distr. Co., 205 Velasco St., Houston 
VIRGINIA—R. F. Trant Distr. Corp., Box 300, Norfolk 
WASHINGTON—Western Utilities Supply Co. 

P. O. Box 3524, Seattle 

Hughes & Co., Inc. 

South 119-123 Howard St., Spokane 

Marshall-Wells Co., 131 E. Main St., Spokane 
WEST VIRGINIA—Von Zandt Supply Co. 

1123 Fourth Ave., Huntington 
WISCONSIN—Wisc. Heating Distr. 

4715 N. 32nd St., Milwaukee 


AMERICAN ARTISAN, Marcu 1957 


equipment developments 
(Continued ) 





1 hp, 115-v, 12 amp units; “Veri- 
Slim” series of three models which 
are 16 in. deep; and “Tiny Tim” 
series of five models which are 2214 
in. wide for narrow windows. Other 
models are 114 and 2 hp units. 


Atomizing Humidifier 


“Bon-Air” model 65 motor-operated 
furnace humidifier designed to pro- 
vide mechanical atomization of fresh 
water into home air—Arklon Mfg. 
Co., Dept. AA, P.O. Box 3501, Cleve- 


land 18, O. Unit installs in plenum, 


duct or counterflow furnace to pro- 
vide humidification as needed; unit 
extends less than 2 in. into air 
stream. Copper unit is designed to 


protect against corrosion, leakage, 
liming etc. Fresh water is picked up 
by O-ring and deposited near center 
of revolving copper rotor from which 
it is spun off into air stream. Motor 


operates on 120-v a-c. 


Degreaser Spray 


“ZipP” DEGREASER spray for remov- 
ing grease, oil, carbon, tar, gums 
and other substances from electrodes, 
pumps, motors and other electrical 
and mechanical parts of heating and 
cooling systems—Stewart-Hall Chem- 
ical Corp., Dept. AA, 6 N. MacQues- 
ten Pkwy, P.O. Box 66, Fleetwood 
Station, Mt. Y. Com- 
pound is sprayed on, then wiped or 
washed off; it is said to dry rapidly, 
leaving no film or vapor. Compound 
will not short electrical equipment, 
is non-corrosive and non-flammable 
and is safe for painted surfaces, the 
company states, 


Vernon, N. 





WEATHERWISE 


HOME 
AIR CONDITIONERS 


a 


4 


* Waterless — Air Cooled 
* Remote Controlled 
* Easily Installed 


Available in 2-ton and 3-ton sizes 


Here's complete central air conditioning 
every home owner will be proud and pleased 
to have. Tops in performance, designed 
with oversize coils, large blowers, unusually 
quiet in operation, this 3-ton unit offers 
custom-built quality at prices that fit most 
building budgets. Remotely controlled, 
waterless, air-cooled, it can be installed 
easily in less than 4 hours. Ideal for mod- 
ernization and for project building. Rated 
at 36,000 B.T.U., for homes up to 2000 sq. 
ft. area, Offers many unusual features that 
help you sell—add to home values. 


Write or wire for details on new BARKOW 
WEATHERWISE Waterless, Air-Cooled 
AIR CONDITIONERS available from 34 
ton to 10 ton capacities—today’s finest op- 
portunity in home comfort cooling. 


MFG. CO., INC. 


2234 South 43rd St., Milwaukee 46, Wisconsin 
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Hews the 
HUMIDIFIER 
Youve bed 


WISHING FOR! 


REQUIREMENTS 
PAT. PENDING 


4 ° LISTED 
: Up y MEETS SUR 


Tinits Cu pplilily Pitruactic, 
ATOMIZING 
HUMIDIFIER 

ato. POPULAR PRICE 


This humidifier really works! No 
more service problems or call backs 
with BON-AIR. One model in- 
stalls quickly on plenum, duct or 
counter flow furnace! Looks like 
a million! Works like a charm! 
See your jobber or write today! 


*& LIFETIME COPPER CONSTRUCTION! 
GUARANTEED QUALITY! 


* MOTOR OPERATED FOR POSITIVE, 
MECHANICAL FRESH WATER 
ATOMIZATION ! 

NO MINERAL RESIDUE — 

NO LIMING OF WORKING PARTS! 
SERVICE-FREE —- NOTHING MORE TO 
BUY — NO JETS, NO NOZZLES, 

NO EVAPORATOR PLATES! 


POSITIVE, CONSTANT OUTPUT 
YEAR AFTER YEAR! 


Engineered and Designed by 


ARKLON MANUFACTURING CO. 


P.O. BOX 3501 + CLEVELAND 18, OHIO 
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Heating-Cooling Line 


LINE OF warm air furnaces, residen- 
tial and commercial cooling units 
and water heaters—Perfection Indus- 
tries Div., Hupp Corp., Dept. AA, 
1135 Ivanhoe Rd., Cleveland 10, O 
Eleven models of air cooled units 
from 2 to 10 ton capacities and wa- 
ter cooled units in 2 to 6 ton sizes 


are available. Furnaces are in high- 


boy, lowboy, horizontal and counter- 


flow gas- and oil-fired models rang- 
ing from 55,000 to 150,000 Btu. Fea- 
tured is a coil of heat-sensitive metal 
which actuates the blower vane, ex- 
panding when warmed to open vane 


gradually and 


contracting when 


cooled to close the vane, maintaining 
Water heaters 


sizes with 


uniform temperature. 
are in five galvanized, 
glass lined and anode rod 


tanks, in gas and electric 


copper, 
models. 
Line of six room cooling units is also 
available. 


Evaporator, Condenser 


Mopets HR anp VR residential cool- 
ing coils for horizontal air flow or 
vertical discharge, and matching re- 
mote air cooled condensers—Hal- 
stead & Mitchell, Dept. AA, Bes- 
semer Bldg., Pittsburgh 22. Hori- 
zontal model HR is designed for in- 
sertion in duct work on discharge 
side of furnace; vertical model VR 
is installed in plenum. 
matches 


Condenser 
low side loading; unit con- 
sists of coil and blower assembly, 
with available space provided for 


installation of compressor, receiver 


See ad on facing page— 
then call your local 
VLTRALITE distributor 


G-B ULTRALITE 
DISTRIBUTORS 
(See ad on facing page) 


ALBUQUERQUE, Mt. States Insulation Co. 

AMARILLO, Ball aoe & Engr. Co. 

APPLETON, J. D. Wilson C 

ATLANTA, éa., Southern States Iron Roofing Co. 

BILLINGS, Mont., Big Horn 

BIRMINGHAM, Aia., Shook & Fletcher Supply 
Southern States Iron Roofing Co. 

BROOKLINE, Mass., Homans-Kohier, Inc. 

BUFFALO, Frontier insulation & Supply Co. 

CHARLESTON, W. Va., Baldwin Asbestos Products Co. 

CHARLESTON HEIGHTS, S. C., Stafford Insulation Co. 

CHICAGO, E. C. Carlson Co. 

CINCINNATI, R. E. Kramig & Co. 

CLEVELAND, The Miles Materials Co. 

COLUMBIA, S. C., Southern States Iron Roofing Co. 

COLUMBUS, Santeler ne 

DALLAS, ro das 4 aan 


ne 
DAVENPORT, Re Republic sin Co. 
DENVER, Gene Wright Lumber Co. 
DETROIT, Coon-DeVisser Co. 
EL PASO, taeutatien Y Specialties Co. 
FARGO, 1} D., Smith 
FT. SM H, Ark., 8 Distributing Co. 
FT. W YNE, nd., M. H. Hilt, Inc. 


1 
FT. WORTH, The Bracken Co. 
GREENSBORO. N. C., Starr Davis Co., 
GULFPORT, Miss., Paine Seep & 0. 
HOUSTON, Precision Insulation a 
INDIANAPOLIS, Central by: ++ Ae 
IRON MOUNTAIN, Mich., Champion, Inc. 
JACKSON, Miss., Paine Retrigeration Supply Co. 
JACKSONVILLE, Fla., Ferber Sheet Metal Works, Inc. 
JOPLIN, Mo. Joplin ‘Cement Co. 
KANSAS CI » Kelley Asbestos Co. 
LITTLE ROCK Gunn Distributing Co. 
Los ANGELES, Western Fibrous" Glass Products 

Thorpe Insulation Co. 

LOUISVILLE, General Insulation & Roofing Co. 
MADISON, Wis., J. D. Wilson Co. 
MEMPHIS, John A. Denie’s Sons C 
MIAMI, Southern States Iron Rooting Co. 
MILWAUK KEE, J. D. Wilson Co. 
MINNEAPOLIS, Asbestos Products, Inc. 
MOBILE, Ala. ‘Shook & Fletch 
NASHVILLE, Southern States Iron Roofing Co. 
NEWARK, N. J., Eastern Steam yoy! 0. 
NEW HAVE N, _ooe Insulation Supply Co. 
NEW ORLEANS, Eagie Asbestos & Packing . 
NEW La orf Eastern Steam ooey Co. 
OKLAHOMA CITY, Ball any ag. Engineering Co. 
OMAHA, Cardinal Supply, & Mfg. Co. 
PHILADELPHI sone Scanian, Inc. 
PI TTSBURGH, a ‘0 Corp. 

PHOENIX, Ariz., Kircher Asbestos & Rubber Co. 
RALEIGH, N. C., Southern States tron Roofing Co. 
RICHMOND, v2., Southern States Iron Roofing Co. 
ROCKFORD, il., Mott Brothers Co. 

SALT LAKE CITY, Bul an ly = Asbestos Supply Co. 
SAN ANTONIO, The Brac 
SAN DIEGO, Western Porous’ Giass Products 
SAN FRANCISCO, Western Fibrous Glass Products 
SAVANNAH, Ga., "Southern States Iron Roofing 
ag Western Fibrous Glass Products 
ST. LOUIS, A. G. Brauer Supply ing 
ST. PAUL Asbestos Products, 
SYRACUSE, N. Y., Industrial “supp c 0. 
TAMPA Fa. kage Roofin rt Metal Works, Inc. 
TALLAHASSEE, a., Capital Refrigeration & Supply 
LSA, Okia., ‘Ball Distributin Ny ngr. C 
TueLo ee Paine Sup nly 
ASHINGTON, Walter E. amet Co., 
WICHITA general Metals, 
VANCOUVER, B. C., Fleck ‘Brothers Limited 
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SHIMP. WELL AlR CONDI TIONING COMPANY learned the hard way that 


there is no substitute for permanent, adequate insulation that is properly applied. 

: 7 , ~ > wee 

This is insulation? Reminds g Himself... we'll get a call- back when 

me more of tissue paper. Who is the owner turns on his ait conditioning 
unit and finds out the coolest 
spot in his house is the attic. 











Yeah, all he'll get is hot 
under the collar! 


) ; 


AND SURE ENOUGH, THEY WERE BACK IN TWO WEEKS... 
BUT THIS TIME, WITH ULTRALITE DUCT INSULATION! 


f 4 








~.. "S01 said, ‘Why be half-safe, 
Skimpwell? You'll make more money 
and have satisfied customers if 

you use ULTRALITE’.. 


“Did you hear me tell him that 
ULTRALITE is toughern’ a two-bit 
steak?... that it’s got enough meat 
on its bones to really do the job?" 4 











VLTRALITE that I'll have ‘em done 
before this Mutual Admiration 
Society meeting adjourns ... 








ULTRALITE was the first lightweight flexible duct insulation of glass fibers . . . is the only 
such duct insulation with a 12-year record of proven performance. Because it is more 
resilient and tougher than others, ULTRALITE is easier and cheaper to apply, provides more 
lasting thermal protection. It won't tear—and it springs back to original thickness every 
time when compressed. Makes neat corners, too!—try ULTRALITE on that next job, and 
you'll never use any other glass fiber insulation. 


CALL YOUR ULTRALITE DISTRIBUTOR LISTED IN ADJOINING COLUMN 


GUSTIN BACON Aanglaceany Cnpony Mh 


Thermal and acoustical glass fiber insulations @ Pipe couplings and fittings @ Molded glass fiber pipe insulation 


226 W. 10th St., Kansas City, Mo. 
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CPL | - 


UNCONDITIONALLY GUARANTEED 


LIFE! 





XXTH CENTURY ZEPH-AIR | 


THE XXTH CENTURY HEATING & VENTILATING CO. | 
96 IRA AVENUE AKRON 1, OHIO | 
ee se 
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and controls to make high side unit. All units are in 
2, 3 and 5 ton sizes for refrigerant no. 12 and 22. 


Evaporator Coil Unit 


ADD-ON EVAPORATOR coil assembly for installation 
with 2 or 3 ton systems—Coleman Co., Inc., Dept. AA, 
St. Francis & Second St., Wichita 1, Kans. Unit is 


said to be applicable to all horizontal, highboy, coun- 
terflow and lowboy furnaces having adequate air han- 
dling capacity for summer air conditioning. Unit con- 
sists of direct expansion fin and tube coil set at angle 
in insulated metal cabinet. Coil is 24 rows high, three 
rows deep and has face area of 4.32 sq ft. Aluminum 
fins are spaced 12 per in. Outer dimensions are 261, 
X 251% X 25 in. 


Sheet Metal Hand Tools 


LINE OF SHEET METAL hand tools including hammers, 
duct holders, crimpers, notchers, snap lock punches 
and seamers—Malco Products, Dept. AA, 405 E. 48th 
St., Minneapolis 9. Sheet metal hammers are forged 
in one piece with leather grip and various sized faces. 
Duct holders consist of 2 clamps and 4 ft of chain to 
hold duct in place between or under joist during in- 
stallation. Hand crimper has 20 ga capacity for round, 
square and corrugated duct. Notcher cuts 31 deg angle 
13/16 in. deep. Punch forms raised ear to lock seamed 
edges together. Hand seamer has jaws 314 in. wide, 
seams up to 114 in. depth. Other products include 
scratch awl, complete dampers, all types of saw blades 
and other items. Blade charts and displays for hand 
tools and duct holders are available. 


Horizontal Cooling Unit 


“Super-Five” self-contained horizontal cooling unit 
for small commercial applications — Aug. G. Barkow 
Mfg. Co., Dept. AA, 2230 S. 43rd St., Milwaukee 15. 


Rated at 5 tons, unit is designed for cooling, ventilat- 
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PARINER 
for PROHTS 


MODEL 150F with Universal Flange Mount 
Available in 2 capacities: 0.65 to 1.50 G.P.H. and 1.35 to 2.00 G.P.H. 


Flange mount this all-new 
U.S.-CARLIN Burner to the 


heating unit of your choice 


U.S.-CARLIN’s new Model 150 series Oil Burners 
are designed especially for flange mounting to any THEY OUTSELL 
furnace, boiler, or water heater with minimum tube BECAUSE 
opening of 414” diameter. This compact, modern THEY EXCEL 
addition to the popular U.S.-Carlin line offers many 
outstanding features... highest efficiency . . . quiet, 
economical operation . . . compact design . . . easy, fast 
installation and servicing ... opening for you a vast 
new field in the popular-priced home market. 


Available with Carlin Head or High Temperature 
Combustion Head (Shell Head), these U.S.-Carlin 
: : YOUR WISE CHOICE: For the best, combine 
flange mounted burners are designed and engineered pnav tesnatin, Gallia ereinenae teeamecealle 
as your PARTNER FOR PROFITS. 


a modern, compact U.S.-Carlin 150 series 
burner. 


For more facts and figures on the new 150 series, RESULT: A combination that can’t be beat 


contact your U.S.-Carlin Wholesaler, or write... oe — a -saacine/citeutnan 


THE CARLIN COMPANY Connecticut 
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ing, recirculating and exhausting. 
Unit is 50 in. wide, 24 in. high, 61 
in. long; installed in building wall, 


24 in. protrudes into occupied space 
and 22 in. extends outside. Condens- 
ing unit can be installed remotely if 
desired, while evaporator is sus- 
pended inside. Condensate pump is 
available. Features are 4-way ther- 
mostat, high-low voltage panel, high 
side fan cutout. Propeller fans oper- 
ating at 1140 rpm circulate 2280 
cfm through evaporator section; 
5000 cfm are pulled through con- 


ae ” denser section during cooling cycle 
~e VA-BIND or exhaust. 


BELA DE KET cw civices rumece 


“LUXAIRE” LINE of gas- and oil-fired 
A Cae a ee em furnaces rated at 75,000, 100,000, 
z| This positive action, and 125,000 Btu input and 78,400 
is precision-built Btu output C. A. Olsen Mfg. Ca.. 
multi-blade damper Dept. AA, Filbert St., Elyria, O. Gas- 
hardware virtually 
eliminates all 
damper binding! 














Now, without the need for skilled specially trained personnel 
your shop can assemble fine, precision-engineered dampers 
— at considerably lowered costs. 


The new Duro Blade Kit with the NEVA-BIND boasts 4-way 
self-adjustability to prevent binding, and reduce assembly 
time drastically. 


You need no longer worry about inaccuracies in construction 
or assembly which result in flexed connecting rods — the main 
cause of binding. For the “‘Neva-Bind"’ Blade Kit allows the 
connecting rod to remain absolutely straight regardless of 
inaccurate construction or assembly. Dampers can there- 
fore be assembled with little care, and no costly alignment 
ofterward ! 


fired units are in highboy and count- 
erflow models, 54 and 61 in. high, 
respectively. All models are in two- 
You can get full detailed information on this new Duro-Dyne tone gray baked enamel with 
development by calling your Duro-Dyne distributor today. 
Or — write for catalog and the name of your near-by local 
supplier. 


rounded corners. Return air and filter 
cabinet can be installed at rear, 
either side or top. Provision is made 
for extra blower capacity should 
cooling be added. Oil-fired unit has 
gun type burner and refractory fire 
box installed. 


The greatest name in sheet metal specialties 


anu re 


ea = he eS Aluminum Soldering Sheet 
\ y Cer 


FLEXIBLE DUCT PORTABLE ZINC-CLAD aluminum alloy soldering 
CONNECTOR | DAMPER SuAnnnrs REGULATORS SPOT WELDER alloy g 














sheet designed for soldering of heat 
exchanger equipment—Aluminum 


DURO-DYNE CORP., 300 Third Avenue, New Hyde Park, N. Y. Co. of America, Dept. AA, 1501 Al- 


158 AMERICAN ARTISAN, Marcu 1957 





ia 


In Building, THIS* makes sense... | 


*FIRST COST can be the LEAST COST 
if it’s the LAST COST 








“INFO” for Architects 
and Builders 


“AL Stainless Steels for 

Building’ —12 pages on 
stainless grades, properties, 
forms, finishes, standard 
“specs,” uses and advan- 
tages. 


“Stainless Steels for 

Store Fronts and Build- 
ing Entrances’ —40 pages 
of valuable data on exam- 
ples and details. AIA File 
No. 26D, 


“Stainless Steel Curtain 
Walls’’—A 24-page 
progress report on meth- 
ods. AIA File No. 15-H-1. 


Unite for Details 


Address Dept. AA-87 
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Take the lobbies of big buildings as an 
example, so many of them all agleam with 
stainless steel on walls, columns, elevator 
enclosures, etc. 

They weren't built that way just to 
spend money. Stainless was used to SAVE 
money, because of all modern surfacing 
materials, nothing else is at one and the 
same time as hard, strong and lastingly 
beautiful—as resistant to heat, wear and 
corrosion—as easy to clean and keep clean 
as stainless steel. Nothing else lasts as long 
and costs as little in the long run! 


Lobby interiors are only a case in point. 
The same advantage of long-term economy 
holds good for stainless steel curtain wall 
panels on building exteriors. Or stainless 
store fronts, marquees and entrances. Or 
stainless windows and doors, railings, grilles, 
roofs, drainage systems, etc. 

© Wherever a surface or a product has 
to take a beating and /ast, AL Stainless can 
save you money. Let us give you any in- 
formation or technical assistance you may 
need. Allegheny Ludlum Steel Corpor- 
ation, Oliver Building, Pittsburgh 22, Pa. 


Make it BETTER-and LONGER LASTING-with 





AL Stainlese Steel 


wao s7a2, Warehouse stocks carried by all Ryerson Steel plants 





AND MODERN SCHOOLS 


a ee ee a nt adie ae al on t ‘ a at 


~ i y Col 


i € 
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EED EACH OTHER 


MORE THAN EVERI 


This has been a great year! America is building and 
replacing and thus moving faster than ever before. 
Only one thing. Will the labor market keep pace? 
That’s where schools are important. If your 
company isn’t helping community groups to get modern 
schools, it’s not apt to get the skilled people it 
needs. Self interest, civic spirit, or both, 


you should make schools your business, too. 


27 SS rm eee eee 


| Want to find out how to help in your community? | 
| Get specific information by writing: 
| Better Schools, 9 East 40th Street, New York, N. Y. 


| 
ss cdieaes ingen seeiligineniiniaanaiiiaiaatesimmanaia 


coa Bldg., Pittsburgh 19, Pa. Fabri- 
cated with one or both sides clad, 
product is in coil or flat sheet form, 
according to the manufacturer. 


Electronic Air Cleaner 


“AIRLINE” cleaner 
which can be installed horizontally 
or vertically—Ingersoll Conditioned 
Air Div., Borg-Warner Corp., Dept. 
AA, 760 E. Vine St., Kalamazoo, 


electronic air 


Mich. Dirt-laden air passes through 
ionizer section where particles are 
charged, then enters collector section 
where particles are attracted to nega- 
tively charged plates and retained by 
adhesive coating. Unit is installed in 
cold air return, 


Commercial Cooling Units 


LINE OF commercial packaged cool- 
ing units in 3, 5, 7144, 10, 15 and 20 
ton sizes—American Blower Div., 
American-Standard, Dept. AA, De- 
troit 32. Featured are sloped cooling 
coil designed to increase cooling 
area; spiral aluminum and staggered 
copper tubes; draw-through air flow; 
low plenum height; gray enamel 
finish. Safety devices include: over- 
load cutouts attached to compressor 
motor and blower motor circuitry; 
compressor motor thermal cutout; 
and high and low pressure controls. 
Fusible plug releases refrigerant in 
event of excessive pressure buildup. 


Roof Ventilators 


LINE OF LOW silhouette roof and wall 
ventilators, penthouse units, cen- 
trifugal roof ventilators and utility 


blowers, air blasters and exhaust 
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You mean that 
GREAT WESTERN GALVANIZED SHEETS 


will not flake, peel, crack 
or chip no matter how 
we form them? 








We mean 
just that / 


If you want galvanized sheets that form easily into any 
shape . . . no matter how tough . . . without flaking, 
chipping, cracking or peeling . . . depend on GREAT 
WESTERN. 
Galvanized by the most modern continuous process these [ 
quality sheets have the tightest zinc coating ever. xtra Va ues 
The sparkling bright finish reflects the permanence and Ex 
inner quality that mean good looking jobs, lasting satis- make the difference in 
faction and enduring protection against corrosion. Galvanized Sheet Steel Service 
As for delivery — and we mean fast delivery — call 
GREAT WESTERN STEEL today. We from GREAT WESTERN STEEL. 
carry large stocks of sheets and coils in a 
wide range of gauges, widths and lengths 
for immediate shipment. 














Call Great Western: HEmlock 4-5800 


General Office and Plant: 


GREAT WESTERN oon wn hae 


Milwaukee Division: 2475 W. Hampton Ave., Hilltop 4-3092 


STEEL COMPANY [iipseeniieeebenetiesteeiiie 


ESTABLISHED 1918 
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“The new Reznor DB gas heater helps me sell 


jobs where no other unit heater would fit” 


“T sell a lot of Reznor suspended gas unit heaters for all types of 
commercial and industrial installations. It’s one of the most profitable 
parts of my business. But there are some jobs where standard units just 
don’t fit in. The new Reznor DB gas unit heaier fills that gap. It helps me 
sell a lot of jobs I didn’t use to be able to touch. 

ae . . P . 

*' “Look at the common objections to unit heaters — noise, appearance, 
dirt. The new Reznor DB overcomes them all. In the first place, it has 
a powerful, quiet blower instead of a propeller fan. To reduce noise 
even further, there’s an easy-to-assemble blower housing optional at a 
slight additional cost. The blower housing solves the appearance 
problems, too. When it’s used, the DB is a completely enclosed unit 
heater . > . compact, smartly styled, and handsomely finished in Reznor's 
grey-green Perlite enamel. There’s no place on this cabinet for dirt to 
accumulate. And if dirt in the air is a problem, it’s easy to add filter 
racks which are supplied as optional equipment. 


“The Reznor DB unit heater meets another need, too. Now I have 
a unit heater which is AGA approved for use in high static duct systems. 
Sure, it’s a special heater for special situations. But it’s a wonderful 


addition to the Reznor line, because it increases the number of jobs 
I can sell.” 


It’s the same story wherever you 
go. The Reznor DB gas unit heater 
has closed the gap. If you don’t 
have the DB, you're going to lose 
jobs because you can’t meet 
exacting equipment specifications. 
Get the complete story on the new 
Reznor DB unit heater from your 
nearby Reznor distributor. You'll 
find him listed under “Heaters- 
Unit” in the yellow pages of your 
telephone directory. 
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fans—Power Line Fan Co., Div., 
Chelsea Products, Inc., Plainfield, 
N.J. Custom engineering is available 
from the new division. Exhaust fans 
are available in panel and tubeaxial 


general and pressure duty models. 


Heat Pump 


“WEATHERTRON redesigned heat 
pump said to be 50 percent smaller 
and one-third less in weight than its 
predecessors—General Electric Co., 
dir Conditioning Div., Dept. AA, 5 
Lawrence St., Bloomfield, N. J. De- 


4 





signed for project homes, unit meas- 
ures 3014 X 33144 X 46 in. and 
can be built into wall for horizontal, 
vertical or counterflow service, pro- 
jecting a minimum of 14 in. into 
home. Return air grille and filters 
may be located remotely. Ductless or 
round duct air distribution systems 
are available. 


Electronic Air Cleaner 


“PRECIPITRON” electronic air clean- 
er, redesigned to allow increase in 
air velocity from 330 to 600 fpm- 

Westinghouse Electric Corp., Sturte- 
vant Div., Dept. AA, 105 Readville 
St., Hyde Park, Boston 36. Reduc- 
tion in size permits installation in 
small systems; face dimensions of 
collector cells correspond with stand- 
ard panel filter sizes; depth of cell 
has been cut from 26 to 12 in. Space 
is reduced between collector plates 
and voltage gradient is increased to 
pull particles with greater force. Re- 
silient phosphor-bronze strip mounted 
vertically on side of frame contacts 
similar strip on each cell in the tiers. 
Metal pans are added to catch and 
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THE MARK OF QUALITY 


Ric “Curtain”’ of warm air 
| BARBER 


vt es 
Pap 


from continuous line diffuser 





vag 





To prevent cold air currents that flow down large glass 
areas and spill into the room, Barber-Colman Company 
recommends the Uni-Flo Continuous Line Diffusing 
Grille. The grille is installed beneath the entire bank of 
windows, as in the modern schoolroom shown above. 
Warm air deflected against the chilled window in one 
continuous “curtain” warms the surface and neutralizes 
downdrafts. The Continuous Line Diffusing Grille can 
also be used to provide draft-free distribution of con- 
ditioned air for cooling and ventilating as well as heating. 
Field data is available, and performance of the grilles is 
guaranteed when they are applied according to published 
The new Uni-Flo Model ST Grille is available in incre- data. Get complete details from your nearby Field Office, 
ments of 48 inches for continuous line application. Used or write us today! Only Barber-Colman Company com- 
chiefly on plenum under windows, also applicable as bines skills in both Air Distribution and Automatic 
a wall diffuser. Controls for undivided responsibility. 


BARBER-COLMAN COMPANY 


Dept. O, 1106 Rock Street, Rockford, Illinois © Field Offices in principal cities 














Air Distribution Products * Small Motors ® Automatic Controls * Industrial Instruments * Aircraft Controls ¢ Electrical 
Components * Overdoors and Operators * Molded Products * Metal Cutting Tools * Machine Tools * Textile Machinery 
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| equipment developments 


FIBRE DUCT 


(Continued ) 





drain water to flush dirt from plates. 
Autematic wash and adhesive appli- 
cation equipment eliminates need for 
hot water. 


Double-Cut Snips 


No. 55 double-cut snips for sheet 
metal workers—Peck, Stow & Wil- 


cox Co., Dept. AA, Center St., South- 


meets and 


exceeds all 


FHA. 


Jordan Residence, 
Hartsville, S.C. 

Marion Gandy, Builder. 
Moore Heating & Sheet 
Metal Co. 

Heating Contractor 


INSTALLS EASIER 


--- SAVES TIME...SATISFIES CUSTOMERS 


SONOAIRDUCT exceeds all requirements 

of the F.H.A. specification “Criteria and Test 
Procedures for Combustible Materials Used for 
Warm Air Ducts Encased in Concrete Slab 
Floors”. This fact is supported by industry 
accepted laboratory tests. 


Economical, lightweight SONOAIRDUCT Fibre 
Duct is made especially for gas and oil fired, 
perimeter slab-floor heating systems. Aluminum 
foil lined. 23 sizes—2” to 36” I.D., up to 

50’ long. Can be sawed to lengths on the job. 
Free installation manual available. 


Sonoco 
Propucts COMPANY 


CONSTRUCTION PRODUCTS DIVISION 


HARTSVILLE. S. C. 
LOS ANGELES, CAL MONTCLAIR, N. J. 
5955S SOUTH WESTERN AVE. 14 SOUTH PARK STREET 


AKRON, IND. © LONGVIEW, TEXAS ¢ BRANTFORD, ONT, ¢ MEXICO, DO. F 
} 


ington, Conn. Tool features a lower 
blade which is ground to a triangu- 


| lar reamer point for making starter 


cut, eliminating need for punched or 
drilled starting hole. Unit is designed 
to avoid binding and cause chip to 
curl free. Female blade is serrated to 
minimize back thrust. Hot dipped 
plastic handles are standard feature. 


Gas-, Oil-Fired Furnaces 


“DELUXE” AND “IMPERIAL” lines of 
highboy, counterflow and horizontal 
gas- and oil-fired furnaces—Majestic 
Co., Inc.,. Dept. AA, 733 Erie St., 
Huntington, Ind. “Deluxe” series, in 
highboy and counterflow units, rang- 


es from 95,000 to 150,000 Btu input 


for gas-fired units and 84,000 to 
142,000 Btu at bonnet output for oil- 
fired models. Blowers range from 
800 to 2000 cfm. “Imperial” series, 
in highboy, counterflow and _hori- 
zontal units, is in 95,000 to 150,000 
Btu input and 84,000 to 140,000 Btu 
output at bonnet. Blowers produce 
same cfm as “Deluxe” series. 


Electronic Air Cleaners 


EicHT MopELs of electronic air’ 


cleaners for furnaces ranging from 


100,000 to 960,000 Btu and cooling 
units from 3 to 25 tons—Trion, Inc., 
Dept, AA, 1000 Island Ave., McKees 
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00 ahead 


CALL! 


the fastest cure for worry about cancer: a call to your doctor now! 


Scared? You shouldn’t be! Look at it this way. 
The average man who walks into the doctor’s 
office walks out floating. That lump that was so 


frightening . . . nothing to worry about at all! 

The sky’s bluer, the air’s sweeter, it’s a great 

big beautiful day . . . because he picked up that 
hone and called! 

ie happens all the time. It can happen to you. 
“Sure,” you say, “but just supposing”. . . OK. 

Let’s jook at the facts. In past years, we were 
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saving 1 out of 4 cancer patients. Today, we’re 
saving 1 in 3. And the odds could get better still 
. . . if people would call their doctors in time! 

So go ahead...call. See your doctor now. And 
after your checkup—how about a check for the 
American Cancer Society? Every dollar sends 
us further along the road to cure. And when 
that happens .. . it’s going to be a wonderful day 
for us all! Send your check to “Cancer” in care 
of your local Post Office. 





performance 








5-10 minute conversion! 


With a simple, low-cost conversion 
kit, this unit can be quickly converted 
from natural to LP, LP-air or mixed 
gas—and vice versa—with no change 
in burner or costly control alterations. 


3 reasons you're ahead 
with Modine 


1. FAST, UNIFORM HEAT — 
Continuous, even flame from front to 
rear of individually and directly fired 
tubes boosts radiant heat absorption 
and uniform heat distribution. 


For complete 
facts, mail 
this coupon TODAY! 





it's Modine’s 
advanced - design 


GAS UNIT 
HEATER 


OR instant, uniform heat—when 
and where you need it—this com- 
pact, lightweight beauty is the an- 
swer. Low-cost efficiency and smart 
appearance make it ideal for any com- 
mercial, industrial or institutional 
application. 
odines are up to 50% lighter than 
other makes — cost less to ship, 
handle, install. And they require oul 
minimum up-keep because of corro- 
sion-resistant stainless steel burners 
and stainless or aluminized steel heat 
exchangers. 

What's more, eight AGA-approved 
sizes are available from 25,000 to 
310,000 Bru. For complete details, 
call the Modine representative in 
your classified phone book. 


2. SELF-CLEANING PORTS — 
Knife-sharp stainless steel ports have 
four times the free area of conven- 
tional drilled ports . . . resist lodging 
of dirt and scale. 


3. IMPROVED COMBUSTION — 
Hooded combustion air inlets below 
each tube improve burner efficiency 
and minimize flame disturbance. 





MODINE MFG. COMPANY 
1580 DeKoven Ave., Racine, Wis. 


Please send me free Bulletin 656-A 








ADDRESS. 


GAS UNIT HEATERS 


city. 








GU-1338 
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Rocks, Pa. Capacities range from 
1000 to 9600 cfm. Smaller residen- 
tial models (100 to 2400 cfm) have 
horizontal or vertical air flow, may 
be suspended or floor mounted. Pow- 
er pack may be located remotely. In- 
stalled in return air duct, unit is said 
to remove virtually all particles. 


Submerged Arc Welder 


ONE THOUSAND amp a-c transformer 
welder designed as power source for 
submerged 


are General 


Electric Co., Welding Dept., Dept. 


proce *SS 





AA, 1 River Rd., Schenectady 5, N. 
Y. Single phase welder has motor 
driven current control and operating 
range of 325 to 1000 amp. With out- 
put open circuit voltages of 85 to 
100-v, unit has power factor correc- 
tion capacitors and operates on re- 
connectable 230/460-v input. A 2- 
kva built-in control transformer can 
be used externally for operating aux- 
iliary equipment. 


Air, Water Cooled Units 


THREE SELF-CONTAINED and four re- 
mote cooled and water cooled 
cooling units—Permaglas Div., A. O. 
Smith Corp., Dept. AA, Kankakee, 
lll. Air cooled self-contained units 
are in 134, 2 and 314 hp sizes. Re- 
mote models are comprised of re- 


air 


motely installed air cooled condenser 
coil and evaporator installed in duct 
system. Cooling coils are designed 
for use with upward, downward or 
horizontal air flow. Auxiliary air 
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Mark of Integrity 


...in reporting circulation facts 


We display the Audit Bureau of Circulations* symbol 
with pride! It’s our mark of circulation integrity! 
The seasoned marketing man finds trustworthy 
data vital in his work of advertising media evalua- 
tion. And reliable net paid circulation figures are 
among the most valuable facts he uses in selecting 
printed media for his advertising campaigns. 

Once every advertiser guessed about circulation 
accuracy and gambled on advertising results; today 
he need not question the wealth of data in any A.B.C. 
audit report, for it contains only verified answers to 
his most searching circulation queries. 


. * * 


*The Audit Bureau of Circulations, founded in 1914, is a 
cooperative, nonprofit association of the leading buyers 
and sellers of advertising space. A.B.C. sets standards 
for net paid circulation, audits and reports circulation 
facts. To be sure of what your print media dollar 
buys—look for the A.B.C. symbol. 


When a media director or advertiser asks us, 
“How much paid circulation? What do your readers 
pay? Where does your circulation go? How do you 
get circulation—your audience for my advertising?”’, 
we need only show him our latest A.B.C. audit 
report. There he finds factual answers that annually 
pass the test of a trained A.B.C. circulation auditor's 
scrutiny. 

And any buyer of space can decide for himself, 
with confidence, the value of our circulation audience. 
Our A.B.C. membership means circulation reported 
in accordance with recognized, impartial standards, 
established by buyers and sellers of space working 
together in A.B.C. 

Publishers who meet the Bureau's high standards 
know the A.B.C. symbol as a mark of circulation 
integrity. The value-wise advertiser, too, has learned 
that the A.B.C. symbol is his dependable guide to the 
audiled facts about net paid circulation that protect 
his advertising investments. 


American Artisan 


MEASURE OF SERVICE...MARK OF INTEGRITY 
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THE FIRST 





STANDARD REFERENCE 


FOR CORRECT VENTING! 


The new Metalbestos “Safety System” Gas Vent Tables 
set the standard for efficient gas venting by telling you 
the practical, correct answers to your gas vent questions. 


> Will the gas vent operate correctly ? 

>» What’s the simplest way to install a gas vent? 

> How much vent pipe do I need for the job? 

> What’s the most economical way to install a vent? 


The Metalbestos “Safety System” Gas Vent Tables give 
quick, accurate answers to venting questions such as 
these. That’s why the new Metalbestos Gas Vent Tables 
are a necessary tool for gas dealers, builders, installers, 
inspectors, and utility men. 


Send today for your free copy of the new Metalbestos 
“Safety System” Gas Vent Tables. Write Dept. B-3 


METALBESTO5 oss 


WILLIAM WALLACE COMPANY - BELMONT 


Stocked by principal jobbers in major cities. Factory warehouses in Akron, 
Atlanta, Dallas, Newark, Des Moines, Chicago, New Orleans, Los Angeles 
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handling units are installed when ex- 
isting heating duct work and blower 
systems cannot adequately distribute 
cool air. Air handling unit contains 
evaporator and centrifugal blower. 


Furnace Humidifiers 


FuRNACE HuMupiFIER designed to 
control RH in residences heated by 
forced warm air—Air-Heet Corp., 
Dept. AA, 4535 W. Washington 
Blud., Chicago 24. Unit has square 


cabinet with round collars connected 


to two sides and another in top. Cir- 
cular basket of woven cellulose 
sponge yarn is suspended from circu- 
lar trough in top of cabinet. Float 
tank maintains water level. Solenoid 
valve, shutoff valve and water strain- 
er are connected to float valve inlet; 
humidistat controls solenoid valve 
operation. Drain connection handles 
surplus water. 


Remote Cooling Units 


LINE OF RESIDENTIAL, office and 
store cooling units with remote air 
cooled compressor-condenser section, 
pre-charged liquid and suction line 
tubing assembly with break-away 
valves and separate evaporator coils 
—Vendorlator Mfg. Co., Dept. AA, 
2550 S. Railroad Ave., Fresno, Calif. 
Unit is designed for add-on use with 
forced warm air furnace. Compressor 
has starting and running capacitors 
and overload protection; copper and 
aluminum fin and tube condensing 
coils are cross-circuited. Evaporator 
is composed of two multi-row finned 
coils in V design; coils are copper 
and aluminum and use center cross- 
circuiting. Wire mesh guards protect 
condenser and blower. 
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She wants a 
heater like this 


For her elegant 
dress shoppe 


a 


You can sell BOTH! 


.. with a HUMPHREY line 


of Automatic Gas 
UNIT HEATERS 











gives you a COMPLETE 


He wants 
heaters like 








For his new 
factory addition 


mal 


Full profit for yourself 


plus lasting satisfaction 
for your customers 


Make 1957 your biggest year for Unit Heater 


sales and profits . . . 


by selling and installing 


the broad, complete Humphrey line 
GENERAL GAS LIGHT COMPANY 


KALAMAZOO, MICHIGAN 
World's Most Respected Gas Heating Equipment 
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LINE of 


Automatic Gas 


UNIT 
HEATERS 


40,000 TO 250,000 B.T.U. 


MODEL 40G 


m SERIES A 


WITH 
PROPELLER 
FAN 


WITH COLD 
AIR RETURN 


REAR 
VIEW 
BLOWER 
TYPE 





NOW there are 14 


Waporite 


. @ size and type Humidifier for every furnace installation. 


SERIES 555 
Fits any straight side 
warm air furnace. 


Corrosion resis- 

tant, stainless steel 

vapor pan 4” x 15". Com- 
pletely assembled for quick and 
easy installation. 


New copper overflow on Model 555C. 


@ No extrasto buy @ No parts to assemble 
@ No extra holes to cut @ No tricky mounting 


SERIES 577 


Stainless steel. Ad- 
aol i to 5 Pp 9 or 

straight bonnet furnaces. 
Pre-assembly cuts labor time and 


installing costs. 





EVERY MODEL WITH NEW S 
STAT CONTROL TO ASSURE | 


LOW COST 
FIELD-TESTED 
COUNTERFLOW STYLE 


@ Designed especially for 
basementiess houses 
with perimeter heating. 


Complete assemblies for 
furnaces with concrete 
floor plenums or with 
crawl space plenums. 





Installs in minute on ex- 
terior of furnace casing. 
All parts furnished. 
WRITE FOR CATALOG AA-3 


)MATIC HUMIDIFIER CO, Cedar Falls, lowa 
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Air Cooled Unit 


“PoLarR Pak” self-contained air cooled cooling unit 
which can be attached to existing distribution system 
or installed independently with conventional sheet 
metal ducts, prefabricated glass fiber ducts or the com- 


pany’s 31% in. ducts with air blending diffusers 
Coleman Co., Inc., Dept. AA, St. Francis & Second 
St., Wichita 1, Kans. Both 2 and 314 hp models have 
twin compressors for two-stage cooling, four position 
selector switch and improved switching arrangement 
designed to prevent re-evaporation of condensate into 
home. The 2 hp unit is 46 X 30 X 21 in., in capacity 
of 23,800 Btuh; the 314 hp unit is 5014 X 3414 

21 in. in capacity of 36,000 Btuh. 


Expanded Metal Mesh 


“MICROMESH”™ EXPANDED metal with openings from 
1/16 in. to 214 in.—Designers Metal Corp., Dept. AA, 
407 E. 159th St., Harvey, Ill. Produced from virtual- 
ly any sheet metal, mesh is available in standard or 
flattened types, and in diamond shaped pattern. Ex- 
panded metal is available in any color aluminum, ac- 
cording to the manufacturer. 


inshot Gas Burner 


Mopvet OR-16 adjustable inshot gas burner designed 
to convert small and medium sized residential gun 
type oil-fired furnaces to gas heat—Killam Gas Burner 
Co., Dept. AA, 1240 S. Bannock St., Denver 23. One 
standard unit of 100,000 to 200,000 Btuh capacity 
fits flat or curve faced installations with mounting 
flange. Thumb-locking screw adjustments permit ex- 
tension of gun barrel to length desired and extension 
of baffle to control flame characteristics. Adjustable 
shutter controls primary air intake; adjustable side 
panels permit adjustment of secondary air intake. 


Swing Stage for Panel Erection 


“Bupcet Swinc” light duty swing stage with three 
way fall protection and hip level material platform - 


Safway Steel Products, Inc., Dept. AA, 6234 W. 
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GET THAT €OEY FEELING 


WITH THE PROFIT-BUILDING 


GAS-FIRED 


FURNACE 


Compact UP-FLOW AND COUNTER-FLOW COZY 
FORCED-AIR MODELS give zero clearance; let you use 
4” piping or conventional duct-work. Has exclusive 
Heat Wringer Heat Exchanger. Adaptable for air 
conditioning. 75,000, 105,000, 140,000 BTU input 
capacities. 


You can get that COZY feeling at the cash 
; register when you add the Advance line of 
ta five expecttion: 40/000 BTU to 140,000 BTU input COZY gas-fired furnaces. This quality- 


This space- and money-saver can be installed in attic, 


utility room, under floor . . . even without basement. produced line sells easier, installs easier, 
ane and services easier because they are backed 


CHALLENGER, . . . . +} 
ise by over a quarter century of manufacturing 


J Reer furnaces, J experience that insures lasting values and 


has four 


ities... a ’ k : 
saeen habe satisfied customers. Prospects in both the 


ping od builder and replacement fields are becoming 
quality conscious, and COZY is the line that 
COZY WALL HEATERS, available in four fills the bill! Investigate the year-around, 


capacities, single- or dual-wall installa- 


tions; three different temperature con- high-profit COZY sales plan. Write for 


trols are available. AGA approved under 


1957 central heating standards. details today ! 


The ADVANCE FURNACE CO. 
WICHITA, KANSAS 
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State St., Milwaukee 13. Suitable for finishing work 
on curtain wall panel installation, stage has 700 lb 
capacity and 75 ft of wire rope on each winch. Stage 
can be raised or lowered at speeds to 20 fpm. Safety 
features include: mechanical brake on gear mechan- 
ism; spring-loaded pawl which positively engages 
winch drum with stirrup; handle stop which prevents 
handle from reversing. 


Room Cooling Units 


NINETEEN MODEL line of room cooling units including 
six “Streamliner” models, six “Supers,” five “De- 


luxes” and two “Casements” — Westinghouse Electric 
Corp., Appliance Div., Dept. AA, Mansfield, O. 


“Streamliners” measure 16 in. deep, 19 in. high and 


27 in. wide. Covering a range of 5000 to 16,600 Btu, 
the units are for installation through wall or in win- 
dow (“Streamliners” are flush inside and out). Four 
models use 714 amp current; ten models operate on 
115-v. Features include adjustable grilles, glass fiber 
filters, two speed fan motors on some units, selection 
of comfort level, and thermostats. 


Duct Heater 


ALUMINIZED DUCT HEATER in 200,000 Btu input and 
larger sizes for commercial application—Payne Div. 
of Carrier Corp., Dept. AA, 700 Royal Oaks Dr., 
Monrovia, Calif. Designed for natural gas, unit fea- 
tures an aluminized heat exchanger for corrosion re- 
sistance. Unit is said to be approved for 50 deg tem- 
perature rise through furnace. Duct heater is 51 in. 
high plus draft diverter. 


Circuit Breaker 


PLUG-IN CIRCUIT BREAKER with isolated line terminal 

General Electric Co., Circuit Protective Devices 
Dept., Dept. AA, Plainville, Conn. It is designed to con- 
nect an electric hot water heater to separately metered 
off-peak power source, or to connect emergency cir- 
cuit to alternate power supply. Breaker plugs into all 
the company’s standard load centers. Load circuit is 
connected to wired-in lead by a standard twist-on con- 


EVEN BUCKEYE CARTONS SAVE YOU TIME AND MONEY 


Ask your wholesaler for the new Catalog 956 show- 
ing the complete Buckeye line of quality furnace 
pipe and fittings for heating and air conditioning. 


No. 400-S 
snap-tite 
duct. 


Yes, even the sturdy, plainly 
marked cartons which Buckeye 
pre-fab pipe and fittings come 
in, will save you money and 
minutes. In handling, hauling 
and storing they’ll save you 
time. No bins needed. You 
can spot the right size in 
seconds. No “egg shapes” or 
battered pipe ends. 


The Buckeye carton is another 
reason why it pays to order 
Buckeye pre-fab furnace pipe 
and fittings. 








>) 
=< SAVING 


BUCKEYE 


FURNACE PIPE COMPANY 
897 J, gl te I C, j i 8, Ohio 
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nector. Off-peak or alternate power source is wired to 
screw terminal of breaker. Main bus stab receptacle 
is not connected to internal current carrying parts of 
the breaker. Thermal-magnetic trip element protects 
against overload and short circuit. Unit is in 15, 20 
and 30 amp, 120-v a-c models. Interrupting rating is 
5000 amp a-c. 


Automatic Filtering Devices 


“ROLL-O-VEntT” line of unit heaters, heating, ventilat- 
ing and cooling units featuring automatic air filtration 


—American Air Filter Co., Inc., Dept. AA, 355 Cen- 


tral Ave., Louisville, Ky. Continuous glass fiber cur- 
tain moves horizontally through entering air stream 
of the unit just ahead of coil and fan section; fresh 
filter media is automatically supplied to air stream by 
automatic timer to provide constant filter efficiency 
and automatic disposal of contaminated media, the 
company states. Media is replaced annually. Density 
of media is graduated by increasing the number and 
decreasing the diameter of the fibers from the front 
to the rear of the mat. Filtering media is comprised 
of continuous, curled, interJaced glass filaments in 
blankets impregnated with jelly-like viscosine. Basic 
“Roll-O-Vent” unit consists of fan section, coil section 
and automatic filter. 


Cooling Units for CAC 


SELF-cONTAINED CAC (comfort air circulation) cool- 
ing units in 3, 5, 744, 10, 15, and 20 ton sizes for resi- 
dential and small commercial installations — Ameri- 
can Blower Corp., Dept. AA, Detroit 32. Designed for 
eye appeal, units feature sloped cooling coil designed 
for greater cooling area for given coil size, spiral 
aluminum fins and staggered copper tubes. Air is 
drawn rather than blown through the coil, passing 
air equally over all of the coil, the company reports. 
Other features are low plenum height for installation 
flexibility; adjustable louvers for control of horizontal 
and vertical discharge air flow; and safety devices 
such as overload cutout for compressor and fan mo- 
tors, thermal cutout for compressor motor, fusible 
plug on condenser which melts to release refrigerant 
in event of overheating, and pressure-limiting devices. 
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Which 


Do YOU Prefer? 


coll 
ha 
*. 


FLEXI-DUCT VIBRA-STOP 


+ Trant )/ilson 


FLEXIBLE DUCT CONNECTIONS 


Stop system noise on Heating, Ventilating and Air Con- 
ditioning installations. Isolate mechanical rattles, starting 
vibrations, ‘on and off” cycle sounds, shaft whine, fan 
hum, etc. at their source. Apply either of the Grant Wil- 
son Flexible Duct Connections between blower or plenum 
and furnace casing, between take-offs and main or 
branches . . . the resultant quietness of system operation 
satisfies customers, leads to more 

jobs, without call-backs. 


FLEXI-DUCT ee 


Grant Wilson’s Woven Asbes- 
tos Flexible Tape. The choice 
of those who want rock-bot- 
tom economy combined with 
top efficiency. Handy 50 foot 
rolls, 6 inches wide, and 150 
foot’ rolls, 8 in. wide, both 
with selvaged edges. Can be 
taped or bolted to equipment 
or duct work. 


VIBRA-STOP 7 ee 


Asbestos or Canvas, 4” wide, 
factory seal to 4” No. 1 Prime 
Galvanized Metal on one side, 
3” on the other. Preferred by 
those who want the quickest, 
easiest installation. 25, 50 and 
100 foot rolls in handy, indi- 
vidual size “roll out” cavtons 


Asbestos used is Underwriters’ 
grade and meets Federal specs. 
MIL-C-4177. Canvas, also Un- 
derwriters’ grade, meets Fed- 
eral specs. MIL-D-10860. 


Write today for full informa- 
tion, FREE samples and prices 
— ask for Bulletin 357-AA. 


PLEXI-DUCT lifts out of carton 
for easy use. 


VIBRA-STOP comes in handy 
“roll out’’ cartons. 


1 WEST JACKS 





for industry 


the most refreshing 
cooling systems 
in the world are 


MODELS 30WP, 32WP, 40WP, 42WT 
LARGE COMMERCIAL COOLERS 


duplicating in office, plant or home the wonderful, 
healthful freshness of early morning... at the 
lowest operating cost, the easiest installation! 


If you’re a contractor or distributor, you'll be 
interested! Let us send you full information... 


Wational Buginerring 


& MANUFACTURING, INC. 
Sales Division 
SEDALIA. MISSOURI! 


NATIONAL ENGINEERING & MANUFACTURING COMPANY 
SEDALIA, MISSOURI 
Gentlemen: 
1 am interested in further information on CHILL- AIR FANS 
DEALER AND DISTRIBUTOR INQUIRY INVITED. 
[] 1 AM A DEALER [] | AM A DISTRIBUTOR 
NAME 





STORE NAME 





ADORESS 





city ZONE STATE 





aat-se 


Mn ce 
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Office, Store Cooling Unit 


“EconoMatR” self-contained air cooled cooling unit 
for small stores and offices—Typhoon Air Condition- 
ing Co., Div., Hupp Corp., Dept. AA, 505 Carroll St., 
Brooklyn 15. Unit is in two models: TAS21, with 2 hp 


compressor and 24,000 Btu capacity; and TAS31, 


with two 134 hp compressors and 36,000 Btu capacity. 
Unit can be used with or without duct work, operates 
with fluorinated hydrocarbon refrigerant no. 22, and 
features turbulator action design of condens-r and 
cooling coil. Units measure 4314 X 29 1/6 X 23% 
in. 


Metal Sign Letters 


ALUMINUM ALLOY three-dimensional building and 
sign letters in variety of stock patterns and ranging 
in size from 6 to 36 in.—Nelson-Harkins Industries, 
5301 N. Kedzie Ave., Chicago. Letters can be mounted 
as free standing, projected or flush on the face of a 
building or sign, and are suitable for direct or indi- 
rect illumination. Letters are in polished aluminum 
finish or in a variety of colors. Baked synthetic enamel 
finishes are also available for the letters, according to 
the company. 


Oil-Fired Year ’Round Unit 


OIL-FIRED RESIDENTIAL central air conditioning unit 
which provides both heating and cooling—Servel, 
Inc., Dept. AA, 119 Morton Ave., Evansville 20, Ind. 
Cooling cycle of “Sun Valley” unit is heat-actuated 
absorption type which provides refrigeration without 
moving parts. With delivered capacity of 96,000 Btuh, 
unit uses about 14 gph of heating oil to produce the 
equivalent of 3 tons of refrigeration, according to the 
manufacturer. On heating cycle, unit requires about 
9/10 gph to produce 96,000 Btuh. Low pressure, air- 
atomizing burner is said to be flexible enough to meet 
low requirements of cooling cycle as well as the higher 
requirements of heating cycle, according to the manu- 
facturer. 
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Indoor-Outdoor Temperature Control 


“WEATHER MINDER” indoor-outdoor temperature con- 
trol system with thermally sensitive resistors which 
signal temperature changes from outside house to cen- 


tral control panel Detroit Controls Corp.., Dept. 4A, 


5900 Trumbull Ave.. 


matically 


Three 


indoor 


Detroit. resistors auto- 


raise and_ lower temperatures, 
through control panel which serves as central control 
point between room thermostat, outdoor unit and heat- 
ing equipment, as outdoor temperatures rise and fall. 
Home owner sets pointer on indoor unit at most de- 
sirable temperature; outdoor unit adjusts to maintain 


that level, the company states. 


Cooling Units, Dehumidifiers 


CENTRAL AND 


ROOM cooling units and mobile elec- 


tric dehumidifier Whirlpool-Seeger Corp., Dept. 
1A, St. Joseph, Mich. Central cooling unit is in four 
models in 2, 3 and 5 hp sizes. Prefabricated and in- 
sulated metal ducts and grilles are included. Units are 
in remote arrangement or in single package. All 
models are air cooled and all have rubber mountings 
and spring mounted assembly. Room units 
perial” slim models in 34, 1 11% hp units, 
1 and 114 hp models for through-wall 
installation, “Custom” series 2 hp window units, and 
“Deluxe” 34, 1 and 144 hp models 


and 


- “Tm- 
and 
“Supreme” 


feature low 


slim silhouette, 


electronic 
filter and flexible air direction control. Portable de- 


harmonizing colors, 


humidifier is on swivel casters, occupies about 2 sq 


ft of floor space. Unit is said to remove up to 34 


gal of moisture from 40 X 30 X 10 ft room in 24 hr. 


Container holds 914 qt. Unit plugs into 115-v elec- 


trical outlet. 


Furnace Blower Wheel 


“PRESLOCK” BLOWER WHEEL designed to meet mo- 


dern standards for air distribution in ‘warm air fur- 
Lau Blower Co., Dept. AA, 2005 Home Ave., 
Dayton 7, O. Spun wheel has each blade locked me- 


chanically into the center disc. Four dise fingers slip 


naces 


into blade aperture and are pressed together in lock- 
ing position. Unit is in A-12A and A-15A wheels both 
full and three-quarter widths. 
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Every Cleaning Job is FAST and PROFITABLE 
with My PULLMAN VAC 
It's Never Clogged in 2 Years of Constant Use 


“My dependable Pullman Never-Clog vac gets me in and out of 
the cellar fast. I not only make good money on furnace cleaning 
but I get into the basement where I can see what furnace repairs 
and new equipment are needed. . .and that’s where the big profits 


are in this business.” 


och Ke 


Whetton’s Oil Co., Needham, Maas. 
The Pullman Never-Clog vacuum cleaner is guaranteed never to 
clog even on the toughest jobs where stubborn soot, scale, ash and 
debris would knock out any ordinary vac. The secret’s in the 
Never-Clog filter bag, a permanent secondary filter that always 
maintains full suction. 


The Never-Clog is the one vacuum specially designed for furnace 
cleaning. It’s full portable. 


weighs 


only 30 pounds. Fully 


equipped. . . fully guaranteed. 








STANDARD EQUIPMENT 
Never-Clog filter bag. 
27” metal crevice tool. 
Power blower nozzle. 
Handy scraper tool. 
Flexible metal asbestos 
packed hose. 
10’ x 14% I. D. heavy duty hose. 








CUT YOURSELF 

IN ON THESE EXTRA 
PROFITS. FILL OUT 
COUPON TODAY! 


The World's 
Leading 
Specialists 
In Furnace 


Vacuum Cleanew 


eeeeeecee 
AA-3 


PULLMAN VACUUM CLEANER CORP. 
25 Buick Street, Boston 15, Mass. 


Rush me complete details on how the Pullman Never-Clog vac 
will help me sell more equipment, repairs and oil contracts. 


Name 





Company 





Address 





City State 
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FOR OIL BURNERS 
GAS HEATERS AND 
AIR CONDITIONERS 


FLUSH-TYPE LATCH 
by National Lock 


check these convenience and 


cost-saving advantages! 
1, Mounts flush. Absence of projecting handle 
streamlines your product. 


Simplifies cartoning and crating. Fewer pro- 
tective pads required. 


Operated by large coin or screw driver. No 
special tools needed. 


Latch tongue can be adjusted in one simple 
operation. 


Permits pre-shipment latch installation. 


Provides worthwhile savings within your 
functional hardware costs. 


Send for specifications and sample today 


Look To This One-Source Supplier For 
All Your Hardware Requirements 
CATCHES + HANDLES - HINGES 
PULLS - SCREWS + KNOBS 
“KEPS" + “SEMS" 


Write for Complete Information 


IN NATIONAL LOCK COMPANY 


Rockford, Illinois 
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Revised NWAHACA Manuals 


THe NationaL Warm Air Heating and Air Condi- 
tioning Association has issued revised editions of 
Manual 3, “Calculating Heat Losses,” and Manual 6, 
“Adjusting Air Conditioning Systems for Maximum 
Comfort.” Manual 3 now includes information on re- 
flective insulation and covers several types of construc- 
tion not included in previous editions. Manual 6 has 
been revised to apply to year ‘round and summer ait 
conditioning systems as well as winter air conditioning 
systems. The worksheets which have been revised to 
conform with the changes in the two manuals are 
Forms 2, 3, 4, 6, 6A, 9A, 41 and 46. Manual 3 is 
priced at $1.50, Manual 6 at $1. Association members 
receive a 40 percent discount—National Warm Air 
Heating and Air Conditioning Association, Dept. AA, 
640 Engineers Bldg., Cleveland 14, O. 


Oil and Gas Furnaces 


“DeLuxe” GAS AND OIL-FIRED packaged winter air 
conditioning units are described in an eight page bro- 
chure. Illustrations include cutaway views of the fur- 
naces showing details of construction as well as photo- 
graphs of parts such as filter racks, front covers, and 
gas and oil burners. A second bulletin describes the 
features of “Imperial” gas and oil furnaces. Specifica- 
tions and dimensional information are included—-The 
Majestic Co., Inc., Dept. AA, 733 Erie St., Huntington, 
Ind. 


Humidifiers for Warm Air Systems 


THE FEATURES of model 400 “Humidimatic” electric 
humidifier are described in an illustrated self-mailer. 
Designed for warm air heating systems, the humidifier 
is capable of vaporizing 27 qt of water in 24 hr, ac- 
cording to the company. Also described are “Humi- 
dex” tablets designed to reduce lime deposits, scale 
and other corrosive elements in humidifiers—Skuttle 


Mfg. Co., Dept. AA, Milford, Mich. 


Welding and Cutting 


ARC WELDING MACHINE catalog includes information 
on selenium rectifier and dc motor generator arc 
welders for industrial welding, ac and dec engine 
driven machines for construction and maintenance, 
and ac transformer arc welders for plant and shop use. 
Specifications for each machine, from ampere ratings 
to outside dimensions, are included. Specify form ADC 
708C. Also being offered is a 24 page catalog (form 
ADE 880) describing the development and applica- 
tions of the “Aircomatic” cutting process for straight- 
line and shape cutting of non-ferrous metals. Accord- 
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ing to the company, this method is particularly ap- 
plicable to high-speed cutting and shaping of plates 
and parts to be joined by gas shielded arc welding— 
Air Reduction Sales Co., Div. of Air Reduction Co., 
Inc., Dept. AA, 150 E. 42nd St., New York 17. 


Cooling and Heating Equipment 


DaTA SHEETS describe air and water cooled residential 
and commercial cooling units. Included are specifica- 
tions as well as photographs and line drawings show- 
ing typical installations. Also available is a two page 
bulletin covering gas-fired counterflow furnaces with 
input ratings of 75,000 to 125,000 Btuh—Gibson Re- 
frigerator Co., Div. of Hupp Corp., Dept. AA, 515 W. 
Williams, Greenville, Mich. 


Galvanized Ducts 


CIRCULAR contains facts about galvanized steel sheets 
to assist in choosing heating and cooling ducts for 
homes, buildings and industrial applications. Advan- 
tages claimed for the galvanized sheets are that they 
fabricate easily, provide for rigidity in ductwork, and 
are versatile in application. Other advantages, accord- 
ing to the circular, are that the sheets offer excellent 





fire protection, resist corrosion, are strong and long 
lasting—American Iron and Steel Institute, Dept. AA, 
150 E. Forty-Second St., New York 17. 


Air Distribution Grilles 


CataLoc No. 1415-12 features “Uni-Flo” air distribu- 
tion grilles. Return, exhaust and transfer grilles are 
designed to match the appearance of supply grilles, 
thus providing a continuity of design throughout the 
installation. Included are photographs of smoke tests 
illustrating the performance of the grilles—Barber- 


Colman Co., Dept. AA, 1101 Rock St., Rockford, Ill. 


Sheet and Strip Steel 


THE seERvicEs offered by a sheet and strip steel ware- 
house are explained in a four page bulletin. Slitting, 
edging, shearing and corrugating operations are illu- 
strated—Great Western Steel Co., Dept. AA, 2300 W. 
58th St., Chicago 36. 


Motor Selection 


TWELVE PAGE ILLUSTRATED MANUAL facilitates selec- 
tion of electric motors for various applications. In 
using the guide, the reader first selects from tables the 
kind of equipment or machinery to be driven. Then 
he identifies the character of the load, the speed of op- 
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; DIAMOND CALK /orseshoe Co, 


DULUTH, MINNESOTA @ TORONTO, ONTARIO 
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“here is nothing finer™™ than a DIAMOND” 


DIAMALLOY AVIATION SNIPS 


The solid forged steel handles, grease-resistant 
plastic grips, and large hardened pivot bolts, 
besides other important features, are definitely 
a new advance in this field. 


DIAMALLOY WRENCHES 


Drop forged of finest steels, have been quality 
leaders for many years. Made sizes 4" to 24", tapered 
handles on sizes 15-18-24". 


Stocked by leading wholesalers 


177 





the new 
1957 
KRUEGER 


DESIGN-AIR 


LINE 


GIVES YOU 


REGISTERS 


300 — MULTI-LOUVER 
SIDEWALL REGISTER 


GRILLES 


BIGGER PROFITS 


Successful dealers everywhere are using our 
products now. The new Krueger Design-Air Line 
is a complete, high-quality line, and it's the big- 
gest profit line on the market today . . . because 

. it's priced right to give you bigger profits. 


Write or wire 
for mame and 
address of your 
nearest Krueger 
jobber and our 
new 36 page ca- 
talog. 


DIFFUSERS 


#200 ROUND 
CEILING DIFFUSER 


6" to 14” SIZES 
BUTTERFLY DAMPER & 
INSTALLATION RINGS 


KRUEGER 


Air Conditioning Corp. 
19 E. RILLITO* TUCSON, ARIZONA 


“Design-Air" is 
a complete line 
of Grilles and 
Diffusers for the 
Residential Field 
plus Double-De- 
flection Registers 
and Diffusers for 
the Commercial 
and Air Condi- 
tioning Fields. 


#880 O. B. D. 
4-WAY DEFLECTION 
WITH OPP. BLADE 


new literature 


(Continued ) 





eration, starting and running torques, surrounding 
atmosphere, frame type, and speed to arrive at the 
right motor for his specific application. Ask for ap- 
plication guide No. 102—Century Electric Co., Dept. 
AA, 1806 Pine St., St. Louis 3. 


Low Nickel Content Stainless Steel 


EIGHT PAGE DATA SHEET on chromium-nickel-manga- 
nese stainless steels types 202, 204 and 204L gives de- 
tailed information on such items as intergranular cor- 
rosion, mechanical properties, analysis, and stress rup- 
ture properties. The types 202, 204 and 204L repre- 
sent a new family of austenitic stainless steels which 
possess desirable mechanical and corrosion resisting 
properties. They correspond to the chromium-nickel 
types 302, 304 and 304L, but use substantially less 
nickel—Allegheny Ludlum Steel Corp., Dept. AA, 
2020 Oliver Bldg., Pittsburgh 22. 


Outdoor Thermostat Control System 


BuLLETIN GEA-6530 (four pages, two colors) de- 
scribes system operation and illustrates components of 
outdoor type heating control system—General Electric 


Co., Dept. AA, Schenectady 5, N.Y. 


Residential Controls 


RESIDENTIAL CONTROLS CATALOG lists 61 new model 
controls or package sets. In all, nearly 500 residential 
controls are listed. More than 50 varieties of manual, 
semi-automatic, automatic, electric and_ electronic 
household thermostats are described as well as farm 
and barn controls—Minneapolis-Honeywell Regulator 
Co., Dept. AA, 2726 Fourth Ave., S., Minneapolis 8. 


Calendars for Sheet Metal Contractors 


CALENDARS FOR 1957 feature reference tables on the 
last page giving information on physical properties 
of metals, expansion and contraction, weights and 
measures, rules for mathematical calculations, and 
weights of sheet zinc. Send requests on company letter- 
head—David Levow, Dept. AA, 308 W. 20th St., Neu 
York 11. 


Corrosion Resistant Tubing and Sheet 


“TEFLON” PLASTIC RESIN tubing and sheet are de- 
scribed in a four page bulletin (T-50). The tubing 
is available in sizes ranging up to 4 in. in diameter. 
Sheets up to 48 X 48 in. are offered in thicknesses 
from 1/16 to 34 in.—Haveg Industries, Inc., Halo- 
carbon Div., Dept. AA, 950 Greenbank Rd., Wilming- 
ton 8, Del. 
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Steel Data 


Revised edition of 256 page pocket size steel data book 
gives information on machining and fabricating, spec- 
ifications and tolerances, weights and dimensions, 
elements and safe loads. Tables, definitions and gen- 
eral data are also included. A companion book to the 
company’s steel stock list, the data book is of value 
to purchasing agents and engineers as well as shop 
workers—Joseph T. Ryerson & Son, Inc., Dept. AA, 
Box 8000-A, Chicago 80. 


Plastic Building Products 


PLASTIC MATERIALS used for building products are 
described in the eight page circular “Plastics as Build- 
ing Materials” (10 cents). Among the uses discussed 
are light transmitters (luminous ceilings, skylights, 
louvers, windows); panels for roofs and interior and 
exterior walls; and insulation and vapor barriers 

Small Homes Council, University of Illinois, Urbana, 


lil. 


Porcelain Enamel Panels 


THE USE OF INSULATED PORCELAIN enameled panels 
in curtain wall construction is the subject of a four 
page bulletin designated A-57. Studies of panel de- 
sign in seven specific buildings are . featured 
Ingram-Richardson Mj/g. Co., Dept. AA, Beaver Falls, 
Pa. 


Lightweight Ratchet Hoists 


CATALOG covers roller and link chain “Pul-Lift” light- 
weight ratchet hoists. The hoists are produced in ca- 
pacities ranging from 34 to 15 tons—Yale Materials 
Handling Div., The Yale & Towne Mfg. Co., Dept. 
AA, 11,000 Roosevelt Blud., Philadelphia 15. 


Duct Insulation 


“Spintex Duct INSULATION” (six pages) explains the 
insulating value, fire safety features and application 
of insulation for air conditioning ducts. Included is a 
table giving standard sizes, thickness and available 
facings as well as information concerning special fac- 
ing characteristics. Also included are schematic draw- 
ings which illustrate basic application principles 
Johns-Manville, Dept. AA, 22 E. 40th St., New York 
16. 


Welded Steel Tubing 


MANUAL ON WELDED STEEL TUBING (18 pages) de- 
scribes “Zincgrip” (special zinc coated) and alumi- 
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AIR HAMMER AR4 


CHROME-PLATED 


Now, one air hammer will seal sheet metal seams from 
light ga. through 16 ga. without a kick . . . handle in- 
side, outside or straight work with the same ease! At the 
same time, satisfies your need for an air hammer to do 
maintenance, installation and drilling operations. The 
RAMEX AR4 delivers up to 5400 blows per minute. 


72,” long. Weight 41/2 Ibs. 

Armored against damage. 

Uses 3.2 to 6.8 cfm, at 30 to 100 Ibs. pressure. 

Both trigger and contact with work surface is neces- 

sary to operate. 

Angled air release ports keep work surface clean. 
® Choice of over 40 tools, for every need. 








Your old air hammer, regardless of condition, is worth 
$10.00, on the purchase of a RAMEX AR4. Ask your 
Distributor or write direct for further information. 








SEE IT! TRY IT! 
The RAMEX does it better, faster, more economi- 
cally! 
Representative and Distributor Inquiries Invited. 


GET THE FACTS TODAY! 








E. V. NIELSEN, INC. AA3 
139 BROAD STREET, Stamford, Conn. 


Gentlemen: Please forward the RAMEX AR4 literature 
Name 

Company 

Address 


GIR  kccteniacntt fee... Bare... 
We are (] DISTRIBUTORS ([] CONTRACTORS 











For Low-Cost Heating Plant Exhausting 
and Industrial Venting 
... Investigate 
Quickdraft 


Capacities of 56 
standard and 
heavy duty 
models (6 to 
30-inches 
diameter) 

... 140 CEM 

to 16,766 CFM 
with or without 
stacks. Greater 
capacities on 
special order. 


os 


te NEW ACID-RESISTING FINISHES 

% NO FAN OBSTRUCTION IN EXHAUST LINE 

%& BLOWER OPERATES IN CLEAN OR OUTSIDE AIR 
% CAN BE USED WITH OR WITHOUT STACK 


FOR HEATING PLANTS AND INCINERA- 
TORS. Quickdraft provides constant draft re- 
quired for efficient and economical combustion. 
It prevents noxious concentrations of deadly 
fumes and dangerous accumulations of explo- 
sive gases from escaping into buildings. It 
eliminates pulsating or chattering, puffing, 
smoking and sooting. Quickdraft’s acid-resisting 
vitreous enamel finish assures trouble-free 
performance. 


FOR INDUSTRIAL VENTING. Quickdraft 
eliminates down-time for cleaning and replacing 
fan blades . . . cuts maintenance costs. It is 
ideal for venting paint booths . . . abrasives, 
corrosive gases, noxious fumes, high tempera- 
tures and moisture. For severe exposure to 
acids, specify our new acid-resisting plastic fin- 
ish in addition to our standard acid-resisting 
vitreous enamel finish. 


FOR MOVING AIR ... in or out of buildings 


through ducts . . . Quickdraft is outstanding 
in efficiency. 


Send for engineering data on your 
heating or venting applications 
. today. 


N-394-QD 


} Ouickdraft 


Gc oewraWN V 


Dueber-Hampden Building, P. O. Box 87-D Canton 1, Ohio 
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nized (aluminum coated) steel tubing as well as tub- 
ing formed from hot and cold rolled steel. Pressure 
tested tubing and fabricated parts are also described. 
Structural advantages, sales features, mechanical prop 
erties and fabrication of the tubing are discussed. In 
cluded are tables, drawings and application photo 
graphs. Ask for P. O. 856 —-Armco Steel Corp., Prod 
uct Information Service Dept. AA, Middletown, O. 


Cooling for Wet Heat Homes 


[ILLUSTRATED BULLETIN explains how the “basement 
system” of summer air conditioning werks in radiator 
heated homes. Cooling units are installed in the base 
ment windows and the cool air is allowed to drop 
directly into the open basement. Here it spreads oul 
and may be picked up al the floor and delivered up 
stairs by fans located in individual ducts connected to 
header boxes which feed either floor or wall type 
registers—McLarty Systems, Dept. AA, 2600 Dick- 
man Rd., Battle Creek, Mich. 


Gas and Oil Furnaces 


DATA SHEETS describe the features of and list spec if 
cations for oil and gas fired furnaces. All models de- 
scribed are illustrated. Ask for bulletins by number: 
C-1100-S122, model HOV-100 oil fired unit, 100.000 
Btuh; C-1100-S124, model HGV-80 gas fired furnace, 
80,000 Btuh; C-1100-S125, model HOV-80, oil fur- 
nace, 80,000 Btuh; C-1100-S130, models JDGC and 
JBGC gas fired counterflow furnaces, 80.000 to 140. 
000 Btuh; C-1100-S131, models JDGV. JBGV and 
JSGV gas fired highboy units, 80,000 to 220,000 
Btuh; and C-1100-S132A, models JDOGH and JBGH 
gas fired horizontal furnaces, 80,000 and 100,000 
Btuh. All ratings listed above are input ratings 
Worthington Corp., Dept. AA, Harrison, N. J. 


Aluminized Steel 


ILLUSTRATED FOLDER describes the properties and 
characteristics of aluminized steel Type 1. This spe- 
cial-purpose steel is said to have resistance to combi 
nations of heat and corrosion; high heat reflectivity; 
and the surface qualities of aluminum with the 
strength of steel. Ask for P. O. 3056—Armco Steel 
Corp., Dept. AA, 703 Curtis St., Middletown, O. 


Reducing Embezzlement Losses 


PRACTICAL METHODS of combating embezzlements of 
money, merchandise and other materials are described 
in a 32 page booklet entitled “Embezzlement Controls 
for Business Enterprises.” One chapter is directed spe- 


cifically toward the small businessman. Featured is a 
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wtrols are available as optional equipment——Wayne 


(Continued ) Home Equipment Co., Inc., Dept. AA, 801 Glasgou 


{ve.. Fort Wayne 4. Ind. 


check list for determining the adequacy of a firm’s 


embezzlement controls. Send request on business letter- 


head—Fidelity and Deposit Co., Dept. AA, 
delity Bldg., Baltimore 3, Md. 


Air Hammers 


INFORMATION ABOUT MODEL AR-4 “Ramex” 


chrome plated to prevent rust or corrosion. It features 


1721 Fi. Humidifiers 


MANuAL presents illustrated step-by-step procedures 
for installing “Cronco Mist-Master” humidifier. In- 
formation is given on assembly, operation and main- 


tenance of the unit. Also available is a two page il- 


air ham- lustrated catalog sheet describing the features of the 
mer featuring precision impact control is contained in 
a four page catalog. The hammer, 414 lb in weight 


and said to be capable of 5400 blows per minute 


humidifier and explaining the advantages of maintain- 
ing the proper degree of humidity in the home 
a Cronstroms Manufacturing, Inc., Dept. AA, 4225 Hia- 
watha Ave., Minneapolis 6. 


angled air release ports that beam a direct stream of 


air upon the point of work during operation, " x 
i a Blades for Reciprocating Saws 


are more than 10 tools and accessories available 


keeping the work clean and clearly visible. 


use with the hammer—F. lV’. Nielsen. Ine.. 
129 Broad St., Stamford. Conn. 


Oil Burners for Large Homes 


Mope- F o1L BURNERS for large homes 


cial buildings are described and illustrated in 
page circular. Features include dual primary 


justment bands, four-in-one air rating dises in the 


a four 


thus 


for Saw BLADE CHART (1714 X 1314 in.) presents actual 


AA, size illustrations of 28 blades for reciprocating saws. 


Accompanying text describes briefly the uses and fea- 
tures of each blade illustrated Valco Products, Dept. 
14, 405 E. 48th St., Minneapolis 9. 


and commer 


Heating, Cooling Units 


ad- LITERATURE covers year “round air conditioners, cool- 


gun ing equipment and heating units. Described are models 


assembly, and no-drip nozzle adapters. Electronic con- AGH-140 and TGU 95 “Weather Selectors” for all- 


Hand Operated 


BOX AND PAN BRAKES 


One Man Operation - Quick Adjustments - Rugged Construction 


oes 


—_ 


at wcssnee 


UNIVERSAL BOX AND PAN BRAKES 


Capacities up to 12-gauge sheet metal 
and bending lengths up to 10 feet. 
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BENCH MODEL BOX AND PAN BRAKES 


Made in three sizes with bending lengths 
of 24, 30, and 36 inches up to 16-gauge 
sheet metal. Stand is available as extra. 


DREIS & KRUMP 





Descriptive Literature on Request. 


DREIS & KRUMP 


MANUFACTURING COMPANY 
7404 S. Loomis Boulevard, €hicago 36, Illinois 
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year air conditioning; 3, 5 and 8 ton packaged cooling 
units; air cooled “Economair” units for homes, small 
stores and offices: 8 and 10 ton air cooled condensing 
} units; and gas and oil-fired highboy, counterflow and 





basement type furnaces. Data sheets are illustrated 


: with photos of equipment described and line drawings 
“} giving dimensional information—Typhoon Air Con- 
- ditioning Co., Div. of Hupp Corp., Dept. AA, 505 
t Carroll St.. Brooklyn 15, N.Y. 


Plastic Nomogram for Sizing Grilles 


“Uni-FLo” NOMOGRAM for finding outlet area for 
downward jet of heated air was designed to simplify 
the engineer's work in determining the grille size 
needed to project heated air to the floor. Pencil marks 
made on the face of the nomogram during its use can 
easily be removed; thus it can be used repeatedly 
Barber-Colman Co., Dept. 766-AA, 1101 Rock St., 
Rockford, Il. 


Centrifugal Roof Ventilators 

RATINGS AND PERFORMANCE DATA for centrifugal roof 
ventilators are given in bulletin SDA-220. Informa- 
tion is also given on other fan and blower products 
The Peerless Electric Co., Fan and Blower Div., Dept. 
14,1401 W. Market St.. Warren, O. 


Power Roof Ventilators 

ALVAN ILLUSTRATED TWO COLOR CATALOG (Bulletin 3904) 
describes construction, operation and design features 
of four models of power roof ventilators. Tables pre- 
sent performance data for 16 sizes of Model “VRV” 
upblast type exhaust ventilator, 21 sizes of Model 
“HRV” hood type exhaust ventilator, and 20 sizes’ of 


Model “SSV” hood type supply ventilator. Included 
It’s Magical - are fan speeds and motor hp as well as delivery rat- 
The Way They ings up to 14 in. wg static pressure. Also included are 


intake and duct area values for five sizes of Model 


“WSV” air intake hood—American Blower Corp., 
G-[-]-D-F Div. of American-Standard, Detroit 32. 


TOGETHER 





Air Diffusers : 


EIGHTY PAGE SELECTION MANUAL No. 60 (superseding 


Manual No. 50) presents information on air diffusers 
for cooling, heating and ventilating systems. Diagrams, 
tables and photographs are included to aid in the 
(CA LVA N correct selection of diffusers for high velocity as well 
as conventional air distribution systems. Also included 
MANUFACTURING COMPANY are air distribution definitions, sound level characteris- 
| 








NEW ALBANY. INDIANA tics, static pressure factors and photos of typical in- 
stallations—Anemostat Corp. of America, Dept. AA, 


10 E. 39th St., New York 16. 
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now: A NEW CONCEPT IN 
> THe Janirrot Heating and Air Conditioning SOLDERING IRONS 
Div., Surface Combustion Corp. is conducting a 


series of five-day service s¢ hools. Five cooling con- 

ferences have already been held and others are sched- 

uled to begin March 18, March 25, April 8, April - 
29 and May 13. Subjects covered include air condi- R) 
tails of purging and charging air cooled systems as 

well as how to deal with problems frequently en- 

countered in servicing both water and air cooled INTERNALLY FIRED TORCH 

units. Three heating classes have been held thus far ° bh h | 
and three more are scheduled to begin April 1, April wit AIR RING eat contro 















tioning fundamentals, equipment application, job 
surveys, operating costs, cost estimating and pricing. 


Actually working with equipment, the men learn de- 
























15 and May 6. Subjects dealt with include con- 
struction. installation. maintenance and trouble shoot- 


ing of both oil and gas fired heating equipment. 


For the first time @ A torch that meets all the requirements 
of the sheet metal trade! 


Easy Finger Tip Adjustment @ Gives the right soldering 
temperature for each job. 


Concentrated heat @ Enables light coppers to do heavy 
continuous work. 


Melts solder @ 90 seconds after lighting. 
Continuous heat @ Available all day. 


Saves time @ No stopping to change irons or replenish 
fuel. 





DEALERS DISCUSS ‘“Perim-A-Base” system at 


Saves money @ Operates up to 200 hours on a standard 
first sales seminar held by Berger Furnace Corp. 


Insto-Gas Cylinder. 


at Williamsport, Pa . 
Highly Portable @ Connects to cylinder with any length 











> THe Bercer Furnace Corp. recently initiated Insto-Gas hose. 

‘03 1957 series of sales and service seminars. The Safe @ No charcoal or gasoline fire hazards. 

program consists of several regional meetings in each Two Models @ No. 10-S-2 (2 Ib. per pr. coppers) and 
of the company’s sales territories. The meetings, con- No. 20-S-5 (5 Ib. per pr. coppers) 


ducted by company personnel and others, feature 


discussions on good business practice, sales tech- APPROVED By @, and <f> 
Nene et? 


niques, system engineering and layout (both heat- 


ing and cooling), installation procedures, advertising 





and promotion, etc. At each meeting the company 


~ SOLDERING IRON HEATER 


Clean, instant, easily controlled heat 

for conventional type irons is 

obtained with Insto-Gas No. 1500 

Soldering Iron Heater. Keeps points 

out of flame and reduces need 

for tinning. Fits either cylinder or 
bench type Insto-Gas furnaces. 


also introduces or discusses several of its products. 


> WarermMaAn-Wartersury Co., which is currently 
celebrating its 50th anniversary, recently installed 


electrostatic spray painting equipment in its finishing 











department. According to Roy Lonson, vice presi- 
dent, a uniform, high quality coating for furnace 
panels is obtained through use of the process. In ad- 


dition, he said, finishing time is greatly reduced and 








paint mileage is increased. 
Use the complete Insto-Gas line — Torches — Furnaces — 
Cylinders. Available at better Industrial and Plumbing and 


JIPLOMAS were recently awarded ‘ight grad- ; 
> Dirt nya tae aa warded to eight grad Heating Wholesalers everywhere or mail coupon today. 


uates of the week-long advanced heating and cooling 


school conducted by the Air Conditioning Div. of INSTO-GAS CORPORATION, DETROIT 7, MICH. AA 


American-Standa rd. Training supery isor Bob W ilson Please send information on Soldering Iron Torches and Heaters. 








Name_ 





Address. 





SAIR-JET."B” VENT 


A Superior Gas Chimney! 


EXTRA STURDY New design and special con- 


struction assure extra strength and rigidity. 
NOW... 


The new “B” VENT makes Air-Jet the most 
complete packaged chimney line. 


Vent pipes available in diameters of from 3” 
to 12”. Both oil and gas models Air-Jet chim- 
neys available with decorative top housings. 


SAVE 
WAREHOUSE 
SPACE 


New “B” Vent Gas Chimney Plus All-Fuel Chimney 
Now Offer You 
A COMPLETE LINE 
OF PACKAGED CHIMNEYS 
FROM ONE SOURCE! 





YOUR CHOICE OF 
8 smart 
TOP HOUSINGS 





One of 8 top designs 


WRITE: 


GENERAL 
PRODUCTS CO., INC. 


FREDERICKSBURG, VIRGINIA 
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stated that because of the intensive schedule and in- 
dividual instruction needed, the advanced classes 
must be held down to eight or ten, but these classes 
will be repeated to fill: the continuing demand from 
wholesalers and dealers. ‘The advanced course covers 
electrical characteristics, trouble shooting. replace 
ment and repair of parts as well as difficult installa 


tion and application problems. 


> ArmstronG Furnace Co. recently held a week- 
long meeting for district managers at its Columbus 
factory. Purpose of the meeting was to introduce new 
heating and cooling equipment to the district man- 
agers and to discuss with them the features of the 


firm’s 1957 sales and advertising programs. 


> THe New OrLEANS HEADQUARTERS of the Airtemp 
Div., Chrysler Corp., recently concluded a nine-week 
school program for area air conditioning dealers. 
Dealers and dealer personnel attending the weekly 
21% hour sessions received the same type of instruc- 
tion available to men who participate in schools held 
at the factory in Dayton. Charles M. Barr, New Or- 
leans general manager, reports that the school was 


booked to capacity. 


> Waireneap Merat Propucts Co., Inc. has begun 
construction of a new 35,000 sq ft office and ware- 
house building at Windsor, Conn. The lower areas 
of Connecticut and the western section of Massachu- 
setts will be serviced by the Windsor office. 


> SALES REPRESENTATIVES from all parts of the 
country attended the recent three day annual sales 
meeting held by Temco, Inc. at Nashville, Tenn. 
Speakers included F. Donald Hart, executive vice 
president; Lee W. Rasch, manager of the central heat 


ing division; and Cecil B. Oakley, sales manager. 


> Unirep States Street Corp.’s Supply Div. is pur- 
chasing the Chicago Hegewisch Ordnance Div. plant 
of U. S. Industries, Inc. It is expected that the fa- 
cilities, situated on a 154-acre plot on the Grand Cal- 
umet river, will be vacated by U. S. Industries in the 
second quarter of the year. According to Leslie B. 
Worthington, president of United States Steel Corp.’s 
Supply Div., the plant will more than double Chicago 


W arehouse space. 


> Lima Recister Co. has purchased the manufac- 
turing rights for the draft controls formerly produced 
by Windmaster Corp. The controls will now be manu- 


factured at the Lima Register Co.’s plant in Lima, O. 


> Epcar Green has been named executive vice presi- 
dent of Pullman Vacuum Cleaner Corp. 
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TOP SALESMEN of Viking Air Products receive 
awards from Marion I. Levy, general manager. 
Holding plaques are (1 to r) M. E. Kelley, Tom 
McIntyre and Malcolm F. Mackenzie. Watching 
the presentation are Robert V. Main (far left) 
and Richard F. Gang (right) 


HIGHLIGHT of a recent five-day national blower 
conference held by Viking Air Products, Div. of 
National-U.S. Radiator Corp. was the presentation 
of plaques to three representatives with outstanding 
sales records. Another feature of the meeting was 
the introduction of new models of belt driven and 


direct drive blowers. 


> WorrtrHincton Corp. has established a new New- 
ark district office to replace the former New Jersey 
branch of the New York district office. J. R. Matullo 
has been named to head the new office. which is lo- 
cated in the Worthington Harrison Div. administra 


tion building. 


> Anemostat Corp. or AMERICA reports that it has 
acquired a “substantial interest” in Waterloo Register 
Co. According to the report, the two companies will 
continue to operate individually as previously, but 
will work closely together in research and engineering 


activities as well as sales and marketing. 


> THe Quincy Stove Mrc. Co. has purchased the 
assets of the Radiant-Aire Corp., Michigan City, Ind. 


>» THe York Corp., Subsidiary of Borg-Warner 
Corp., has moved its central district headquarters to 
its new building at 5950 W. Touhy Ave. in suburban 
Chicago. The new building, housing the engineering. 
sales and accounting departments, also provides 


ample warehousing space. 


>» DisTRICT MANAGERS of Perfection Industries, Div. 
of Hupp Corp. met recently to learn about the divi- 
sion’s new sales policy. Under the new arrangement 
the division, which formerly sold dealers direct, will 


market its products through independent wholesalers. 
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STANDARDIZED 
DUCT & FITTINGS 


ARE MANUFACTURED FROM PRIME 
LOCK-FORMING GALVANIZED STEEL 
SHEETS 


Your dependable source of supply for air 
conditioning and heating DUCT and FIT- 
TINGS is the Maxwell Steel Company, a 
leader in the sheet metal industry of the 


Southwest for over a quarter of a century. 


MASCO pipe and fittings have 
been standardized and are ca- 
pable of fulfilling the require- 
ments of the most complicated 
layout. This standardization pro- 
vides faster and more efficient 
service and installation. 


Quality of materials used in MASCO 
pipe and fittings is reflected in the finished 
product which has no rough edges. Pro- 
duction line methods of fabrication result 
in accurate fittings of installations. 


A wide variety of sizes of 
pipe, duct and fittings makes it 
easy for you to obtain from 
MASCO all of the pre-fabricated 
materials you need for radial, 
plenum or perimeter systems. 
Installation sketches and other 
data in the complete MASCO 
catalog are helpful to both sup- 
pliers and contractors. 


Write for Complete Catalog 


MAXWELL STEEL COMPANY 


P.O. DRAWER 230 
FORT WORTH 1, TEXAS 
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SUSTAINED HEAT 
FROM GAS OR OIL 
FIRED FORCED- 

WARM AIR FURNACE 


STOR-HEAT UNITS 


MOUNTING 


PLENUM 


ZZ 


HEAT STORAGE UNITS FOR HOME AND 
COMMERCIAL HEATING SYSTEMS 


The invention of STOR-HEAT brings to the Warm Air Furnace owner 
the true, warm comfort provided in a penetrating, uniform, even 
flow heat of a storage system—much in the same way as hot 
water provides stored heat in radiators. 

By installing the proper amount of STOR-HEAT units in the plenum 
of the heating system, Warm Air Furnace owners can now enjoy 
this principle of storing heat in a MUCH MORE CONVENIENT 
AND SATISFYING FORM! 

STOR-HEAT “absorbs” furnace heat, then radiates... and with the 
help of a more continuous blower operation, provides a steady 
flow of warmth and comfort throughout the home ... even after the 
furnace shuts off during its normal operation. 


Airstream Desiqu... 


@ NO WIRING 
@ SELF-OPERATING 


@ NO ATTENTION REQUIRED 
AFTER PROPER INSTALLATION 


A. M. HEXDALL CO. 
MORRIS, ILL. distributor 


Gentiemen: 
Please send complete information on Stor-Heat Units. 


NAME 
COMPANY 
ADDRESS 
city .. 


DUCT HANGERS 


we hear that 


(Continued ) 





FRANK MacCALLUM re-enacts his first sale, 
made 50 years ago, of an electric blower to Mar- 
sena Butts, Butts-Ordway Co. In the back row are 
(i to r) Fred Butts, Stanley Berns, chairman of the 
board of Pullman Vacuum Cleaner Corp., and 
Parker Butts 


> TxHis year Pullman Vacuum Cleaner Corp. is cel- 
ebrating the golden anniversary of its Marvel Indus- 
tries Div. Founder of Marvel Industries Inc., now 


owned and operated by the Pullman company, is 


Frank MacCallum. 


F WILLIAM J. KEEGAN has been elected president 
of Holly Mfg. Co., a division of the Siegler Corp., 
replacing J. Stanley Johnson, who is now chairman 
of the operations planning committee of the Siegler 
firm’s board of directors. Mr. Johnson will also head 
the Siegler company’s new product development divi- 


>» Penn Contrrois, INc. has. purchased Campbell 
Controls Co. of Santa Ana, Calif. The Santa Ana 


firm will continue operation as a division of Penn. 


> CopeLt INpuUsTRIES, INC. is now owned and op- 
erated by a group of Texas businessmen headed by 
R. E. Roberts, president of Roberts Mfg. Co., Cle- 


burne, Tex. 


> S. D. Den Uy, president of Bohn Aluminum & 
Brass Corp., was elected president of The Aluminum 
Association at the association’s recent annual meet- 


ing. 


> THomas D. Bromiey has been elected president 
of the Dura-Vent Corp. For the past 10 years, Mr. 
Bromley has been vice president in charge of sales 


of the Peerless Mfg. Corp. 


> Sip Harvey Inc. plans the construction of a new 


building on Franklintown Rd., Baltimore. The new 
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building, containing 4000 sq ft of floor space, will 
stock replacement parts for Maryland and Washing- 


ton oil and gas burner dealers. 


>» PENNSYLVANIA SALT Merc. Co. has completed a 
plant addition at its Calvert City, Ky. works for the 
production of “Isotron” refrigerants. A second ad- 
dition is now under construction and is scheduled 


for completion later this year. 


> Detavan Mec. Co. is building a two-story ad- 
dition to its plant in West Des Moines, Ia. Work is 
expected to be completed by May of this year. 


> NationaL-U.S. Rapiaror Corp. has begun con- 
struction of a $1,000,000 research engineering center 
at Johnstown, Pa. Completion is expected early in 


1958. 


> HEAT PUMP DEALERS, manufacturers’ representa- 
tives and representatives of utilities gathered recently 
at the Tides Hotel, St. Petersburg, Fla. to attend a 
three day heat pump se hool conducted by Typhoon 
Heat Pump Co. The three day program included a 
tour of the company’s new factory at 200] Garcia 


Ave., Tampa. 


>» More THAN A HUNDRED Carrier Corp. field serv- 
ice supervisors and service managers of distributors 
attended a week-long service managers’ forum held 
recently in Syracuse, N. Y. Service and training 
policies were discussed on the opening day. Remain- 
der of the forum was devoted to discussions of equip- 
ment changes and new: techniques used in the servic- 
ing of new and existing equipment. 

The firm reports that some 600 distributors, deal- 
ers and their wives will enjoy an 11 day Caribbean 
cruise next January following the conclusion of a 
year-long sales incentive program. Another prize 
offered for outstanding sales performance is a_ six 


day vacation in Mexico City. 


> THE Powers Ngo LATOR Co. has moved its Dal- 
las district operations into a new 3500 sq ft office 
and warehouse building located at 7707 Sovereign 
Row in the Brook Hollow industrial district. 


> Recoip Corp. is the new name of Refrigeration 
Engineering, Inc. The name change marks the be- 


ginning of the company’s 25th year. 


> ALuminum Co. or America has launched a pro- 
gram designed to promote the development of new 
and better aluminum residential building products. 
The company’s program calls for 1) Establishment 








In the New York market 
...Where price is 

an important factor... 
and rigid building 

codes exist... 


Empire Ventilators 
outsell all others. 





Empire Ventilation Equipt. Co. 


35-39 Vernon Boulevard 
Long Island City 6, N. Y. 
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Faeaseeeeoe| 


every 
furnace, 
boiler, 

and 

air 
conditioning 
cleaning 
problem 
answered 

by 


This man could have been using inadequate equip- 
ment, but he’s not. His boss knows that PREMIER’S 
complete line of vacuums and tools is designed to 
satisfy the needs of any cleaning operation efficiently 
and economically. 

Why not let PREMIER help 
you in your job? Send for 


free details today! 


Gordon L. Bowman, General Sales Manager 

The Premier Company, Dept. 404 

755 Woodlawn Ave., St. Paul 1, Minnesota « MIdway 9-7002 
35 Gerrard St. West, Toronto 2, Canada ; 

Please rush me free details on Premier furnace, boiler, and air 
conditioning cleaning equipment and FREE information on how 


I can cut maintenance costs by choosing the right machine for 
my job! 


Name 
Address__ 
City__ 


State 
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of a residential building products sales division to 
promote the sale of both existing building products 
9) 


“ 


and those now in the course of development; 
Sponsoring and promoting approximately 50 model 
1 


homes during 1957; 3) Formation of a residential 


building products advisory committee, to be com- 
posed of architects and designers, to solve specific 
home design problems; and 4) Intensive effort to 
assist aluminum fabricators by informing architects. 
builders and others of the availability of aluminum 
huilding products and their advantages. 

In addition to sales promotions already planned 
in 1957 on awnings and aluminum surface insula 
tion, promotion effort will also be placed upon such 
other existing aluminum applications as siding, win- 


dows, ete. 


> Recent winners of the monthly contests for new 
A. Nabakowski Co., Amherst, O. 


sheet metal contractor, among its employees are Mat 


ideas conducted by 


Brletic and R. R. Simpson. Grand prize for the best 
idea submitted during the entire year of 1956 is a 
week-long, expense-paid vacation in Florida. 

> McMittan Comrortaire Inc. recently signed a 
contract with Cutri Enterprises, Inc. for the installa 
tion of 2500 heat pumps in a housing project near 


Melbourne, Fla. 


> CHase Brass & Copper Co., has moved its office 
York to 


its new building at 55-60 58th St., Maspeth, L. I. 


and warehouse from 80 Lafayette St.. New 


> THe TimKeEN Sitent Automatic Div., Scaife 
Co. introduced its 1957 heating and cooling equip 
ment to dealers at recent sales clinics held in Chicago 


and New York. 


the division's “Miami Vacation Sweepstakes” 


Also presented to the dealers was 
which 
is based on increased sales for 1957. 


> WestincHouse ELectric Corp.’s Air Condition- 
ing Div. has opened a factory branch in Cleveland at 
2010 E. 46th St. Named to head the new branch is 
Perry E. Davis. The Cleveland office will function 
as part of the recently organized air conditioning 
wholesaling department. It will be responsible for 
wholesale operations in Cleveland, Akron, Massillon, 


Canton and other northeastern Ohio communities. 


>» Nine MemBeERS of the sales organization of 
Rheem Mfg. Co. received special awards for out- 
standing performance at the recent annual sales meet- 
ing of the firm’s Home Products Div. Vearl J. Heinis, 
vice president and general manager of the division, 
presented the awards. 
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WINDY CITY MODELS help Sydney 


Ir.. commercial and residential air 


Anderson, 
conditioning 
sales manager for the Airtemp Div., introduce 
new merchandising theme at recent Chicago con- 
vention of the National Association of Home 
Builders 


pa Dia Sprincrime Anytime” is the theme of the 


advertising campaign currently being conducted - by 


the Airtemp Div., Chrysler Corp. Ads featuring the | 


new theme are scheduled for publication in a number 


of national consumer magazines, offering excellent op- 


portunity for tie-in ads at the local level. 


LENNOX INDUSTRIES, INC. is stressing the theme of | 


dealer craftsmanship in its 1957 consumer advertising 


| 
The ads, which feature a “comfort craftsman” symbol, 


point out that central heating and cooling cannot be 


just “plugged in” 


symbols available to dealers in many forms 


dealer stationery, truck signs, uniform emblems, etc. 


> THE RECENT OMAHA “PARADE OF Homes” show 


provided an opportunity for Plumb Supply-Omaha, 
Armstrong Furnace Co. wholesaler. to demonstrate its 
heating and cooling equipment. Featured during the 
open house were the “Armstrong Comfortwins,” 

“Comfy” and “Cozy” personified by two six year 
olds dressed in costumes duplicating those in the 


firm’s promotional ads. In addition to personal 


Armstrong equipment. 


> Texas DIsTRIBUTORS, Inc.. General Electric dis- 
tributor in the Dallas area, has developed a display 
demonstrating the uses of “Air Wall” equipment. The 
display on exhibit at a recent home builders’ show 

is mounted on a turntable. and is divided into 
two halves by a partition in the center. On one side, 


a woman dressed in summer clothing sits by a picture 


that each installation must be 
‘custom engineered.” The company plans to make the 


decals, } 
| 


ap- | 
pearances at the model homes, the twins made a tele- | 


vision film and appeared personally on TV to advertise 


VALLEY 


Furnace Fittings 


Your customers expect top quality 
installations. Meet their requirements 
with precision-made Ohio Valley fur- 
nace fittings. Sell comfort and convenience 
instead of “shop time”. 

DO IT BETTER, FASTER— 
WITH OHIO VALLEY 
Carried in Stock by Leading Wholesalers 


Catalog available... get it from us 
or from your wholesaler 


OHIO VALLEY 


FURNACE FITTINGS 


Manufacturing Division 
Evansville 2, Indiana 





Le ul 


Liule*Giantie 


y CONDITIONING 











CONDENSATE UNIT 


For Refrigerated Units! 


@ Hermetically sealed Little Giant Recirculating 
Pump for trouble-free self-lubricating operation. 
@ Positive displacement switch with float control, 
double pole switch for complete circuit break 
plus a three-conductor cord available. @ Sturdy 
metal tank corrosion resistant. @ Small and 
Compact. @ Quiet in operation. @ Completely 
automatic. 


PUMPS FOR ANY AIR CONDITIONING APPLICATION 
gsc 


VAPORIZER 


For Industrial 
and Commercial 
Evaporative 
Coolers 


@ Little Giant Vaporizer Pump, hermetically sealed 
in oil, self-lubricating. @ Die-Cast aluminum 
impeller saturates evaporator pads with fine, 
vapor-like spray for greater temperature drop. 
@ Small and compact. @ Economical to operate. 
@ Available for 110 volt 60 cycle or 220 volt 
single phase current. @ No expensive piping 
necessary. 


Write for free catalog and price list 
S today! 
J 


lant PUMP COMPANY 


| Division of Little Giant Vaporizer Company, Inc. 


5101 Classen Bivd., Oklahoma City 18, Okla. 
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window with an “Air Wall” register in the base. On 
the other side is the same scene, but featuring a winter 


background, which demonstrates a heating application. 


> Wilson Supply Co.. Washington, D. C. has come 
up with an answer to those customers who hesitate 
to buy window cooling units “because they block off 
too much daylight.” The Wilson firm turned this ob- 
jection into a merchandising advantage by offering 
filler panels made of clear plastic. Use of the filler 
panel makes it possible to reclaim about 2 sq ft of 
window area that would otherwise be blacked out. 
The company reports that about one out of every 
three customers orders the panel, which is priced al 
$10. 


> Each montH Armstrong Furnace Co. sends its 
dealers a wall calendar to remind them of company 
promotional activities scheduled for that month. Deal 
ers are urged to hang the calendar in a conspicuous 
place where they can see at a glance when they might 
plan to attend heating and cooling courses; when the 
company has scheduled a direct mail program; and 
when they should check company ads appearing in 
American Artisan and other national publications 
Dealers can use the open dates to write in their local 
promotional schedules which can be tied in with com- 


pany advertising on the national level. 


> MircHect Mre. Co., Div. of Cory Corp. offers its 
dealers a demonstrator attachment to help them ex- 
plain to customers the “sweep cooling” effect of “Roto 
Cone” room units. To demonstrate this effect, the 
division produced an attachment which consists of a 
wire ring on which are mounted four multi-colored 
plastic propellers. The ring is mounted on the air con- 
ditioner in front of the rotor. Each of the propellers 
spins in succession as air strikes it from the whirling 
rotor. The demonstrators are available through dis 
tributors. 


> American-STanpARD’s Air Conditioning Div. iden 
tifies its local dealers with a 2 X 4 ft outdoor illumi 
nated sign. Copy appears on a white plastic face in 
red and blue letters, and enclosed fluorescent lamps 


provide even illumination. 


> Bryant Mec. Co. offers a portable controls demon 
strator which fits into a compact carrying case and 
may be easily carried into a prospect's home. The kil 
includes a diaphragm valve, pilot and push button ig- 
nition system. An LP gas bottle, concealed in the bot- 
tom of the case, supplies the fuel and makes it possible 
for a salesman to give an actual working demonstra- 
tion. 
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“| could see the corpsman 
kneeling over me, 1 he 
blood plasma was running 
down through a tube into 
my arm and he said 
everything was going to be 
O.K. I was walking across 
an enemy mine field in Seoul 
when one exploded and a 
piece ol shrapnel caught me 
in the leg. 


* ‘Got enough of that stuff?’ 
I asked him, pointing to 

the blood. ‘| guess we never 
have enough,’ he said, ‘but 
you can thank somebody 

for this pint.’ 


“How do you thank 
‘somebody’ for blood? For 
saving your life? When I got 
back home, | discovered the 
answer at my local blood 
donor center. There’s only 
one way to say thanks— 

by giving some of your 

own blood.”’ 


l How d L thank Somebody 


Yes, all kinds of people give blood— 


Blood 7° 


goes to a combat area, a local hospital, 


for all kinds of reasons. But whatever or for Civil Defense needs—this price- 


your reason for giving blood, this you 
can be sure of: Whether your blood 


less, painless gift will some day save an 
American life! 


RSS 


Was this information 
given through Plant Bul- 


letin or House Magazine? 


Has your company given 
any recognition to donors? 


Business Executives! 


y Check These Questions! 


If you can answer * 


Have you set up a list of 
volunteers so that effi- 
cient plans can be made 
i for scheduling donors? 

yes to most 


of them, you—and your com- 


Have you arranged to have 
are doing a needed job 


pany a Bloodmobile make regu- 


for the National Blood Program. 


[| 
Lid 


Have you given your em- 
nloyees time off to make 
jlood donations? 


Do you have a Blood Do- 
nor Honor Roll in your 
company? 


lar visits? 


Has your management en- 
dorsed the local Blood 
Donor Program? 


Have you informed em- 
ployees of your company’s 
plan of co-operation? 


Have you conducted a 
Donor Pledge Campaign 
in your company? 


Remember, as long as a single 
pint of blood may mean the dif- 
ference between life and death 
for any American . . . the need 
for blood is urgent! 








Give Blood Now—Call Your Red Cross Today! 


National Blood Program 
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wholesaler doings... 





BILL RAMEY (left) and Ed Mezan of Gabriel 
Heating Co. work on condensing unit at school 
conducted by Armstrong Heating Supply Co, 


> ArmMstRONG HEATING Supply Co., Chicago, is con- 
ducting a continuing series of heating and cooling 
schools for dealers. Heating schools offer instruction 
in layout, installation practices and zone control. Cool- 
ing courses, featuring the use of actual equipment, 
cover installation and servicing techniques. A service, 
sales and merchandising class is also on the schedule. 


Here the dealers get tips on servicing gas, oil and 


coal units. They learn how to find prospects, make 
sales presentations, overcome sales objections and how 
to close sales. In the merchandising sessions, instruc- 
tors cover advertising by direct mail, newspaper and 
radio. Also discussed are how to display equipment, 
how to hire and train salesmen, how to work a fair or 
home show, and how to promote sales. The third serv- 
ice-sales-merchandising school is scheduled to be held 
March 20, and three more two-day cooling schools 
are scheduled to begin March 22, April 12 and April 
19, 


> Myers Furnace Suppty Co., Ine., Pittsburgh 
wholesaler, recently held a meeting in cooperation 
with the Peerless Corp. for heating and cooling deal- 
ers in Pittsburgh and the surrounding area. Highlight 
of the meeting was the presentation by O. U. Mutz of 
the Peerless 1957 line of heating and cooling equip- 
ment, 


> Unirep CLay Propucts Co., Washington, D. C. 
recently was awarded a commemorative plaque in ob- 
servance of its 20th anniversary as a Carrier Corp. 
distributor. The presentation was made by David W. 
Hoppock, eastern regional manager of Carrier’s Uni- 
tary Equipment Div., at a dinner attended by 50 of 
United Clay’s Washington area dealers. It was ac- 
cepted by Kent D. Boucher. 


fore all for orl / 


Your customers and prospects are earning more, buying better. You can sell heating 
and cooling at a good profit by offering a custom-quality, better line that sells at a 
realistic price, yet provides you with a higher margin of profit - HEIL! Write now 

for important information on how you can sell more than price with HEIL! 


a. 


—te 
| 
‘ 
— 


e 


eo 


4 Oil Conversior 13 Oil-Fired F 
Burners Winter Air r-B 
i@elalsliitelal ta) 


mmer Air 


oscil The Heil Co. is a member of @ 
GAMA ond an associate member of [>= 


ae 
6. Gas-Fired 
ners r Boiler-Burner 
Units 


THE HEIL co. 3081 W. Montana St., Milwaukee, Wis. ° Hillside, N.J. 


Union, N.J.; Atlanta, Ga.; Cleveland, Ohio; 


SALES OFFICES: Chicago, Ill.; Milwaukee, Wis.; Kansas City, Mo.; Denver, Colo., 


Dallas, Texas; Los Angeles, Calif.; Seattle, Wash, 
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We have a house to put in order... 


E HAVE A HOUSE to put in order... and it’s the 
house where America lives. 


Of our country’s many million homes, more than | out 
of every 10 are out-and-out slums. Nearly one-half of 
all American dwellings are in poor to “fair” condition, 
and urgently need basic repairs. 

Something must be done—both to correct the slums 
of today and prevent the slums of tomorrow. 


How do slums start? Usually just one house starts to 
slide downhill and soon a whole block changes. Pride is 
lost. Other houses are neglected, decay spreads. 


So the 20 million homes in need of basic repair and 
improvements deserve equal attention. The time to stop 
the spreading blight of slums is before it starts. 


What’s your stake in stopping slums? 


If you think your town is different, just look around you 
... If you think slums only affect persons who live in 
them, think again. 


Slums raise taxes and lower property values of the 
whole town. They raise rates of crime, delinquency and 
disease. Everyone has a real stake in stopping slums. 
And that includes you as a businessman. 

Your firm is certainly dependent on the welfare of the 
community where you do business. But it’s more than 
good business—it’s good citizenship to take part in efforts 
aimed at civic improvements. It’s the responsibility of 
every business. 
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What can your firm do? The answer to America’s hous- 
ing problems starts with individuals. But to roll back 
slums is such a big job it’s going to take more than indi- 
vidual effort. It will need the cooperation of your busi- 
ness and many others. 


Some slums should be torn down and a fresh start 
made. Others can be remodeled and made to conform 
to better living standards. So it is up to you to support 
every sound program which seeks adequate housing for 
all our people. 


New help is now available 


There is a new national, non-profit organization called 
A.C.T.1.0.N.—The American Council To Improve Our 
Neighborhoods—which is designed to help all individuals 
or groups interested in putting America’s house in order. 


Send for a free copy of “ACTION.” It explains what 
A.C.T.1.0.N. is and proposes to do. It lists booklets, 
research, check-lists, and other material which can help 
you. Address P. O. Box 500, Radio City Station, New 
York 20, N. Y. 


American Council To Improve Our Neighborhoods 





setien COOLERS 


for the 


BIGGEST MARKET 


aay 
eo F . 


oiuwyathon type EVAPORATIVE 
COOLER 


Investigate the huge untapped source of air 
conditioning sales. The NEW market of plants, 
factories, and laundries, where high cost re- 
frigeration is not warranted, is ready for low 
cost ALTON EVAPORATIVE COOLERS. The 
Alton is engineered for maximum circulation of 
cool fresh air... is built to last . . 
very economically . . 


. Operates 
. is effective in all climates. 
Seize your ALTON sales’ opportunities today. 

*Latex-Coated Filters (Alton Exclusive) 


deliver cleaner, cool air faster, more 
steadily. 


*Aquasprae Unit wets all the filtermat 
surface effectively. 
*Squirrel Cage Blower distributes maximum 
quantities of fresh air uniformly. 
WRITE US FOR THE FACTS 
DEALER TERRITORIES AVAILABLE 


ALTON MANUFACTURING COMPANY 
1112 Ross Avenue, Dallas, Texas 
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THERMAL SUPPLY, Houston wholesaler, uses 
supermarket display techniques. E. K. Peterson, 
president of the firm, designed the self-service 
displays 


> A large 25,000 sq ft air conditioned “supermarket” 
display floor is one of the features of the new building 
in Houston, Tex. now occupied by Thermal Supply, 
heating and cooling wholesaler. The new building has 
a total floor area of 125,000 sq ft. 


>» THe Srraus-FRANK Co., Dallas. Tex. has been ap- 
pointed a distributor of room air conditioners by 
Mitchell Mfg. Co.. Div. of Cory Corp. Territory to 
be served includes Dallas and the north Texas trading 


area, 


> Near T. O'Rourke & Associates of Buffalo, N. Y. 
has been named to handle the distribution of fans, 
blowers and ventilating equipment for the Sturtevant 
Div. of Westinghouse Electric Corp. The O’Rourke 
firm will serve the western New York state area, in- 
cluding the cities of Buffalo, Rochester, Niagara Falls, 
Jamestown and Olean. 


>» Raymonp Rosen Equipment Co., Parkside at 51st 
St., Philadelphia has been appointed a wholesaler of 
gas and oil furnaces by Perfection Industries Div. of 
Hupp Corp. Territory assigned the Rosen company in- 
cludes parts of New Jersey, Pennsylvania, Maryland, 


Virginia and Delaware. 


> WuHotesaters of Rheem heating and cooling 
equipment recently gathered in New Orleans for the 
firm’s annual national wholesaler meeting. Highlight 
of the meeting was the introduction of a new 5 ton 
“Rheemaire” unit for large homes and retail establish- 
ments, 


>» Acuison-Erwin Co., 209 EF. Fifth St., Charlotte. 
N. C. has been named to handle the distribution of 
room air conditioners in South Carolina and part of 
North Carolina for Perfection Industries Div. of Hupp 
Corp. The Charlotte firm has distribution and ware- 
High Point, Ashe- 


house facilities in six other cities - 
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~ EURNACE CLEANING * 

r ae See, @ 
ppt avi E 
mews . 4. ad gner sem 
BURNER SERVICE 2 kl . BU © 


2 Cubic Yards is a normal load for the Pat Two thirds of the time required for setting up springbinder shown at left above eliminates 
ented Dirt collector, WET GROUND or to clean a job is saved by the convenient the — of losing pipe Rear storage 
SNOW does not cause suspended work. Al! space arrangement for carrying ample metal chamber will store 24 2 inch filters. 

of the surface of each bag is filter area and rubber hose and necessary accessories. The 


POWER 
Los VACUUM 


Please write today 


eo a en for literature 
FURNACE CLEANING a = . to 


i at ; coe R. A. PRINGLE 
= At and SON 


4 re ae gene 9. te, ae ge wes - a 
Connections from the cleaner to the unit to Metal pipe, flexible hose and all necessary 508 CATHERINE STREET 


be cleaned are simplified by the SWIVEL EL- accessories give hundreds of jobs more service 


BOW and greater safety is obvious by not ; . « every maintenance item is substantially W il Wall W hi 
backing into jobs. reduced. alla a as ington 


- s 


Conductor L. Bow says: 


Mechanically formed Cincinnati Elbows cut instal- 


lation time. Fully automatic machinery shapes 
and tapers them to fit all standard size pipe. Hot- 
dipped in zinc . . . after formation . . . to retard rust. 
Your choice of size, angle, gauge . . . in copper, 
aluminum, stainless or galvanized steel. Ask your jobber. 


CINCINNATI ELBOW CoO. 


4730 Madison Road e¢ Cincinnati 27, Ohio 
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Cut ANY Shape in Metal... 


\ 
with o BEVERLY THROATLESS SHEAR 


® Capacities to 3/16” in mild steel 


® Make clean, knurl-free cuts in any 
metal to capacity 


® High Carbon High-Chrome Blades 
@ Built to last a lifetime 


Here's What a 

Beverly Can Do! 
B Cuts made in 

18 ga. metal 


ts with Model B-1 


Beverly Shears are the 

most versatile metal 

shearing tools you can use. Model B-3 
Unique shoulder design permits any with Ball 
cut ... rack and pinion gives Bearing 
great power with little Hold Down 
effort. Alloy steel body for 

maximum rigidity and strength. 

Made in 4 models. 


Write for illustrated circular —or see your Beverly Distributor. 


Beverly SHEAR MFG. CO. 


3020 W. 111th Street Chicago 43, Ill. 


) eee 4 
‘ || SPECIALISTS / 














In this new DEPENDABOOK 
you'll find over 10,000 items — 
the LARGEST Selection in 

the World! 


WHOLESALE ONLY 


We sell you—not your customers. 
And we sell you at lower prices. 
You select from a complete stock 
illustrated, described and priced in 
the DEPENDABOOK —‘“‘the 
standard of the trade.”” Your orders 
—for air conditioning and electric 
motor parts and suppliec — are 
filled quickly and accurately. 
ORDER BY MAIL 

or visit our well-stocked ware- 
houses. Don’t delay. Get the Harry 
Alter DEPENDABOOK by return 
mail. 


Write on your letterhead to 


Po igenation 


The HARRY ALTER CO., Inc. 


1717 S. Wabash Avenue, Dept. G, Chicago 16, Illinois 


Branches in New York, Dallas, Atlanta 


wholesaler doings 
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ville and Goldsboro in North Carolina and Greenville, 
Columbia and Charleston in South Carolina. Officers 
are H. J. Allison, chairman; J. E. Erwin, president; 
J. B. Caddell, secretary; and Jack Johnston and Pete 
Batte, Jr., vice presidents. 


>» Twenty-Five pistripuTORS for York Corp., a sub 
sidiary of Borg-Warner Corp., received the firm’s 
“Medal of Merit” during a recent convention held at 
Miami Beach, Fla. The medal is awarded annually 
for outstanding performance in relation to assigned 
quotas. 


> Acar Suppty Co., 1733 Fairmount Ave., Philadel 
phia and United Supply & Distributor Co., 3611 Elm 
Ave., Baltimore are two new wholesale distributors of 
Typhoon Air Conditioning Co., Div. of Hupp Corp. 
The Acar firm will supply dealers in Delaware and 
parts of Pennsylvania and New Jersey. United Supply 
will cover the state of Maryland. 


> Miami Vatiey Distrisutinc Co., 8 N. Keowee 
St., Dayton, O. has been named a distributor of heat- 
ing and cooling equipment by the Coleman Co., Inc. 
Territory to be served comprises parts of Ohio and 
Indiana. 


> THe A. R. Wesper Co., 142 Orange Ave., West 
Haven, Conn., wholesalers of heating and cooling sup- 
plies and equipment, has named George Iacucci man- 


ager of its air conditioning department. 


> THe Patmer-Donavin Merc. Co., Columbus, O 
distributor for the Airtemp Div., Chrysler Corp. re 
cently sponsored a trip to the Airtemp plant for heat- 
ing-cooling dealers in the Columbus area. The sale of 


one unit entitled each dealer to his free-trip ticket. 


> Acme Furnace Fittincs Co., Chicago, celebrated 
its appointment as distributor of Rheem heating and 
cooling equipment by arranging a tour of the Rheem 
plant for 250 dealers in the Chicago vicinity. On com- 
pletion of the tour, the visitors were taken to the Acme 
plant where company officials outlined merchandising 
plans and discussed improvements in installation tech- 
niques. 


>» Jos. M. Zamorski Co.. Washington, D. C. will 
handle distribution of room air conditioners for 
Mitchell Mfg. Co., Div. of Cory Corp. in the Wash- 
ington area previously covered by Simon Distributing 
Co. The Zamoiski firm’s headquarters are in Balti- 
more. Washington facilities are located at 2122 24th 
Pe. Ns 
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Cut Installation Costs! 
One hammer blow 
permanently rivets 


STANDARD 
E-Z-ON 
DAMPER 
RFGULATOR 


E-Z-ON Damper Controls are easily, quickly in- 
stalled to save you time and money. E-Z-ONS 
lower initial cost offers you additional savings 
and. extra profits. Start saving money now... . 
Call your jobber today! 

LEADING JOBBERS STOCK ‘‘EZ-ONS"’ 


in Caneda — THERMIDAIRE CORP. LTD. Toronto 


M.A. GERETT CORP. 


724 WEST WINNEBAGO STREET, MILWAUKEE 5, WISCONSIN 

















“CORRECT PRACTICE 
in OIL HEATING” 


NOW AVAILABLE TO YOU! 
A complete reprint of the valuable series 


by J. J. Mirabile 


This practical series covers every angle of oil burner work, 
including arrangement of shop . . . stocking of parts .. . 
. installation procedures . . . the han- 
dling of crews . . . how to make heating surveys . . . how 
to size combustion chamber . . . how to install thermostat 


. . . how to start the burner . . . how to use testing instru- 


record-keeping . . 


ments . . . and how to operate a service department. It 
contains, as well, a complete list of causes and cures of oil 
burner troubles that will serve as a reliable guide in 
making service calls. 


Every shop handling oil burner jobs should own this book. 


Full size, 8!/2 by 11 inches 57 pages of practical helps. 
Send $1.00 for a copy to the address below. 


KEENEY PUBLISHING COMPANY 


6 No. Michigan Avenue Chicago 2, Ill. 


NO. 95-B HYDRAULIC PUNCH 
Capacity: 12'/2 ton 20 
strokes per min. 5" 
hole thru '/4" iron, 
¥," hole thru 3/16" 
iron, 2" hole thru 

Ye" iron, 10" 
depth of throat. 

Tool operated 

from front by 

foot treadle. 
Operator has 
complete con- 

trol over de- 

scent of punch. 


yo 


NO. 4-B 
TINNERS PUNCH 


Capacity '/4" hole thru 16 

gage iron. Length 8!/". 

Weight 3 Ibs. Depth of 

throat 2". Punches and 

dies 1/16" to 9/32" by 

1/64". Also supplied 

with three punches 

and dies in card- 
board carton. 


Write for catalog and see 
your local jobber. 

















PIPE and FITTINGS 


MONCRIEF offers a complete line of Prefabricated 
pipe and fittings for any type of Heating or Cool- 
ing system. All precision made, at low mass pro- 
duction cost. Prompt shipment from Atlanta Fac- 
tory makes MONCRIEF the South’s most depend- 
able source of supply on Duct Work, Registers, 
Grilles and Diffusers. Save time and money by or- 
dering from your jobber TODAY. Write for 


catalogue showing fittings and prices. 


MONCRIEF FURNACE CO. 
P. O. Box 1673 Atlanta, Ga. 
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vf More Profits in'57! 


witht Launp-R-ventl 


LAUNDRY DRYER 


VENTING EQUIPMENT | ° Yes 
BY @ Vent Kits 


® Aluminum Pipe 
@ Fiberglas Ducting 
@ Window Plates 
@ Special Adapters 


2288 UNIVERSITY AVENUE + ST. PAUL 14, MINNESOTA 





COLE-SEWELL 
ENGINEERING Co. 


PRE-FABRICATED 
DUCTS and 
FITTINGS 


the complete streamlined 
line... 


For extra profits, use AJAX Pipe and 
Fittings . . . save installation time and 
labor . . . fit tight and fast with AJAX 
Automatic Snap Lock connections. 


FORCE» AIR and GRAVITY INSTALLATIONS!. 
®@ Precision Made 
@ Highest Quality 
@ Quickly Assembled 


WRITE TODAY for line catalog giving full 
data. 


AJAX FURNACE FITTING CO. 
216-220 E. Front St., Cincinnati 2, Ohic 


Division of The Cincinnati Sheet Metal 
and Roofing Co 


appointments... 





>» W. G. Senet as vice president of manufacturing 
for the American-Standard Air Conditioning Div. Mr. 
Senft has been associated with the firm since 1936 
and has served as product manager since 1953. Robert 
Wilson has been named product manager to succeed 
Mr. Senft. Warren Campbell has been appointed train- 
ing supervisor of the company’s heating and air con- 
ditioning school, the position formerly held by Robert 


Wilson. 


> PuHicie BorKat, formerly chief engineer of Viking 
Air Products Div. of National-U. S. Radiator Corp., 
as general manager of Arklon Mfg. Co. 


Scott Vrooman Bruce D. Clausonthue 


> Scott VROOMAN as sales manager of the Detroit 
plant of Joseph T. Ryerson & Son, Inc. Mr. Vrooman, 
formerly sales manager of the Chicago plant, is being 


succeeded in that capacity by Bruce D. Clausonthue. 


> Joun W. ARNOLD as Pittsburgh branch manager 
for National-U. S. Radiator Corp. Mr. Arnold succeeds 
Cecil T. Hale, who is retiring. Dayton L. Bergman has 
been appointed Kansas City branch manager to suc- 


ceed L. J. Finn, who is also retiring. 


> Gray WorTHINGTON as regional sales manager of 
Rolled Steel Corp. His territory comprises Illinois, 


lowa, Missouri and Tennessee. 


> W. C. ANbeERECK as national sales manager for 
TOT Towers of Houston, Tex. Mr. Andereck has been 
with the firm for four years. The company has also 
recently appointed three new division sales managers 
to head the Philadelphia, Atlanta and Houston offices. 
They are: Pat McTeigue, Philadelphia, northeast divi- 
sion sales manager; Bb. W. Embry, Atlanta, southeast 
division sales manager; and Bill Sullivan, Houston, 


south central division sales manager. 


> Water M. HaAssenpluc as vice president and di- 
rector of engineering for Acme Industries, Inc. He 
was formerly with General Electric Co. and before 
that was associated with Carrier Corp. Four sales en- 
gineers recently added to the company’s staff are Irvon 


Ek. Corwin and Valdi Landman, who will work out of 
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High, efficient heat 


Bench Furnaces for soldering coppers, heat- 
treating, tempering, annealing, case-hardening 


No. 101 

A powerful, economical bench 
furnace for any carbon steel 
tool or small metal parts 
work. No blower is needed, 
hence no muffle. Johnson 
patented curved hood forces 
return blast over work. 
Equipped with baffle plate, 
shut off valve and pilot light. 
Firebox 334” by 4142” by 52” 
13,000 BTUs per hour 

per burner. 


No. 118 Combination 

Ideal for all around shop use. 
Has 22-lb. capacity melting 
pot for soft metals such as 
lead and babbitt. Shelf in 
rear of firebox supports and 
protects points of soldering 
coppers. Johnson patented 
curved hood. Refractory lined 
firebox 614” by 5” by 612”. 
13,000 BTUs per hour per 
burner. Baffle plate maintains 
heat and even temperature. 
Write today for free Johnson Catalog 


Johnson Gas Appliance Company 
580 E Avenue NW, Cedor Rapids, lowa 


L give my customers 
the BEST/ 


APTHORP TRUE ALIGNMENT 


NOZZLES 
BOTH ARE PERFECT “i 
but one may be BETTER 
for a PARTICULAR BURNER 
than the other 











HOLLOW SPRAY SOLID SPRAY 


Every burner has a certain au pattern that is gov 
erned by the design of its particular head. Eithes 
an Apthorp Hollow Spray or Solid Spray Nozzle will 
mate best with this air pattern. By use of the right 
type, CO, will increase from 2% to 4%. 


WRITE FOR COMPLETE NOZZLE INFORMATION 








ON MACHINE WORKS COMPANY 


ting Supplies Division, Manvtacturers, Lynn, Mass 
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ANDY 


4 civo# 
vow OF “ 
er vw vasTuuMe — 
os ae, 0nd “ 
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ope 
Available in 
2 Ranges: 
0-1000 Frt./Min. 
0-3000 Ft./Min. 


A practical, accurate air velocity meter for heating, air conditioning, and 
ventilating work. Indispensable for measuring grille velocities and air 
deliveries from registers and grilles; for balancing forced air heating 
systems, and for checking air distribution of all kinds of ventilating systems 


Accurate velocity readings, automatically averaged over a 3” dia. 
free area, instantly indicated in feet per minute. 


Extension handle facilitates positioning of instrument away from the 
observer for readings in hard-to-reach locations, or where the observer's 


body would interfere with the normal air movement. 


Unique scale lock makes possible to retain scale reading when desired 
until the lock is released—an indispensable feature where extension 
rod is used to position instrument away from the observer. 


Leather case is furnished as standard equipment for added protection 
when the instrument is not in use and for convenience when carrying 


it in the pocket. 


Ask your Jobber for the FloRite or write for Leaflet 760. 


BACHARACH INDUSTRIAL INSTRUMENT CO. 


200 N. BRADDOCK AVENUE—PITTSBURGH 8, PA. 








NEW /MPROVED 


SQUARE 
DUCT HANGER 


i meltlih ioe hela. 
No Spe 
Tools! Hammer does 
the Job! Available 


Nn six lengths 








- Round Pipe Hanger used when 
joist is offset from duct 
Simple Application of Square 
Duct Hanger as shipped to you 











Ly SO NSQARE. DUCT HANGER 
S ~~ set your SUPPLIER _ 


or WRITE ~<3 
for FREE samples 
TEST THEM YOURSELF 
Square Duct Hanger ON THE JOB! 
twisted and in place 








A. M. HEXDALL CO. 


MORRIS, ILLINOIS 





« Easier 
to Install 


« New Quiet 
Operation 


+ Competitive 
Prices 


COOLAIR Ventilating Fans 


For quiet, general purpose ventilation at lowest 
cost, you can’t beat the Coolair type CQ shown here 
It’s ideal for schools, auditoriums, and stores... 
wherever a quiet fan is needed 

Exclusive rubber vibration insulators, as shown 
in the insert photo, are built into the fan frame. 
You can meet specifications for resilient-mounted, 
wall-type fans with far less installation trouble 
and cost. No bother with mounting fan on rubber 
or felt 

Proof that Coolair prices are competitive—Coolair 
fans were used on all four U.S. 3rd Army barracks 
rehabilitation projects started in the summer of 1955 


Write for Free Catalog Folder Pao, 
AMERICAN COOLAIR en 


CORPORATION 


3610 Mayflower Street 
Jacksonville 3, Florida 
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the Chicago regional office, and Kenneth E. Ultsch and 
Hrant H. Yousoufian, who will serve on the staff of 
the OEM Sales Div. Mr. Ultsch will have headquariers 
in Jackson, Mich. and Mr. Yousoufian will operate 
out of the firm’s New York City office. 


> Joxun P. Ambrose as a regional manager for Gib- 
son Refrigerator Co. Mr. Ambrose, with headquarters 
in Preakness, N. J., will cover a territory consisting 
of the states of New York, New Jersey, Rhode Island, 
Vermont, Maine, New Hampshire, Connecticut, Mas 


sachusetts and part of Pennsylvania. 


> Frank R. Spratt as assistant general sales man- 
ager of the Day & Night Mfg. Co. Mr. Spratt, with the 
firm since 1939, was formerly California regional sales 
manager. Craig Stirewalt has been appointed to re 


place him as regional sales manager in California. 


Frank R. Spratt John W. See 
> Joun W. See as a regional sales manager for 
Tuthill Pump Co. Mr. See will supervise sales opera- 
tions in New England, New York, New Jersey and 
the eastern half of Pennsylvania. He will make his 
headquarters at 30 Red Rd., Chatham, N. J. 


> Bruce W. Rei as manager of held service for the 
Q. A. Sutton Corp., Inc. Bill H. York has been named 
district sales manager of the firm’s commercial appli- 
ance division. He will be responsible for sales and 
promotion of “Vornado” central cooling units in In- 
dianapolis, Cincinnati, South Bend, Louisville, Akron, 
Columbus and Ft. Wayne. 


> Knicut W. BaLiincer as manager of the south- 
eastern sales region of the Deleo Appliance Div. of 
General Motors Corp. He will cover the states of Flor- 
ida, Georgia, Alabama. North and South Carolina, 
Mississippi, Louisiana and Tennessee. Richard R. 
Edelen, as manager of the Chicago sales region, will 
supervise a sales territory which includes Illinois, Wis 
consin, North and South Dakota, Iowa, Nebraska, 
Missouri and Kansas. Frank Orcutt has been named 
to the newly created position of manager of merchan- 
dising and promotion for the home builder fields in 
the Chicago region. 
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INSTALL ON TANK 
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Here's the one filter unit that satisfies both 
customer and dealer requirements. Designed 
by heating engineers to prevent clogging of 
burner nozzles and provide trouble-free serv 
ice of oil heating systems. Continuous, com 
plete filtration traps all dust, dirt, sludge, 
rust and other impurities 

One model with 90 g.p.h. capacity handles 
most filtering jobs. Only one unit to stock 
solves inventory problems 

Simple to install with minimum of fittings 
Easy to service with replaceable Federal 
C-77 cartridge which fits all leading filters. 
Low initial cost makes it easy to eell 
Mention Federal Filter on every call to give 
your customers trouble-free heat for less 
money. Contact your distributor or write 


to: M-2 


Norwood Products Co. 
(DIVISION OF A. R. WOOD MF’G. CO.) 
LUVERNE, MINNESOTA 


™ KIRK. Blum 
THE BLOW PIPE 
SUPPLY HOUSE 


ONE-PIECE BLOW PIPE ELBOWS 
BALL JOINTS e HOODS 

FLOOR SWEEPS e FLEXIBLE TUBING 
CUT OFFS e ANGLE RINGS 
CYCLONE COLLECTORS & SUPPORTS 


From one source you can 
get all types of blow pipe 
parts and components... 
made in production quan- 
tities by Kirk & Blum. 
Depend on K & B manu- 
facturing experience for 
superior blow pipe parts at 
less cost than hand made 
parts. 


Write for new Bulletin No. 1356 


THE KIRK & BLUM MFG. CO. 
3180 Forrer St., Cincinnati 9, O. 
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5-SECOND 
APPLICATION. 


FOR INSULATION 
ANCHORS and FASTENERS S& 


* ; 


© No Surface Drilling 


@ Quick Fastening 
@ Strong Positive Bond 


Stic-Klips ® are time and labor sav- 
ing fasteners for attaching insulation, 
strapping, metal lath wall fixtures, 
wiring and conduit to curved or flat, 
metal or masonry surfaces. 


Application takes only seconds. All you do is apply a thin 
coat of Stic-Klip () adhesive to the base of a Stic-Klip (i) 
fastener with a putty knife. Apply another thin coat as 
primer base on porous surface area. Place Stic-Klip () 
fastener to primer base until adhesive fills holes. Clean off 
excess adhesive with putty knife. 








Write for your application bulletins, Today! 


Stic Klip MANUFACTURING CO 


68'Regent St. Cambridge 40 Mass 





LONG-HANDLED ROUND 
FURNACE BRUSHES 

Bristling with famous long-wearing ee 
Rustproof Wire — in 4 sizes, 2 handle lengths: 
No. S-441A, 3”; S-441B, 4”; S-441C, 41/2"; 
S-441D, 5”; with either 4 ft. or 5 ft. handles. 
CHIMNEY CLEANING 
BRUSHES — ROUND OR 
SQUARE 


“Round” No. 66 — 6”, 7”, 8", 9”, 10”, 12” 
dia. with Round Black Tempered Brush Wire. 
“Square” type No. 666 — 6", 7”, 8”, 10”, 12” 
widths, with Flat Tempered Steel Wire. 


TIN HANDLE ACID OR DOPE 
BRUSHES 


Selected grade bristles in tin ferrule. Width, 
Ye", Va", Ye". 


Write for special prices — and new 
Schaefer Five and Furnace Brush Catalog. 


Schaefer Brush mic. c0., in. 
Milwaukee 4, Wisconsin | Buy Schaefer... It’s Safer 


201 











DO ALL These Jobs 
with ONE TOOL 


SMITH'S 
Tm 180 UNIVERSAL BRAKE 





Smith's 180° Universal Brake is the answer to the need for 
one low cost tool that can handle a wide variety of bending 
and forming jobs with speed and accuracy. Designed to 
permit selective bending of portions of a workpiece without 
restriction, the Universal Brake's application and use is 
literally unlimited. It will handle 18 gauge mild steel 26” 
wide to 7 gauge 14” wide, at any angle, up to 180° in one 
operation. It has adjustable angle stops and back gauges to 
assure precise duplication of work pieces, making it a very 
valuable production tool. Write for illustrated circular and 
more details. 


124 ELIZABETH AVENUE 
WAUKEGAN. ILLINOIS 


MANUFACTURERS OF 


FURNACE PIPE 
AND FITTINGS, 
Prefabricated Ducts, 


also conductor pipe, eaves 
trough, drip edge, rake strip, etc. 


THOR METAL PRODUCTS CO., INC. 
Box 118 Eastwood Station 


Syracuse, N. Y. 





ORNAMENTS 


STAMPINGS & SPINNINGS 
Zinc Ornaments Available From Stock. Copper, 
brass, bronze, aluminum and stainless steel ornaments 
made up promptly. 
If you don’t bave catalog K, send for it NOW. 
MILLER & DOING 


89 ADAMS STREET BROOKLYN, N. Y. 
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> Russect FE. Kevver as sales manager of industrial 
air conditioning for the Betz Div. of Bohn Aluminum 
& Brass Corp. Robert W. Carvell has been named sales 
manager, commercial sales. He will cover all whole- 
saler activities and supervise advertising and sales pro 
motion. 


> Martin A. Bertram as manager of Thor Powe 
Tool Co.’s newly established Great Lakes electric tool 
sales zone. Mr. Bertram has been an electric tool serv- 
ice engineer in the Detroit area for the past three 


years. He will have headquarters in Detroit. 


Martin A. Bertram Edgar B. Sterrett, Jr. 

> Epcar B. Srerrert, Jr. as assistant manager of 
promotion and sales training, a newly created position, 
for Armstrong Cork Co. He will assist Fred W. Huff- 
man in developing and coordinating sales promotions 
and in conducting sales training activities for the In- 
sulation Products Div. 


> W. T. HALKet as general sales manager of watet 
heating products and J. W. Burleson as general sales 
manager of heating and cooling products for the Per- 
maglas Div., A. O. Smith Corp. Both men have been 
assistant general sales managers since February of 
1956. 


> HaroL_p KREEGEL as a district sales manager for 
Mitchell Mfg. Co., Div. of Cory Corp. Mr. Kreegel will 
handle the sale of both room and packaged air condi- 
tioners in the part of Florida south of Jacksonville. 


> P. R. Viner as eastern representative working out 
of the newly established eastern office of A. R. Wood 
Mfe. Co. Mr. Vinet has been transferred from the 


Luverne office and now headquarters at York, Pa. 


> E. Weston Ham™onp as district manager of the 
Worthington Corp.’s Los Angeles district office. Mr. 
Hammond replaces J. G. Murphy who has been ap- 


pointed special representative. 
>» Aten B. Harvey as representative for Pennsyl- 
vania Salt Mfg. Co. handling the sale of “Isotron” re- 


frigerants in the northeast territory. Other recently 
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NIXALITEs 
BIRD BARRIER 
AND 
REPELLENT 


New buildings, and old ones too, keep that sparkling clean look when 
they are protected with Nixalite, the effective, lasting and inconspic- 
uous Bird Barrier and Repellent. Birds will not land where Nixalite, 
the man-made porcupine, is installed — there are 120 outwardly pro- 
jecting needle-sharp points in every foot. Laboratory tests prove Nixalite 

lasts a lifetime in any climate because it 
is fabricated from a spring-tempered, 
rustproof, nickel-and-chromium stainless 
steel under the most exacting engineering 
controls. Nixalite is in nationwide use 
on all types of structures, 


pages in Sweet's Architectural, 
Light Construction, and Heavy 
Construction Files are devoted to 


Nixalite, Write for specs and 
full details 


NIXALITE COMPANY OF AMERICA 
115-119 W. THIRD ST. DAVENPORT, IOWA, U.S. A. 


NEW QUIET AUTOMATIC OIL FIRED 
HOT WATER HEATER has 


120 gallons of hot water — 
Enough for 4 baths 
little as $4 per month. 


and for as 





Burns No. 2 Fuel Oil —Con- 
nects to same fuel tank for home 
heating. 





HI-RECOVERY 


(let automa 


Oll FIRED WATER HEATER 


3 TYPES 
Glass lined — Copper lined 


A.S.M.E. Galvanized: for larger nomes, motels 

and apartments. *Trade-mark reg 
30 & 45 GAL. SIZES 
For further information, write or phone 


QUIET AUTOMATIC BURNER CORP.| 


33-35 BLOOMFIELD AVE. NEWARK 4, N. J. 
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SAW 
BLADES 


FIT ALL 
RECIPROCATING 
SAWS 
HIGHEST QUALITY 
GUARANTEED 


-28 BLADES- 
ONE FOR EVERY JOB 


“H"'eavy “D'’uty Blades 
are .041 thick instead of .031 
They out perform all others. 


BEST PERFORMANCE AT POPULAR PRICES 


Write today for Blade and Comparison Charts. Stocked by 
most jobbers in U.S. & Canada. 


Maleo a 


405 E. 48th Street 


Minneapolis 9, Minn. 











GOOD JOBS NEED GOOD TOOLS 


For Longer-Lasting, Cooler-Handling use the 
“FITRITE’’ SPECIAL ALUMINUM MOP HANDLE. 


= e—— — =f ) 


| 











Light weight, unbreakable, economical. Will not burn. It's job- 
tested, engineer approved, and offers many exclusive features 
that make it the most popular Roofers’ Mop Handle made. 
Offered in 6’, 7’, and 8° lengths. 


A MECHANIC’S THIRD HAND 
“FITRITE”’ 
3-WAY 
CLAMP 


Throat 354" deep 
Jaws 34" x %" 


““FITRITE”’ SAFETY HOISTING HOOK 





A necessary tool 
for every sheet 
metal man. Use it 
for on - the - job 
bending, forming, 
seaming, straight- 
ening. 


Price $3.55 





The Sliding Sleeve 
is gravity operated 
and drops into posi- 
tion automatically 
keeping any item 
safely locked in 
while hoisting, 


A new hoisting 
hook for 

safely hoisting 
buckets and 
other materials. 


Price $2.50 


For |" rope or cable. 


To protect the trade, please use your printed stationery 


DAVID LEVOW &i"¥ae i 
. CHE 4 00-240} 











0, Mentilatin 
bly cele 


22 TYPES OF 
SHUTTERS AND DAMPERS 


Manufactured for 26 years for the 
ventilating and air conditioning in- 
dustry. Write for NEW CATALOG 
on Automatic Shutters, Automatic 
Back Draft Dampers, A ic Ceil- 
ing Shutters, Stationary Shutters, 
Unit Blower Shutters, Motorized 
Shutters and Hand-operated Shutters. 





“ELGO" TYPE 
AUTOMATIC SHUTTER 
Front View (Open) 


Free ELGO SHUTTER & MANUFACTURING CO. 
CATALOG 2738 W. Warren Detroit 8, Mich. 

















SAMPLES FREE 
SODER STAINLESS 
STEEL RAPIDLY 








> 


=e. | 
FLUXES <4 
SODERING 
BRAZING & WELDING < 


L.B. ALLEN CO.INC. ~— Chicago 31, Ill. 
Sa ee eer 








THESE BLAST GATES ARE DESIGNED FOR 

ae oe CLOSING OR PARTLY CLOSING PIPES SUP- 
PLYING BLAST TO FURNACES, FORGES 

BOILERS, Etc.; FOR USE IN EXHAUST OF 


BLAST PIPE SYSTEMS WHERE AIR IS TO BE 
BLAST GATES REMOVED OR DIRECTED FROM ONE CHAN- 
NEL TO ANOTHER. 


THE OPERATION IS SIMPLE BUT POSITIVE. 
SIMPLY PULL THE SLIDE BACK AND FORTH 
AS DESIRED. SLIDE CAN BE LOCKED IN ANY 
POSITION BY THUMB SCREW. 


THE BODY OF THIS GATE IS CAST IRON, 
LACQUERED TO PREVENT RUSTING; THE 
SLIDE HEAVY STEEL. 


MADE IN SIZES TO FIT PIPE 2 INCH TO 
24 INCH INCLUSIVE. 


WRITE FOR DATA SHEET. 
SOLD THROUGH LEADING JOBBERS 
EVERYWHERE 
Manufactured by 
BERGER BROS. COMPANY 
229-237 Arch Street Philadelphia 6, 





























wT, FY, 
Look Better — Last Longer Ki 
Superior workmanship and finish in heavy- DXCXD< 
gauge metal assures installations of lasting SDD] 
beauty. Most designs stamped in any thickness, ao an, aa 
we to one-fourth inch, from any metal. Catalog bAb.4 bd 
©. 36 illustrates all designs and gives complete 
working data. Free on request. 


Diamond Manufacturing Co. 





Box 34 Wyoming, Pa. 























West Coast Plant, Diamond Perforated Metals Co. 
17915 So. Figueroa St., Gardena, Calif. 
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appointed representatives and their territories are: 
Carl Stewart, New York state and western Pennsyl- 
vania; Norman K. Porter, Michigan and Ohio; the 
I. H. Cohler Co. of Chicago, north central territory; 
R. L. Williams, southwest territory; Rudy A. Wolfe 
and Walter Evans, Louisiana, Mississippi, Arkansas 
and southern Texas; and Len Wright, Florida. 


> Epwarp F. Humpurey as representative in the 
state of Alabama for Lau Blower Co. Charles L. Sig- 
man has been assigned the state of Texas and Victor 
N. Stewart will cover the states of lowa and Nebraska. 


> Larry Norpine as western regional sales manager 
for the Williams Div., Eureka Williams Corp. He will 
supervise the sales of heating and cooling products in 
the middle and far west. He will have headquarters 
at the company’s plant in Bleomington, IIl. 


> Harry Haptey as district sales manager covering 
the southern territory for Skuttle Mfg. Co. He former- 


ly represented the company in the Ohio territory. 


> Epwarp A. L. Cox, Jr. as a sales representative 
for the Janitrol Heating & Air Conditioning Div. of 
Surface Combustion Corp. He will cover New Mexico, 
Arizona and the El Paso trading area. Thomas J. 
Ward has been named to represent the division in the 
central Ohio area. 


p> A. R. Srruck as a district salesman in the south- 
west division for Research Products Corp. He will 
serve suppliers of heating and cooling equipment in 
Oklahoma, Arkansas and northern Texas. 


> Wiciiam B. Turvey, Jr. as a sales representative 
for L-O-F Glass Fibers Co. He will work out of the 
New York City district office. 


> Dayret G. Hoke as exclusive representative for 
Dryomatic Corp. in the New York metropolitan area. 
He was formerly a sales engineer for the J. F. Pritch- 
ard Co. 


> THe Joe E. Parker Co., P. O. Box 367, Northside 
Station, Atlanta 5, Ga. as southeastern sales represent 
ative for Marco Industries, Inc. The Parker company 
will cover the states of Alabama, Florida, Georgia, 
Mississippi, North and South Carolina, Tennessee and 
Virginia. 


>» J. W. Cuerry Co. as sales representative for Hal- 
stead and Mitchell in northern Louisana, eastern Texas 
and southern Arkansas. The Cherry company has of- 
fices at 150 Olive St., Shreveport, La. 
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Sewice Section... 


SHEET METAL Drive HANDY TOOLS AND EQUIPMENT 
MACHINES & TOOLS sie A Guth. bet 


Lockformer Machines Peer Spot Welders Dividers 

Chicago Hand Brakes Reed Power Rolls 

Chicago Press Brakes Wysong Shears i New 

Pexto Power Sheors Whitney Punches . 

Pexto Foot Shears Whitney Foot Presses Af Clip Punch 

Pexto Rotary Machines Pexto Mechanic's Tools , ng slips or seams 

Pexto Slip Rolis Black & Decker Tools oy by * pa a “half Bestest and 

Pexto Bar Folders Bett-Marr Bandsaws moon” through 3 thicknesses most accurate on 

Smith Cleat Benders Marshalitown Presses Nendt a of 18-ga. steel. No hammer- the market. Two sizes 

Sevage Nibbiers Punches and Dies 22 es up to 3” wide, ing or flattening out to fas- for circles up to 36” and 
Mipatan Pittsburgh Lock Hammers ga. or lighter. Hand 4.7 slip to the duct. 48”. Removable steel points, 

or foot operation. Mounts or pencil. No center punch. 


SEND FOR CATALOG on bench, or on job with 
clamps, or bolts and COMPLETE LINE OF SHEET 


CENTRAL-WEST MACHINERY CO. screws. METAL MACHINERY 


sae a GEASS 12, : REINER & CAMPBELL co., Inc. Post Office Box 5035, Newark 5, N. J. 
PHONE: HAymerket 1-O0900 




















| RUBBER 
Rates for display space in the Service elms ot Obes LADDER SHOES 
Section are $12.00 per inch per in- Deliveries from Stock - fer safe climbing 
sertion. One-inch minimum space ac- 3 Stef) . . + Order today. 
cepted. Closing date — twentieth of Juniper Elbow Co. Inc. ( JOHNSON 


the month preceding issue. ioe oagerr yd Yr LADDER SHOE CO. 

















Eau Claire, Wisconsin 














. ++ find what you need quickly 


and economically through. . . 


( | A . } | F | b D Rates for classified advertising are 12 cents for each word including heading 


and address. One inch $6.00. Count seven words for keyed address. Minimum 


- $2.00 for each insertion. Cash must accompany order. Closing date 20th of 
ADVER ISING ~"* 








A MISCELLANEOUS a ie 1 BUSINESS OPPORTUNITIES 











DOUBLE YOUR INCOME from your new 
paper advertising by using our low-cost cartoor 

Plumbing, Heating & Ai 
FREE proofs write LILLY 
Box 167, Long Beach, Calif 


Sheet metal estimator and supervisor 
© Conditioning. For and installation of commer 
RTO = du ventilation and air condit z. Ad 
AD - 
CARTOON ADS dress Key 1079, American Artisan, 6 Mict AVAILABLE AT ONCE 
gan Ave., Chicago 2, Ill 





17 BUSINESS OPPORTUNITIES 





Successful heating and air conditioning busi 


ness in thriving suburb o of Ohio's 





WANTED 
major cities. Long established business with 
A complete Universal luctor Pipe BUSINESS OPPORTUNITY 
Machine Eaves ’ matic 

O. G. Gutter and 


chinery CONDITIONING COMPANY Owner 


SHEET METAL HEATING AIR | complete tools and other shop equipment 


forced to sell by reason of health. 
One of the largest and oldest i ne of the 
WRIT! larger cities in central Illinois, ly Priced right. 
Key 10 , Nort ped, excellent financial rating. $500,000.00 
Michigan A\ — gross sales in 1956 ; 
a Financial arrangements can be made with 
Strict confidence expected for bonahde po 
tential buyers. Address inquiry to Key 1078 responsible parties 
American Artisar 6 N. Michigan Ave 


Chicago 2, Ill 














Address all replies to Key 1076, American 








1 BUSINESS OPPORTUNITIES 
aia seca inilicadiiiaeabaiea Artisan, 6 N. Michigan Ave., Chicago 2, Ill. 


eee Fos oe ee oe HEATING, AIR CONDITIONING, SHEET 
see Piggy rs Mags ‘rid ee Se METAL SHOP A going business in a city 
building. Owner selling tor reason > 2 are blished 
Address Key 1080, American Artisan, | of 10 to 20,000 in central Illinois. Establishec AT Ll, re aye 
M : Ave. Chicamo 2, | years. Gross 40 to $50,000. Best of fran | Ee ‘ ’ f 

ee sere) Seem chises Shop, truck and office equipment BUSINESS FOR SALE. Warm air heating, air 
$5,000. Inventory at cost. Some finance to conditioning and sheet metal business including 
right party. Will answer all inquiries. Health inventory, truck and equipment, shop and store 
forces sale by owner. Address Key 1081, three apartments and garage. South side of Chi 


. 
SAVINGS BONDS! a 6 N. Michigan Ave., Chi po aoe aol Arh OR an Artisan, 6 N. 




















cago 
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The “hottest” products are cooled by Copeland 


Find the manufacturer of a famous line of air-conditioning or refrigeration products, and 
it’s a good bet you’ve found another Copeland customer. Companies with a reputation 
for quality and service at stake, can’t take chances .. . for the heart of their products, they 


demand motor compressors and condensing units by Copeland. 


Since the industry was in swaddling clothes, Copeland has pioneered perfection . 
researching its needs, testing in laboratory and in the field, and building a progressively 
higher standard of performance and durability into every unit. You'll make and keep warm 


friends when Copeland does your cooling. 





Manufacturer of the heart of 
SINCE 1918 — 


America’s finest commercial refrigeration 
. and air conditioning 
CORPORATION, Sidney, Ohio 





COPELAMETIC 

The Accessible Hermetic 

You can get to direct-drive Copelametic units 
effortlessly .. . in a jiffy. No belts or seals, 
no manual oiling. 90% of service costs 
eliminated. Models for all applications—air 
and water-cooled—from ¥ through 3 h.p. 
Self-contained units % and ¥ h.p. Suction- 
cooled also available. 


COPELAWELD 


Hermetics — Sturdy, Silent, Safe 
The leaders’ choice for refrigeration and 
air-conditioning products. Vibration-free; de- 
livers high capacities at lowest current out- 
put. Freon-12 and Freon-22 models; sizes 2 
H.P, through 1% H.P. 





Here itis... S the KEY to your LP problems! 


NEW 100% 
SHUT-OFF 
PILOT 


by WHITE-RODGERS 


with the popular “plug-in” feature for 
trigger-quick installations and wiring 


No more manifold changes for LP units. Now furnace 
and boiler manufacturers can use White-Rodgers 
*“Cushioned Power” and “*CS’’ Completely Silent Valves for 
all gases—and meet LP requirements by merely 
“plugging in” the new 100% Shut-Off Pilot. 


Combines all the features of the famed W-R 30A46 plug-in 
mercury pilot... cuts production scheduling problems... 
eliminates extra inventories. Completely interchangeable with 
the 30A46, using same bracket, burner caps and orifices. 

Simple to install... easy to service. 


... with these additional White- 
Rodgers engineering extras: 


@ Provides 100% shut-off without 
being connected into main gas 
line, and therefore does not limit 
manifold capacity. 

@ Operates through wide range of 
gas pressures without yellow- 
tipping, lifting or blowing. 

@ %" compression connectors fur- 
nished on both inlet and outlet. 

@ Combines powerful mercury- 
actuated element with rugged 
switch. 


@ AGA and UL Listed. 


. 
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Call or write your nearest 
W-R Representative 


AUTOMATIC CONTROLS for heating, air conditioning and refrigeration 


AVA tO) Cle ee 


ST. LOUIS 6, MISSOURI TORONTO 8, CANADA 





